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What the Eye Sees-- 


In this striking manner Huffman Bros. (Inc.), retailer of lumber and building 
materials, Youngstown, Ohio, recently visualized the joys of home ownership 
for the people of that city. 








Read about this notable display on page 35. 


--Fhe Heart Desires 
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Millwork Cabinet Installation with Tracy PERMASHEEN 
Sink of Linoleum with Stainless Steel Bowl. 
The built-in Kitchen Cabinet, with modern cabinet sinks and 
tops, has made a new day for women, and opened a highly 
profitable field for the lumber dealer. 
Tracy SilviSheen Sinks and Tops of Enduro Stainless Steel 
are solid metal with no coating to chip, craze, or crack. They 
have a beautiful satin finish, are extremely durable, rust 
proof, easy to clean, and will last a lifetime. 
’ Tracy PermaSheen deLuxe Sinks and Tops, with work sur- 
taces of heavy battleship linoleum composition and with stain- 
less steel bowl and trim, are beautiful in appearance, acid- 
resisting, watertight, resilient, easy to clean, and come in 
many colors. They will withstand severe wear and cannot 
chip; craze or crack. They are built on a steel underbase 
and are covered by U. S. Patents Nos. 2038637, 2038638, and 
2038668. 
sai ; ; Tracy PermaSheen Imperial Sinks and Tops are constructed 
True enough, any siding covered with paint in cubotentialie the same manner as PermaSheen deLuxe, 
may “look all right’”—for awhile. But good except that bowls are of acid-resisting porcelain in white or 
F . . ivory colors. 
wood and good paint eve _—— — Tracy nna rr gee be ,are aatenety | a 
i i . int’ . 1 remodeling the ite House Kitchens at Washington, D. C., 
which is far —— than paint patty" rd Tracy SilviSheen Sinks and Tops were used. In the Gross- 
of the Western Pines takes paint and holds it. Morton Sullting Program oi ~~ ne on yn a. 
. . Sf Trac PermaSheen Sinks are eing use ou wi in 
Lies flat, tight-jointed, smooth-surfaced through Tener products almost any place where building or remodel- 
many a winter and summer. ing 1s going on. 
Write today i, ane avo Be —" attractive dis- 
’ sf : “4 counts to reliable lumber dealers who want to in- 
That's why it's wise to sell the Western Pines crease their kitchen cabinet business. Display sinks 
for siding, exterior trim, cornices, porch work. for your showroom at a special discount. 
. .» For here are woods that are properly sea- 
soned, actually milled when dry. They please TRACY MANUFACTURING COMPANY 
the man on the job and go right on pleasing 3125 Preble Ave., N. S., PITTSBURGH, PA. —_— 
. ’ ee . . a? 
at the job for years after years. That's the Famous for Cabinet Sinks and Tops 
beauty of the Western Pines. 
There’s a grade of the Western Pines partic- y THE EMBASSY 
ularly suited to any of the many uses for which 
. > P ° ° EL} 
a softwood is desirable. They'll give lasting _ 
beauty to cabinets, closets, carvings . . . col- Ww. 
ummns, cornices, siding. . . . But send for your 
tree copy of “Western Pines.” It’s a book full 
of pictures that lists a hundred and more ways 
of using these woods. Address Dept. D-7, Orc 
Western Pine Association, Yeon Bldg., Port- 25 
land, Oregon. 
A Tracy SILVISHEEN Stainless Steel Cabinet sink with back 
splasher and drain grooves. a 
. 5 " aQ mr " Dp 5 S YD ‘ 5 4 5 . ( a 
WESTERN IWUNIES “ 
Idaho White Pine e Ponderosa Pine e Sugar Pine 


























1936 








Amerteanfimb 





Consolidation in 1899 of the Northwestern Lumberman and Timberman 





WHOLE NUMBER 3084 
IN ITS 63RD YEAR 


CHICAGO, OCTOBER 10, 1936 


PUBLISHED EVERY OTHER WEEK 
YEARLY SUBSCRIPTION $3 





Where You Will Find It in This Issue 


Editorial 


Dealer “More Completely Sold Than 
Ever” on Wolmanized Lumber....41 


Departments 


: 
: For Better Design, Construction and F oo Are Good Time to ont Business Record, The............ 61 
Financing of Homes............. 28 p 6 "Busi aired Fr ota a tee tn Ce BOR osx hn 25s otbincewenee 54 
4 Air-Conditioned Box Cars—A Con- pa Pare cry Bate cm sg Eastern Trade News........... 66, 67 
structive Suggestion ............ 28 attest Chemete Gatien Gla Hymeneal ........-sseeerescveees 61 
. . . a ™ . lod 
ag moe Md os ogg That—Efficient Merchandiser Need EE Ne | 486500600000 73, 74 
me ctivity, Economist Believes. . Not Fear Co-operative Competi- TE, NS ob swirdscerexesnas +s 
Building Is Increasing, But Skilled Si 46 New Products and Helps...... 56, 57 
] AFUIGERS ATO FEW. oc cccccscseces 29 FTC Takes Action Under New Anti- I stew ewcencwdd een mes 75 
Market Review, Lumber.......... 72 Price-Discrimination Law ....... 47 Poet, The Lumberman............ 58 
Says “Dealer” Definition Shuts Realm of the Retailer.......... 30-32 
‘ Wholesaler, Small Mills Out of Retailers’ Round Table.......... 38-42 
D Of Special Interest Government Business ........ 47, 48 Statistics, Production ............ 62 
New Stories from the Buildin co eer 38 
Expect Better 1937 Market But Will PE. cGrra eda dea tekeus Haebemmee 50 Yard, Mill & Office.............. 68-70 
ES Stick Close to Shore............. 29 Coast Forest Fires Were Quickly 
What Modernizing Can Do for a We SN. 6 6.o. ha. 6b 4sieneseen'’ 54 
po Ms ee 32 Forest Products Loadings to Be 15.7 
Big Bank Joins Hands with Re- Percent Above 1935.........ccc00- 54 Local Markets 
IND, 5s "nial ata ts br nas ata tae ania alia 33 Prefabricated Structures to Be Pro- 
Six-House Display Is a Builder of moted by New Firm............. 55 Wemdteore, TEE. ick ccc ct ees carson 67 
SE er iavena sage es cumeen ek <x 33 AMERICAN LUMBERMAN House Plan TSI BIR! occ. ices tccieween 65 
Fence Sales Can Be Cultivated by | PRI SAM ener eer 59 Ee vc cuswcnedsaenkiec 66 
Retailers Who Give Farmers Help- AMERICAN LUMBERMAN House Plan EE TCT 67 
ful Hints eee eee eer eereereeseeee 34, 35 No. 197 eee eee tr Peer reer eeseseeseee 60 Cincinnati Ohio na Despre Cae 76 
What the Eye Sees—The Heart New End-Seal Prevents Checking of H t T ; 71 
ES TE Ce ae 1, 35 Lumber and Ties.............+.. 63 Se Sem seers nanerenvonrsss 71 
Blue Grass City Hears Song of the Jacksonville, ..c-aoh eeu amele wee 
eer eae 36, 37 ee Kansas City, Mo. .........-2+++es 64 
Texas Dealer Builds and Finances Associations WRCUEE, TOME. oooc ccc icccwstesen ee 
PN SOD i cicccscasececcsnece? New Orleans, La. ...........-0es. 76 
Some “Christmas Trade” Ideas That Coming Conventions ............. 48 ey Te OE. We vac taivkacvressen 66 
Might Work for You............ 38 Associations’ Plans, Activities. .48, 49 ee Acta ae 65 
Located in Beet Area, Firm Makes Southeastern Hardwood Manufac- Pestiend Re ERNIE AA 64 
Special Truck Boxes............. 39 GR SOE bi coc wiaaswcioveaetoes 53 s Fr ae wm Calif. ; 64 
Showing Customers the “Why” and Southwestern Hardwood Manufac- eee iiinlalethdiiaitdialed ine a4 
“How” of Insulation............. 40 ene er 53 Seattle, Wash. .....-+-+..+++e+ees . 
Unusual Material Forms Walls of Carolina-Virginia Hardwood Club. .53 Tacoma, Wash. .........-+++++++ 65 
New Lumber SRO. ....cccéiccoses 40 Among the Lumbermen’s Clubs.52, 53 WORT, BIE. 6c cceadsscncccscwes 71 


Of Special Interest to Retailers: 


Pages |, 28-42, 44, 46-47, 50, 56-57, 59-60 


INDEX TO ADVERTISERS PAGES 89-90-91 





OFFICES: 


Eighth Floor, Manhattan Building 
431 South Dearborn St. 


CHICAGO 


C. W. DEFEBAUGH, President 
M. B. DEFEBAUGH, Vice President 
ELMER C. HOLE, Secretary and Manager 


Published Every Other Week By 
THE AMERICAN LUMBERMAN 


431 South Dearborn St. 
CHICAGO 





ELMER C. HOLE, Editorial Director. A. L. FORD, Managing Editor. R. P. FALES, Editor Retail Department. R. Y. KERR, Editor Realm of the Retailer. 
J. A. GAMBLE, Market Editor. F. R. HAWKINS, Associate Editor. E. G. GAVIN, Associate Editor. E. E. TERRELL, Eastern Advertising Representative. 
W. G. SIMPSON, Advertising Manager. J. P. AUSTIN, Manager Western Department. F. E. WELLMAN, Circulation Manager. SID V. STREATOR, Art Director. 





TERMS OF ANNUAL SUBSCRIPTION, POSTAGE PAID: 


In the United States and Mexico, $3: Canada, $4; in the United Kingdom and All Other Countries in the Universal Postal Union, $6. 
Orders to discontinue should be accompanied by payment to date. In requesting changes in address, please give old as well as new address. 
25 cents. Copies of issues prior t6 current year will be supplied when possible at a uniform price of $1 each. 


Entered as Second Class Matter March 28, 1932, at the Post Office at Chicago, Illinois, Under the Act of March 3, 1879. 
Copy for new advertisements should be in this office not later than fifteen days before date of insertion. 


MEMBER AUDIT BUREAU OF CIRCULATIONS 


MERICAN LUMBERMAN, Published by The American Lumberman—Established 1873—Office of Publication, 431 South Dearborn 
pag eral Ill. Entered as second-class matter March 28, 1932, at the Post Office at Chicago, Illinois, under the Act of March 8, 1879. 
COPYRIGHT 1936 BY AMERICAN LUMBERMAN 


Single copies, 














28 


AMERICAN LUMBERMAN 


For Better Design, Construction and 
Financing of Homes 


RETAIL dealer of long experience 
A with whom the AMERICAN LuUM- 
BERMAN talked recently, did some 
day-dreaming. Back of the dream was a 
definite, practical purpose. In fact this 
dream, in one form or another, has in 
several places been clothed with actuality. 
Briefly, the idea is a local bureau, sup- 
ported by all the dealers in the city and 
in charge of a licensed architect. The 
bureau would be able to supply or to cor- 
rect architectural plans. It would have 
an inspector who would check construc- 
tion work daily. Before the construction 
stage was reached, the bureau would 
take off, check and recheck bills of mate- 
rial. The dealer would supply the prices 
per thousand, but the bureau would make 
the extensions. The general idea cen- 
ters around making the plans and the 
preliminary estimates as nearly right as 
expert work can do it; plus a supervision 
of grades and workmanship while the 
building is going up. 

“There are several things involved,” 
our friend said. “It’s not merely the 
matter of taking detail work off the shoul- 
ders of the dealer. In the first place, I’m 
pretty well satisfied that in this new era 
of retailing we’ve got to pay more atten- 
tion to sound architecture; and that fac- 
tor is going to be more important, if that 
is possible, in the small house than in 
the large one. A small house, in these 
days, is usually sold to a family that 
wants everything in the way of good ap- 
pearance and living efficiency; and be- 
cause of the limited space and the use 
of the new heating and the other devices 
which make an up-to-date house, interior 
space has to be utilized to the last inch. 

“In the second place, unless there is 
emphasis upon quality and good design, 
you'll see emphasis upon low price. Why 
shouldn’t an owner think of that, if deal- 
ers offer him nothing else? That very 
thing has happened in my town, with 
results that are disastrous to dealers. 
There has been the usual underhanded 
shading of grades and skimping of mate- 
rial to make these low prices possible. Of 
course building standards have gone 
down steadily; the public knows it; and 
the trade we’d like to attract is no longer 
anxious to build. Several old concerns 
in my town are in the shadow of bank- 
ruptcy as a result. 

“In the third place, money lenders 
are getting gun-shy of loans on new 
houses. Over and over they’ve seen pre- 
liminary estimates put too low; usually 
by a careful omission of necessary items 
from the material lists. An experienced 
and unscrupulous dealer can make up a 
list with a lot of omissions in it that are 
mighty hard to detect. The owner is 
deceived into starting the job with the 
statement that it will cost so much. The 
dealer agrees to supply only the material 


on the list. The contractor, if he’s not 
financially responsible, as many in these 
days are not, arranges to get his payroll 
met weekly. When the money runs out, 
somebody has to dig up some more; else 
the house isn’t finished. Well, a money 
lender gets tired of these break-downs; 
and he makes smaller and smaller loans, 
if he makes any at all. He sees houses 
carried two-thirds through and then fin- 
ished up in the cheapest possible way; 
where the cheapness shows. His security 
isn't so good. With a soundly designed 
house, complete and accurate material 
lists, skilled supervision and reasonable 
attention to moral as well as to financial 
risks, it’s safe enough to loan up to the 
FHA’s eighty percent. Without these, 
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it’s unsafe to loan up to fifty percent. 

“We haven’t any such bureau in my 
city, and I see no chance of getting one. 
So I’m trying all by myself to offer these 
securities of design, estimates and super- 
vision. Americans have gotten used to 
such assurances in other fields; and if 
I’m to stay in business, as I mean to do, 
I’ll have to keep in line. It’s a little 
harder to do in our field than in some 
others; but we needn’t think that in this 
new era we can base sales on guess or 
razzle-dazzle and expect the patient cus- 
tomer to act as a cushion. He just isn’t 
going to do it. He can buy a standard, 
well-engineered car and know in advance, 
to the cent, what it’ll cost, and that it’ll 
be guaranteed to be exactly as repre- 
sented. Well, he’s not going to buy a 
house for five thousand, find he’s let in 
for fifty-eight hundred and that it’s not 
as represented and then like it. He'll 
buy ‘the car, and tell the lumberman 
where to go.” 


Air-Conditioned Box Cars--A Con- 


structive Suggestion 


ERE’S AN IDEA, suggested by a 
LH small mill operator in the South 
that has real merit and represents 
a liberal trend of thought not always 
manifested by those who are interested in 
widening the markets for lumber: Ina 
letter discussing the question so much in 
the minds of shippers—that of securing 
proper equipment in which to load and 
move lumber—he says the slogan should 
be: “This order must be loaded in an air- 
conditioned box car.” Taking the ground 
that there would be small gain for the 
railroads or for industry in reducing the 
sale of one product in order to increase 
the sale of another, he suggests that, 
instead of demanding that the railroads 
supply cars of wood, they be asked to 
properly insulate the cars. 

He thinks the steel industry and the 
lumber industry should jointly propose 
to the railroads that they build cars with 
double walls, with plenty of air-circula- 
tion between, using steel for the outer 
walls and wood for the inner ones. A car 
so designed and built would provide 
ample protection for the contents, whether 
these be lumber, flour, cereals or any- 
thing else. The best preventive of crook 
and warp in lumber in transit, he be- 
lieves, is a double wall, top and sides, 
with suitable spaces for circulating air. 
He then goes off at a tangent and inter- 
polates this comment : 


“This would keep the temperature 
down so the lumber would not damage— 
and that heat would have to be several 
degrees lower than the heat Satan is 
going to maintain under those members 
of the ICC who are responsible for that 
unholy six-mills-per-ton-per-mile on 
West Coast lumber against the nine-mills- 
per-mile on lumber from the South. That, 


however, is another hot subject not in 
order here.” 

Overlooking this sudden departure 
from the subject in hand, this manufac- 
turer has advanced a thought that de- 
serves serious consideration. He says 
“there has been little improvement in 
box-car design in 25 years,” then draws 
a striking comparison between present- 
day passenger and freight equipment in 
this typical lumber fashion. 

“Until recently, I would go to Chicago 
in a hot, dusty train and arrive all twisted 
up, crooked and cooked. I could stop at 
a convenient bar-room, however, take a 
few nips and all the kinks would soon 
disappear. The 2x4s in a much hotter box- 
car dry kiln can not do this, so they retain 
the crooks. Now, the streamlined, air- 
conditioned passenger train obviates the 
need of a visit to a bar-room to get 
straightened out. Why not give the 2x4s 
a break by providing air-conditioned box 
cars?” 

Consideration of the conditions so 
clearly set forth by this mill operator 
further suggests the possibility that man- 
ufacturers of the many forms of insula- 
tion now on the market might be inter- 
ested in adapting their products, or some 
of them, to the general purpose of pro- 
tecting the contents of ordinary box-cars, 
whether containing lumber or other 
freight, from harmful variations in tem- 
perature. 

It took railroad executives a long time 
to wake up to the fact that they could 
hold and increase their passenger traffic 
only by improving their equipment and 
service and by making the transportation 
charges attractive. Maybe, after awhile, 
they will be willing to do something along 
similar lines for their freight traffic. 
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AMERICAN LUMBERMAN 


Entering a Period of Great Building 
Activity, Economist Believes 


HAT IN THE next three to five 
7 years this country will experience 

the greatest building boom in his- 
tory is believed by Dr. David Friday, 
nationally known economist. In an ad- 
dress before the Savings Bank Associa- 
tion of Massachusetts he said: “Indus- 
trial production will increase rapidly 
until it reaches the level of 1929... . 
Every depression has seen a recurrence 
to the level of the previous prosperity, 
and it has accomplished this in a period 
of two or three years, once the revival 
has got under way. Since 1933 we have 
taken extreme and emphatic measures to 
restore the price levels of 1926. 
While men have been crying out ‘infla- 
tion’ it almost seems that our price struc- 
ture refuses to inflate. . . . Interest rates 
are low. They will be lower for long-term 
investments, and especially for good real 
estate mortgages. This will stimulate 
building and construction and give us 
such a building boom in the next three 
to five years as -we have never before 
seen. England has experienced this de- 
velopment in the last four years, and we 
are just entering it. With it, production 
and business will reach new high levels, 
unemployment will be fully absorbed, 
prices will regain their 1926 levels, and 
bank assets will expand to a volume well 
beyond that of 1929.” 

This may be an unduly optimistic pic- 
ture, but it has a real background of facts 
to at least in part justify it. There already 
is apparent a distinct trend toward invest- 
ments in real estate and in homes, and 
particularly noticeable is the interest 
being manifested by many people in 
acquiring small farms or suburban acre- 


age. For example, in Chicago, one con- 
cern in recent months has sold over 800 
acres in five and ten acre tracts, located 
25 miles from the business center, and 
on many of these tracts homes are being 
constructed. Other similar developments 
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have been completely sold out. All this 
indicates a feeling that real estate, a small 
arm, a home, are the safest and best 
investments that can be made and offer a 
feeling of security that few other posses- 
sions can ever approach. 

Surely, a building revival is under way. 
Whether or not. it assumes boom pro- 
portions remains to be seen. Really, a 
boom is not so desirable as a steady, con- 
sistent building revival that will be 
permanent. 


Building Is Increasing, But Skilled 
Artisans Are Few 


that took him through the Central 

and Southeastern States, the man- 
aging editor of AMERICAN LUMBERMAN 
was impressed not only with the num- 
ber of new homes, farm buildings and 
other structures in course of erection, but 
also with the fact that in every place 
visited, large or small, a shortage of homes 
and a real demand for houses were re- 
ported. A further interesting fact was the 
frequency of statements that building was 
being retarded by the shortage of avail- 
able building mechanics. In passing, it 
might be noted that there were complaints 
of a labor shortage in other lines also, par- 
ticularly on the farms, where harvest 
hands were badly needed. The shortage 
of skilled building mechanics may be at- 
tributed, in part at least, to two causes: 
There have been practically no young 
men trained in this trade, and because of 
the stagnation of building during several 
years mechanics have been forced to seek 
a livelihood in other ways and have not 
found it desirable or convenient to get 
back into their old trades. As to the short- 
tage of common labor, especially of har- 


[_) hat tx a recent trip by automobile 


vest hands, this may be attributed largely 
to Federal relief and WPA programs. 

The National Lumber Dealers’ Asso- 
ciation has been conducting a survey of 
the labor situation in the building trades, 
which has developed the fact that in some 
sections there is an existing shortage of 
labor, while in other sections all available 
skilled workmen are fully employed and 
with any further increase in building a 
shortage will develop. Other building 
material groups are engaged in similar 
surveys and it is expected that when all 
the data are compiled the situation prob- 
ably will be shown to be so acute as to 
demand the attention of those engaged in 
administering relief and Government sub- 
sidized operation. 

In the meantime, the lumber industry 
should not overlook the importance of in- 
teresting the youth of the country in the 
properties, uses, beauties and advantages 
of wood, and in the use of tools. The 
building trades unions are not going to 
take much interest in encouraging the 
training of apprentices, and present and 
future shortages of building mechanics 
will have to be made up in another way. 





Expect Better 1937 Market But 
Will Stick Close to Shore 


Tacoma, WaAsH., Oct. 3.—The lumber mar- 
ket in 1937 will be “as good as in 1936 or a 
little better,” in the opinion of executives of the 
Weyerhaeuser Sales Co., who concluded their 
semi-annual meeting here this week. 

The meeting was attended by approximately 
forty men representing all of the company’s dis- 
trict offices. Harry T. Kendall, of St. Paul, 
general manager of the company, said there 
would be no formal announcement in connec- 
tion with the conference, since the sessions pri- 
marily concerned internal sales policies. He did, 
however, make a personal prediction that the 
company would follow a “close-to-shore” policy 
during the next twelve months, in spite of fav- 
orable market outlooks. He said that “the rea- 
sons for such conservatism just now are not 
suitable for publication.” 

He said that the threatened longshoremen’s 
strike and other Pacific Coast labor troubles 
were not discussed. The subjects of the meet- 
ing concerned policies to be followed after next 
Jan. 1, he said. A dinner at the Tacoma Coun- 
try & Golf Club on Tuesday evening, for which 
James E. Morris, assistant general manager of 
the company, was host, concluded the meeting. 

In addition to Mr. Kendall, F. K. Weyer- 
haeuser, president of the company, and C. J. 


Mulrooney attended from St. Paul. Others who 
had prominent parts on the program included 
Don Lawrence of Spokane; W. H. Peabody, of 
Newark, N. J., and James E. Morris of Ta- 
coma. 

Mr. Kendall said that he and other com- 
pany executives planned to visit the company’s 
various operations in the Pacific Northwest be- 
fore returning to their headquarters. 





Western Pine Reports Big Gain 
in Shipments 


SPOKANE, WaAsH., Oct. 3.—At the meeting of 
the Pacific Northwest Advisary Board in Spo- 
kane, September 23, H. A. Gillis, traffic man- 
ager of the Western Pine Association, reported 
that western pine lumber shipments from the 
Pacific Northwest for the period from Jan. 1 
to Aug. 22 were 18 percent over 1935, and that 
for the fourth quarter, shipments should run 14 
percent above 1935. “Total regional shipments,” 
Mr. Gillis reported, “were 2,464,000,000 board 
feet up to August 22. It is anticipated we will 
require 12,939 cars for the loading of pine lum- 
ber during the fourth quarter of this year, as 
against 11,317 during the same period of 1935. 
Logs will require 16,050 cars, as compared with 
11,460 during the last quarter of 1935.” 


Florida Yards Need Not Pay 


Tax on Sales to Contractors 


JACKSONVILLE, FLA., Oct. 5.— The circuit 
court here has ordered that Florida retail lum- 
ber yards must pay “per store” licenses under 
the State chain store law, but are liable for the 
chain store tax on actual consumer sales only. 
The gross sales tax is on the basis of 1/2 per- 
cent. The ruling gave two Duval County 
lumber concerns, the Mason Lumber Co. and 
the Bond-Howell Lumber Co., a temporary in- 
junction against gross sales tax collections by 
the State comptroller. The Duval County 
yards were joined by several more concerns, 
but Judge Shields said that he had no juris- 
diction over them. The complainants protested 
that they should not be called upon to pay taxes 
on sales of lumber to contractors, who in turn 
resold the material to ultimate users. They 
were sustained on this point. 


Here is the schedule of “per store” licenses 
which the lumber concerns in the State, under 
the court ruling, will have to pay: One store, 
$10; two and three stores, $50 each; four to 
six stores, $100 each; seven to ten stores, $200 
each; eleven to fifteen stores, $300 each; 15 
or more stores, $400 each. 


On Nov. 2, the lumber concerns coming 
under the ruling will be given a hearing. 
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The big story about lumber in Los 
Angeles, as we see it, is the successful 
effort to popularize grade marking. 

This project is being conducted by the 
Lumber & Allied Products Institute 
(Inc.), a trade association of city retail 
lumbermen, of which Kenneth Smith is 
secretary-manager. 

There is much back of this undertak- 
ing; and the department can touch only 
the high spots. 

As you doubtless know, Los Angeles 
has long been a large consumer of lum- 
ber. The city spreads over a wide area. 
It has the usual office buildings, ware- 
houses, public buildings, hotels and like 
structures of masonry and steel which 
make up the high skyline of a metropolis, 
but it has stuck rather closely to the sin- 
gle-unit house in its dwelling construc- 
tion. Of course there are apartments, but 
without having the percentages at hand 
we'd guess that a large proportion of the 
more than a million residents live in 
detached houses. The large number of 
such homes explains the large area of the 
city. While many of these houses, due to 
architectural styles in part, have outside 
masonry finish, the construction runs 
largely to frame. 

Los Angeles is not directly on the sea 
coast; but it has excellent harbors that 
are so near that the effect is the same. 
Unless a lumberman in a coastal city has 
his own docks, he has to haul his stock 
to his yard; and, once the stock is on the 
trucks, an extra dozen miles or so makes 
little difference. Water rates are lower 
than rail rates; and this difference be- 
comes an important factor in the handling 
of lowgrade lumber. Low grades, when 
shipped by rail into the Corn Belt, for 
example, carry freight charges that make 
it hard to sell them in competition with 
better grades. 

The good harbor facilities of Los An- 
geles, added to the city’s big consumption 
of lumber, have made the city in a certain 
sense a clearing house, or even a dump- 
ing ground, for surplus mill stocks. Con- 
ditions vary from time to time, depending 
upon the general state of the market. But 
it is well known that much lumber is 
shipped here by water on consignment, 
and sold after it arrives. These consign- 
ment shipments have always contained a 
fairly large percentage of low grades, and 
once the lumber is on the docks it seeks 
and must find buyers. 


Low Grades at “Rubber Prices" 


The rest is rather plain. Here is a 
rapidly growing city of detached houses. 
These houses are usually built and then 
sold ; although building for sale is not so 
nearly universal as it once was. Low- 
grade lumber is available at low prices. 
People never want to pay more than they 
must; in fact will not do so unless they 





One of the advertisements used by the 

Lumber & Allied Products Institute to tell 

the public the advantages of using quality 
lumber in home construction 
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RETAILER 


THANKS, UNCLE SAM! 


@ Some months ago the Lumber and Allied Products 
Institute opened a campaign to familiarize the 
public with the many benefits and advantag 
of W.C.L. A. grade-marked Douglas Fir Boards, 
Dimension and Timbers. 





@ Perhaps no othcr single action in the interests of 
better building has been more widely endorsed 
by contractors, engineers and architects. A 
powerful blow was delivered against ‘‘jerry 
building” when West Coast Lumbermen’s Asso- 
ciation grade-marked Douglas Fir was made 
available by Institute members. 


CAREFUL SELECTION URGED 


@ Now two leading agencies of the United States 
government have issued bulletins on the vital 
importance of coreful lumber selection. If we 
hed been hunting for words to emphasize that 
need to the building public participating in the 
Southland’s grect revival of home and other 
construction, nothing more appropriate could 
hove been found. For instance the Department 
of Agriculture soys: 


“Lumber is. now machined better, GRADED 
better, and seasoned better than formerly. 
It is true that strong competition between 
dealers and between materials in some 
localities has resulted in bringing on the 
market lumber that is not what it should 
be with respect to size, grade and season- 
ing. How-rer, this does not mean good 
lumber is not available at economical 
prices. It does mean that discrimination is 
necessary in buving lumber. . undoubt- 
edly more so today than in the past.” 


@ Then from the Department of Commerce .. this 
summary: 


“The grade marking of lumber may truly be 
termed the backbone of the lumber busi- 
ness. Furthermore grade markings will 
assure the consumer the quality, kind and 
dimensions which he specifies.” 


@ So thot’s why we say again: 


"THANKS, UNCLE SAM!” 


@ You hove put in simple, forceful language the mes- 
sage of protection grade-marked Douglas Fir 
affords, which the Lumber and Allied Products 
Institute is sponsoring. 


@And this West Coast Lumbermen’s Association 
grode-marked lumber costs the consumer “not 
one penny more.” For full information on F.H.A. 
lumber grade requirements and a list of mem- 
bers selling W. C. L. A. Dougles Fir. . please 
write 


LUMBER and ALLIED PRODUCTS INSTITUTE 


Box 5730, Metropolitan Stetion, Los Angeles 





LOOK FOR THIS OFFICIAL STAMP 


NAME OF FIRM(LBR 
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are convinced that the extra investment 
will result in greater value. Uptodate 
architecture—and the domestic architec- 
ture of Los Angeles is in the main very 
attractive—will conceal poor construction 
from the uninformed. So it has followed, 
in the past, that good design has covered 
poor construction. But in a comparatively 
short time these speculative houses have 
broken down, resulting in dissatisfaction, 
and in suspicion of all frame building. 
The buying public was getting a rather 
troublesome interest in the idea of sub- 
stitutes for frame construction. 

This is one part of the picture. An- 
other is the fact that low-grade lumber 
in this market has sold not only at low 
prices but at prices which could not be 
predicted. Naturally there have been 
times when good grades have run around 
in circles, so to speak, looking for cus- 
tomers in a buyer’s market. But usually 
the better grades, with their much greater 
market fields that can be reached by rail 
shipments, have maintained a more stable 
price. It has been rather largely the 
lower grades, which the manufacturer 
wanted to get out of his yard, that have 
been shipped on consignment and sold 
for what they would bring. 


Mark-Downs Against Savings in 
Overhead 


A retailer, having some of this mate- 
rial which he has bought at bargain rates, 
passes the saving on to his customer. He, 
of course, wants volume sales. This de- 
sire for volume is not always the com- 
pletely stupid thing some critics would 
have us believe. Of course it makes no 
difference how much volume is sold at 
or below cost; there is no profit in it. 
But there is at least one other factor 
involved. That is capital investment in 
the yard and handling equipment. This 
overhead of capital cost goes on, no mat- 
ter if the volume is large or small; and 
if it can be spread over a large volume, 
its percentage per thousand feet is 
smaller. Many dealers have tried to walk 
that tight rope of reducing retail prices 
to the point where resulting larger volume 
would reduce capital overhead per thou- 
sand by at least an equal and if possible 
a greater amount. 

But it’s hard to manage. If Dealer A 
has a big stock of bargain lumber and 
passes on the saving in the interest of 
volume, Dealer B feels obliged to meet 
those prices in order to keep his custom- 
ers, even though he did not buy his cor- 
responding grades at an equal bargain. 
Contractors have learned that they have 
their best chance to turn on the heat in 
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Organizes to Meet Local Problems 


A Big City Undertakes to Raise Building Standards -- 
Carrying a Plain Story to the Customer -- Getting the 
Correct Grade Used in the Right Place 


this low-grade field—another reason why 
they are tempted to use this kind of stock 
where it is not indicated by good building 
practice. 


Price Agreements Offer No Remedy 


Now California law allows certain prac- 
tices not permitted in all, if in any, other 
States. We are not sure we can describe 
it accurately; but as we understand it, 
dealers can agree upon and publish a 
uniform price list, and all of those mak- 
ing the agreement may sign it. The law 
asks merely that these prices be reason- 
able, and they are open to review by 
designated public officials. But as we 
understand the matter, it is not possible 
to compel even those signing the list to 
charge these prices. The law permits the 
agreement but does not enforce it. So 
it does not accomplish the results aimed 
at, for example, by the NRA and the 
Lumber Codes. Prices continued to be 
whatever seemed to be a good idea at 
the time. We don’t guarantee that this is 
an accurate description of the law, but it 
appears to be approximately correct. 

It became apparent long ago that the 
situation was far from satisfactory and 
that. there was little hope in trying to 
deal with it through iron-clad price 
agreements. There was some feeling that 
an effort to enforce an agreed-to price list 
might fall foul of State law, since that 
law seems merely to permit publication 
of the list, and does not guarantee com- 
pliance with it; and there was an even 
greater possibility that Federal law would 
be invoked against it. And for that mat- 
ter the Los Angeles dealers knew from 
general results all over the country that, 
legal or illegal, a control of the market 
through the one agency of price fixing is 
a difficult flea to catch. They decided to 
see if the market could not be corrected 
through avenues of service. 


How to Assure House Values 


The most promising avenue seemed to 
be a campaign to improve the quality of 
houses. Much as they are preoccupied 
with prices, the American people want 
to get their money’s worth. If the saving 
of $100 will cut half the life expectancy 
from a house, it is obviously no saving 
at all but the wildest of extravagance. So 
Los Angeles dealers decided to improve 
the quality of the houses built; not the 
architectural designs, for much has al- 
ready been done to fit the size and style 
of California houses to the local climate 
and the special needs of the owners. The 
improvement was to be in the quality of 
the framing and finish. They proposed 


to do this honestly and rationally. There 
was no idea of getting uppers used where 
common grades are indicated; and there 
are places in California construction 
where No. 3 gives good service. The idea 
was to determine the grades suited to 
each purpose and then to see that the 
grades specified were supplied. 


Makes Sure Product Is Up to Grade 


Before the dealers could approach own- 
ers with this story, they had to have a 
story to tell, and the proved capacity to 
back it up. This is where the Lumber 
& Allied Products Institute took over. 

Like most trade organizations, the In- 
stitute has had its ups and downs during 
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This page from a folder issued by the West 

Coast Lumbermen's Association shows what 

grades should be used in different parts of 

a home. The folder also tells how to iden- 

tify these grades. It was used as part of 

the campaign to promote better construc- 
tion in the Los Angeles area 


its long career. But it has always main- 
tained the reputation of being energetic 
and thorough and of carrying through. 
So a number of years ago, to start this 
project for better construction, the In- 
stitute entered the field of grades and 
grade marking. Not to scatter its fire 
before it had the experience and prestige 
to make its statements count, it confined 
its efforts to Douglas fir. Other major 
woods are used in this area; but it seemed 
well to begin with this species, and as a 


31 


matter of fact the Institute still deals only 
with fir. Dealers in other species want 
it to extend its efforts to their lumber, 
and it will perhaps deal with them in the 
near future. 

The Institute began working in co- 
operation with the West Coast associa- 
tion, watching grades, making re-inspec- 
tions, proving that despite contrary state- 
ments the grading of lumber can be fairly 
exact and uniform. It has maintained 
standards that, by the test of re-inspec- 
tion, have been even more uniform and 
exact than those of manufacturers. It 
has gone at this matter with painstaking 
energy and thoroughness. 

This campaign, which had not yet 
reached the public, proved to be highly 
useful. But its true usefulness could 
not appear until the other partner, the 
buying public, had been enlisted. Some 
months ago the Institute went to the 
public with a great campaign of adver- 
tising. It carried educational advertising 
in all the city papers about the importance 
of correct construction and grades. It 
secured the services of competent ad 
writers and counsellors, and it received 
the highly valuable co-operation of the 
news and editorial columns. The story 
first and last has been correct grades and 
correct construction as a means of creat- 
ing greater and more lasting house values. 


The Public Understands 


Already the people of Los Angeles are 
accepting this story and are being guided 
by it. Building standards are steadily and 
rapidly improving. 

In at least one respect the problem of 
these California dealers was simplified. 
While California has a long history, it is 
in certain respects a new State, one that 
is very much in the making. It has got- 
ten and still gets great numbers of cit- 
izens who are youthful in spirit and elas- 
tic in mind; people who have come to 
create new industries and to remake old 
ones. They are accustomed to using ideas 
as tools and to-trusting their own judg- 
ments; and they are ready to consider 
new methods and new suggestions on 
their merits. Don’t make the mistake of 
considering the much publicized “Califor- 
nia boosting” and the appearance of so 
called crack-pot social plans as the only 
manifestation of this trend of mind. Per- 
haps this bragging and these social day- 
dreams do rise from that source, but a 
person has only to travel about the State 
and observe the energy with which new 
methods and new industries are success- 
fully promoted, to get the significance 
of this confidence in judgment and ideas. 

Here was an explanation of housing 
values in terms other than initial cost. 
Was it true that frame houses could be 
increased in usefulness and lasting value 
by using the right materials? Let’s un- 
derstand this. Investigation made the 
story seem plausible and sound, and the 
California reaction to being convinced 
was immediate action. 

Mr. Smith, the highly intelligent and 
incredibly energetic secretary of the In- 
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stitute, tells us that, after but a few 
months of this publicity, the very men 
who were the worst offenders are coming 
in out of the storm. These are the jerry- 
builders, the men whose one idea was to 
build a house as cheaply as possible and 
to unload it at a profit on an unsuspect- 
ing customer. Many of these men have 
the West Coast grade cards tacked up 
in their offices and are using grade- 
marked fir. They never would have taken 
even this initial step had it not been for 
pressure from the buying public, and that 
pressure would not have been exerted 
except for the publicity of the Institute, 
based upon long experience and precise 
knowledge of the proper use of grades. 

It is too much to say that all these 
grade-skinners and shoddy builders have 
wholly repented. They haven’t. They 
are too steeped in the old idea of a house 
built of anything that will hold together 
until it is unloaded, to change willingly 
or at once. It seems clear that they are 
still using off-grades of other species, and 
that they may not be following standard 
framing practices. But the fact that they 
have gone part way, under pressure of 
the campaign, indicates that the dealers 
are following the right method; and in 
time the Institute will be able to extend 
its instruction of the public to sound 
framing practices and to the grade-mark- 
ing of other species. 


Shoddy Building the Villain 


In any event, the Institute and its con- 
stituent members are convinced that 
shoddy building has been at the bottom 
of most local troubles. That this is so 
has been illustrated during the present 
year, in part at least, in a few new devel- 
opments. These new suburbs or subdi- 
visions have gone forward on the old and 
now discredited idea that low-cost homes 
must be poorly built, and that the way 
to meet the rising demand for homes is 
to build them hastily and in vast num- 
bers, and to divert buyers’ attention from 
bad work, with paint and pastel-colored 
plumbing fixtures. Several of these proj- 
ects, so Mr. Smith says, have been dis- 
covered for what they are. They are get- 
ting bad names. Houses in these areas 
don’t sell, and rents are falling. The 
public is refusing to be fooled. Not the 
least sad feature is that these misbegot- 
ten projects are carrying their reputation 
even to well-constructed small frame 
houses—something lumbermen can’t af- 
ford and which they are working to check. 
The very fact that the buying and renting 
public is making this discovery indicates 
both the usefulness and the efficiency of 
the Institute’s campaign. 

Naturally this grade-marking and 
sound-construction campaign is but one 
part of the Institute’s efforts. It is a 
great service organization, has an incred- 
ible amount of exact information, and of- 
fers much practical service to dealers and 
to the public. It has its own looseleaf 
millwork book, two inches thick, which 
also contains in easy reference form all 
the information a dealer or salesman 
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needs. It conducts central estimating, de- 
tects “short lists” in competitive bids, has 
records of all contractors, all the jobs 
they’ve sold and all on which they’ve bid, 
and has full information about every 
project that is being let. It is a big or- 
ganization with an annual budget of some 
$70,000. 

The Institute would not assert that it 
has solved all the local problems. There 
are plenty of serious ones remaining. 
One of these problems that is not least 
serious arises from local labor troubles, 
actual or imminent. These Los Angeles 
dealers make use of and come into con- 
tact with many forms of labor; yard men, 
mill men, bench workers, truck drivers, 
crane men, longshoremen, merchant sea- 
men, carpenters, plumbers, electricians 
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and so on. They are seldom if ever free 
from actual or threatened strikes. They 
have to contend with diminishing labor 
efficiency. California is filled this year 
with determined efforts to organize all 
types of labor. But that is another story 
about whose merits this department pre- 
tends to no knowledge. Much of the 
difficulty seems to center, directly or in- 
directly, upon union recognition. 

Our interest lies for the moment in the 
fact that the Institute is on the job, work- 
ing practically and with endless energy 
upon the sound and rational solution of 
local problems. Not the least important 
of these problems centers in this popu- 
larization of grade marking, and it is one 
with which the Institute has already 
achieved a large success. 


What Modernizing Can Do For a 
Plain, Old Home 


The “before” and “after” pictures pre- 
sented herewith illustrate the transition of 
a sixty-year-old house from an ugly an- 
tique to a modern architectural gem. Ex- 
cepting repairs made 
necessary to main- 
tain it structurally, 





House before being 
modernized by 
Lieber Lumber & 
Millwork Co., 
Neenah, Wis. 





plus a few minor 
additions and altera- , a, 
tions, the house has 

remained unchanged until this year. The 
Lieber Lumber & Millwork Co., Neenah, 
Wis., always on the lookout for remodel- 
ing work, and knowing something of the 
income and tastes of the present owner, 
who is also the occupant, made an in- 
spection of the house and was convinced 
that it was well worth remodeling. Ac- 
cordingly, a sketch was made showing 
what could be done, which convinced the 
owner that he should invest the $4,000 
estimated as the cost of the proposed 
improvements. Even discounting the ob- 
vious disadvantage to the pictyre of the 


« 





original house exerted by both photog- 
raphy and weather, there is no doubt 
that the transition was decisive. 

New siding, windows, storm sash and 





~_. 


screens were provided throughout, and 
the roof was covered with new 5X shin- 
gles, stained green. The wing was raised 
to include an additional bedroom upstairs, 
and a screened porch was built on the 
rear. A completely modern kitchen was 
installed, and a fireplace added. The total 
amount expended was slightly within the 
amount of the estimate, and the value of 
the property has been increased approxi- 
mately $8,000 as a result of the improve- 
ments. The Lieber company, working 
under the new guild system in Neenah, 
conceived the project, sold the idea to 
the owner, let all 
contracts, arranged 
financing, and sup- 





House after being 
modernized by 
Lieber Lumber & 
Millwork Co., 
Neenah, Wis. 





plied all of the mate- 
rials, including fire- 
place furnishings and 
kitchen cupboards. 
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San Francisco, Cauir., Oct. 3. 
—Retail lumber and building ma- 
terial dealers in California are 
beneficiaries, without cost to them- 
selves, of an intensive Statewide 
advertising campaign, using news- 
papers, car cards, radio, billboards 
and direct mail, to stimulate the 
public’s interest in the building, 
modernization and buying of 
homes. This golden egg, dropped 
in the lap of the State’s home 
building trades, is part of a plan 
recently inaugurated by Bank of 
America, gigantic branch banking 
system, with 459 branches in 269 
California communities, to increase 
its lead over all other banks in the 
State in supplying legitimate in- 
stalment credit of all types. 

The initial phase of the drive in- 
cluded merchandising the bank’s 
copyrighted “Timeplan,” for low- 
cost instalment financing of home 
building and buying, through build- 
ers and realtors. To assist retail 
lumber dealers to get the most 
benefit from the intensive adver- 
tising campaign the bank offered 
these dealers free tie-in matter, in- 
cluding counter display cards, win- 
dow posters and a _ descriptive 
folder for distribution. 

The key piece in the tie-in ma- 
terials is a folder designed to aid 
retail lumber dealers and others to 
show prospects how easy it is to 
finance the building and modern- 
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Big Bank Joins Hands 
With Retailers 


to Promote Home Building, 
Repairs, and Modernization 


ization of homes under the Na- 
tional Housing Act through “Time- 
plan.” The cover is an attractive 
blueprint on which is the floor plan 
of a home, the caption “Home 
Loans for Building and Buying,” 
and ample space for the (free im- 
printed) names and addresses of 
dealers requesting a supply. Early 
in the campaign 75 retail lumber 
and building materials dealers in 
various parts of the State ordered 
and received 45,000 of these im- 
printed folders for distribution to 
customers and prospects. 

The accompanying illustration 
shows the comprehensive character 
of the campaign, as well as details 
of the striking display planned by 
the big bank. In this display the 
following retail concerns are repre- 
sented, in the array of booklets en- 
titled “Home Loans for Building 
or Buying,” each imprinted with 
the name of a participating com- 
pany: Garden Grove Lumber Co., 
Garden Grove, Colo. ; Sudden Lum- 
ber Co., Redwood City, Calif.; 
Farmers’ Union, San Jose, Calif.; 
Cronin Lumber Co., Van Nuys, 
Calif.; Cook Lumber Co., Lawn- 
dale, Calif.; Tom Hambey Lumber 
Co., Soledad, Calif.; Pacific Mill 
& Lumber Co. (Inc.), Laguna 
Beach, Calif.; San Jose Lumber 
Co., San Jose and San Francisco, 
Calif.; Auburn Lumber Co., New- 
castle, Calif.; Diamond Match Co., 
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Information on "Home Loans for Building and Buying" is made available to 
dealers and prospects through this bank-planned display 


Ukiah, Calif.; Santa Clara Lumber 
Co., Santa Clara, Calif.; Noyes 
Lumber Co., Napa, Calif. 

The display also was featured by 
brief printed explanations of some 
of the outstanding features of the 
home financing facilities afforded 
by the above bank and its connec- 


tions under the National Housing 
Act, together with a _ tabulation 
frcom which the prospective home 
buyers might readily “Figure the 
Cost of Your Own Loan.” All of 
these were displayed against a 
background of blueprints of house 
plans, as shown in illustration. 


Six-House Display Is a Builder of Sales 


Los ANGELES, CALIF., Oct. 3.—Lumbermen 
and building supply dealers of this area have 
co-operated in the erection of a unique monu- 
ment to better building. This is the California 
House and Gardens Exhibition recently com- 
pleted and opened to the public at 5900 Wil- 
shire Boulevard, in the heart of the city’s ex- 
clusive residential district. Already thousands 
of people have visited the unusual displays, and 
participants report the idea as a great sales 
builder. The exhibition occupies an. entire 
block. Two hundred manufacturers, dealers and 
builders co-operated in the construction of six 
homes on the exhibition grounds; with the result 


that a comprehensive display of the latest de- 
velopments in the building field is available for 
those interested in building or remodeling. 

The six houses, each of a different archi- 
tectural style, and containing different materials 
and ideas, enable prospective customers to com- 
pare styles of design, construction methods and 
equipment. They may make definite selections 
and see exactly what the specifications call for. 

The exhibit, therefore, is not only a show 
place, greatly stimulating interest in building, 
but is also a selling factor which co-operating 
firms and dealers may use both in developing 
new contacts and in demonstrating to prospects 





One of the six homes of differing designs featuring the California House and Gardens Exhibition 


contacted in course of business. Each of the 
six houses has an attendant on duty at all times, 
who explains, makes initial contacts, and other- 
wise helps the salesmen who also work the ex- 
hibit. To further stimulate interest and attract 
people to the exhibit, one of the houses will be 
given away every three months. Another then 
will be erected in its place, so that there will 
always be six houses on display. This also will 
enable exhibitors to incorporate the very latest 
in all building ideas as styles and features 
change. 

A series of special attractions is used. For 
example, one night a program of Aztec-Mayan 
dance interpretations was given, another night 
was dedicated to a nearby city, on another city 
officials were honor guests. During the daylight 
hours various women’s clubs and groups are 
invited to attend tea. This promotional work 
insures that the exhibit will really help the 
participants to make sales. 

All of the houses are properly insulated and 
heated so the exhibitions may run throughout 
the year. In short, everything possible has been 
done to make this, the first permanent monu- 
ment to better building in the country, a real 
force in selling the general public on building 
—and doing it now. What a single dealer could 
not achieve two hundred have accomplished 
by co-operation. 

Following hard on the heels of housing shows 
and displays this permanent idea has been an 


(Continued on Page 50) 
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Can Be Cultivated by Retailers 
Who Give Farmers Helpful Hints 


Travelers in some sections of the moun- 
tainous southern States are faintly 
amused but often angered by highway 
signs which read: “Drive Carefully— 
Open Range, Cattle at Large.” It seems 
to motorists that with countless curves, 
downgrades, cliff-side ascents, and hair- 
pin turns that there are sufficient hazards 
without having the added one of irre- 
sponsible cows strolling along the road. 
In fairness to the bovine world it must 
be stated that for the most part the cat- 
tle seem to stay on the narrow shoulder 
along the pavement quite well, but a 
driver is always relieved when he gets 
into farm country which is well fenced 
to keep cows in their pastures. 

One can always appreciate the good 
more after he has seen the bad. So. it 
was that the AMERICAN LUMBERMAN 
representative who had become “‘cow con- 
scious” in Dixie turned with real interest 
to the importance of properly fenced 
farms. 


LARGE SQUARE FIELDS 
CHEAPEST FENCED 


An important point for every farmer 
to consider is the shape of his fields for 
those irregular in shape are not as easily 
worked, often need more fence to enclose 
them, and detract from a neat appearance 
in layout. Square fields are desirable not 
only because they are labor-savers, but 
since they conserve on the amount of 
fencing a farmer needs. Comparing sizes, 





Proud farm owners are sometimes in the 

market for a high stout fence around their 

places which will keep anything from 

chickens to bulls inside and be attractive 
in appearance 





E. B. Hill, head of the Farm Manage- 
ment Department of Michigan State Col- 
lege in East Lansing, Mich., informs his 
students that fifty rods of fence are re- 
quired to enclose one square acre, while 
only eight rods to the acre are needed to 
close a square field of forty acres. Not 
only is the initial cost of fencing a square 
field less than any other shape, but the 
annual upkeep is reduced. This is illus- 
trated in the following case: A square 
field of ten acres would require 160 rods 
of fence, while a rectangular one, 80x20 
rods, would have the same area but take 
200 rods. Mr. Hill figures the yearly 
maintenance at six cents a rod, and sim- 
ple arithmetic shows a saving of $2.40 on 
a square ten-acre plat’s upkeep. Irregu- 
larly shaped fields are likewise more 
costly due to the greater number of cor- 
ner posts necessary. An L-shaped piece 
of land, for example, requires six re-en- 
forced corners against only four on a 
square field. 

The shapes of fields are some times af- 
fected by topography, streams, soil and 
other natural factors. In some cases the 
rearrangement to make fields of better 
design is impossible, and it is often wise 
to turn such spots into permanent pas- 
ture with durable fencing. 


LOW-PRICED FENCING IS 
MOST EXPENSIVE 


Retailers of fence should not let their 
customers lose sight of the fact that a 
fence which is erected at a low initial 
cost is not necessarily economical for it 
may be short lived. One can not dic- 
tatorially say: “This is the type of fenc- 
ing you should use.” The variety de- 
pends upon the purpose for which it is to 
be used. On a farm where mixed kinds 





of livestock are kept, a general purpose 
woven wire design is advised by the 
United States Department of Agricul- 
ture. If only horses and cattle are to be 
pastured, a coarser and less expensive 
woven fence can be installed, or four 
or five strands of barbed wire strung 
around the field. 

Board fences have always had a 
place in the fencing scheme of farms 
and likely always will. They are used 
especially around barn lots, and are 
sometimes used entirely on _ horse 
farms where blooded stock is raised. 
An attractive enclosure can be achieved 
with boards, and they last a long 
period of years. When they are 
treated, the boards will give even 
longer service. An accompanying pic- 
ture shows a barn yard on a farm near 


Fremont, Ohio, where board fences ~ 


are used with satisfactory results. 


Representatives of this publication who 
travel around the country getting stories 
and pictures about progressive building 
material yards find that most dealers are 
looking forward to a pretty good fall 
trade from farmers. Good farmers can 
be depended upon to spend as much 
money on their acres as they can spare. 
A reader reported to the AMERICAN 
LUMBERMAN that over fifty percent of 
the farm fence in Nebraska is in poor 
condition. The magnitude of this sales 
opportunity for sellers of fencing in the 
State can be clearly seen. The situation 
is probably similar in a major part of the 
nation. 

Walter G. Ward, extension architect of 
Kansas State College, is a firm believer in 
the use of fencing on modern farms. In 
his classroom teaching he has always em- 
phasized the importance of properly 
fenced fields. In an interview with Mr. 
Ward, he said in part: 


Fenced fields often make possible the profit- 
able utilization of what would otherwise be 
wasted. For example, hogs or cattle, or both, 
may be turned into a fenced corn field after 
picking has been completed, and thus salvage all 
corn that was missed. Under certain condi- 
tions it is practical to allow the hogs to har- 
vest the corn by “hogging it down” in the 
field, and thus save the labor and cost of pick- 
ing. 

Soil is conserved and fertility maintained 
by rotating the crops, and including in the 
rotation legumes or other soil-building crops. 
With field divisions fenced, it is a simple mat- 
ter to rotate pasture and regular field crops. 
Farm fences result in the return of fertility 
to fields. By allowing the livestock to feed 
in the fields, their manure is returned directly 
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to the soil without loss in value or expense 


for labor. 
POSTS SHOULD BE 
WELL BRACED 


Well braced corner and gate posts are the 
first requisite of a satisfactory farm fence. 
Unless the corner and gate posts are rigidly 
braced, it is impossible to maintain the fence 
wires as tight as necessary for effective result, 
and for a neat appearance. Perhaps the most 
unsightly, and least satisfactory part of the 
average farm fence, is the gate. Many use 
awkward and inconvenient wire gates that con- 
sume the time and exhaust the patience of any 
one trying to operate them. Easy swinging 
gates mounted on substantial posts merit a 
place on every farm. Gates required primarily 
for the use of automobiles may in many in- 
stances be replaced by cattle guards. These 
guards consist of poles, pipe, or plank on edge, 
spaced several inches apart, and supported over 
a pit about two feet deep. Most livestock refuse 
to pass over a cattle guard. A well constructed 
fence requires relatively little maintenance. 
The occasional stretching of the wires, and 
keeping the wires stapled constitute the prin- 
cipal attention needed. 

Second only to well painted buildings, neat 
and substantial fences enhance the value of any 
farm. Many investors follow the practice of 
buying farms showing a rundown appearance 
and after repairing and painting the buildings 
and providing suitable fencing, sell the, prop- 
erty at a nice profit. In addition to the direct 
financial advantage in good farm fences, every 
farm family can take increased pride in a farm 
with neat and substantial fences. 

Every farm handling livestock represents a 
potential market for fencing materials. In addi- 
tion to financial advantages that I have just 
discussed, that good fences bring the value 
implied in the old adage “Good fences make 
good neighbors” is equally true today. 


Mr. Ward’s remarks on the benefits 


AMERICAN LUMBERMAN 


Less Fence Needed Per Acre for 
Fields Laid Out Large and Square; 
Long-Life Woods for Posts Listed 


Farmers use board 
fences for their barn 
lots very often, and 
find them satisfactory 
when properly built 
and carefully main- 
tained. A couple 
strands of barbed 
wire are sometimes 
strung above the top 





of stock can not be over-emphasized. 
Farmers do not always make a great 
amount of money directly from their 
cattle, but know that they can’t farm 
successfully without them. Stock farms 
run properly are always fertile, for the 
land is fed again after it produces a 
crop. Quite often one will see as he 
drives along country roads adjacent 
farms, one of which is growing good 
crops while its neighbor is putting 
forth only a sickly harvest. Inspection 
will nearly invariably show that the 
good farm has some cattle on it which 
rotate from fenced field to fenced field 
during the years and maintain the 
quality of the soil. The poor farm, on 
the other hand, is either without stock, 
or the place is not so fenced that the 
cattle can be transferred around. Lum- 
ber dealers can not over-educate 
their rural customers to the benefits 
derived from properly fenced plats. 

A discussion of fences would not be 
complete without saying something about 
posts which are companionate goods. The 
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three types of posts—wood, steel and 


concrete—all have their merits. Several 
kinds of trees are suitable for fence posts, 
and a lumberman handling such merchan- 
dise should know which variety will give 
the longest service. According to a Gov- 
ernment bulletin on the subject, the aver- 
age life of untreated posts of a few va- 
rieties of trees is: osage orange, 30 
years; locust, 24; red cedar, 20; mul- 
berry, 17; catalpa, 16; bur oak, and 
chestnut, 15; white cedar, 14; walnut, 
12, and so on. In the end it is often 
cheaper for the farmer to install treated 
posts that resist attacks of the elements 
and pests. 

Perhaps the greatest appeal to users 
of steel posts is their ease of handling. 
Other advantages claimed are, that they 
are not heaved by frost, and that they 
protect stock from currents of electricity 
carried by a fence by grounding the 
charge. Concrete posts appeal to fence 
builders because of their supposed dura- 
bility, but they must be made carefully 
for permanency. 


What the Eye Sees--The Heart. Desires 


On front page of this issue are repro- 
duced photographs of one of the largest 
exhibits at a Builders’ Show held last 
spring in the Mart Building, Youngs- 
town, Ohio. This display consisted of a 
model house erected by Huffman Bros. 
(Inc.), in co-operation with eight other 
concerns: E. I. DuPont de Nemours & 
Co.; Fisher Appliance Co.; Johnson & 
Carlson, contractors; Peterson Electric 
Co.; Roofing & Sheet Metal Co.; Struble 
Plumbing Co. ; W. L. Sunderlin, painter ; 
Karl W. Wonn Tile & Marble Co. It was 
furnished and curtained by Alfred Ham- 
mer & Sons. 


This notable exhibit conclusively proved 
that the people of Youngstown are inter- 
ested in the building of new homes and 
improvement of old ones, inasmuch as 
attendance for the nine days of the show 
totaled around 50,000. This house, as ref- 
erence to the front page illustration will 
indicate, showed different types of con- 





struction, with matching windows, doors 
and outside trim. The Colonial entrance 
opened into a homelike living room, which 
was used as a special display of the well- 
known Curtis woodwork, laying special 
stress on the new Curtis walnut trim, 
which caused much admiring comment. 
With its fire-place and well chosen fur- 
nishings it fostered in visitors a strong 
desire to have just such a room in their 
own homes. 


Passing through the living room, one 
entered a bathroom showing the latest 
in fixtures and color schemes. The room 
beyond this was given over to Du Pont 
products. To the right of the entrance 
was a very complete kitchen, showing a 
beautiful Curtis cupboard of cream and 
coral, with walls of the new Marlite, with 
a band of coral near the ceiling. A Gen- 
eral Electric refrigerator and stove com- 
pleted the furnishings. This was an un- 
usually charming and modern kitchen. 


Huffman Bros. (Inc.) operates one of 
the largest and most complete lumber and 
building material yards in this area. In 
its spacious offices complete displays of 
Curtis woodwork are shown just as it 
would appear in a home. All hardwood 
—such as maple, elm, hickory, ash, oak 
etc.—was manufactured in the company’s 
own plant. A large stock of Weyerhaeuser 
4-Square genuine white pine is carried. 

In 1894 three Huffman brothers (James 
H., Silas S. and Charles A.) came from 
Greenford, Ohio, to Youngstown and 
started what is now the firm of Huffman 
Bros. (Inc.). Of the three brothers, only 
Charles survives. Dur A. Huffman, son 
of Silas S. Huffman, has taken his father’s 
place in the present company, and to him 
may be accredited much of the success 
of the display at the latest Builders’ Show. 
His excellent selection of colors and fur- 
nishings made the exhibit a beautiful as 
well as an instructive one. 
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BLUE GRASS CITY HEARS | 


SONG OF 


THE SAW 


House Construction, Federal Apartment Project, and 
New Main Fire Station Consume Building Materials 


LoulIsviL_e, Ky., Oct. 5.—The building 
industry in this metropolis of the Blue 
Grass State has let its belt out a notch, 
after having it pretty tight the past few 
years in the fashion of most large cities. 
Hammers, saws, trowels and other tools 
have been brought out of retirement, and 
lumber and building material dealers are 
looking happier. New houses are going 
up in the suburbs, a large new central 
fire station is under construction, and two 





apartment house projects are being built 
under the housing division of the Fed- 
eral Emergency Administration of Public 
Works. 

The AMERICAN LUMBERMAN repre- 
sentative learned about the last-named 
construction work at the attractive office 
of the Corey-Scheffel Lumber Co. This 
company, which specializes in selling lum- 
ber for industrial purposes, had already 
delivered twelve carloads of structural 
material for roof trusses, joists, studs, and 
roof boards to the site of the govern- 
ment’s apartment-building project on the 
Dixie Highway. A smaller but similar 
project for the sheltering of Negroes is 
also under way in Louisville. 

Thirty-five buildings comprise the set- 
tlement of apartments for white people. 
They are scattered over thirteen acres. 
The cost of the land, structures, architec¢- 
tural service, and landscaping of the 
grounds afterward will be $1,200,000, the 
writer was told at the office of the hous- 


ing division. There will be 210 family 


units in the group of apartment houses, 
divided as follows: Eighty-five three- 


room quarters; eighty-three with four 


rooms, and forty-two containing five 
rooms. In addition, there will be two 
social units, and a manager’s office. The 
buildings will be of one and two stories, 
and each will contain from four to twelve 
apartments. No single-family dwellings 
or garages will be erected. Except for 
there being fewer buildings in the Negro 
community, that project will have struc- 
tures of like size and architectural arrange- 
ment. 





This good - looking 
building houses the 
offices of Corey- 
Scheffel Lumber Co., 
Louisville, Ky., which 
is furnishing 500,000 
feet of lumber going 
into the construction 
of a Federal family- 


apartment project 
for low-income 
groups 





A picture with this story shows the su- 
perstructure of one of the units started. 
The walls are to be brick over hollow 
tile, and the gabled roofs covered with 
asbestos-cement shingles. Floors in the 
buildings will be cement, it was said. 
The foundations for all thirty-five build- 
ings were completed June 21. Although 
the project is commonly referred to in 





Early next year this 
hole in the ground 
will be covered with 
Louisville's central 
fire station into 
whose construction 
will go several car- 
loads of lumber from 
the Cook Lumber 
Co.'s yard 








The foundation for one of the thirty-five 
apartment houses in the Government pro- 
ject at Louisville is seen here 


this city as a slum-clearance program, it 
is not. The property was vacant when 
purchased, and the future tenants of the 
apartments will not be from the city’s 
residential dregs but citizens of the low- 
income strata who have been selected with 
meticulous consideration from the long 
list of applicants. It is not regarded as 
probable that the apartment houses will 
be ready for occupancy before June 1, 
1937. Those entering requests for living 
quarters are required to state: Their an- 
nual income, the number in the family, 
and their occupation. The cards carrying 
this information are being filed for later 
consideration in picking those who will be 
leased apartments. The standard of liv- 
ing of a family will, also, be carefully in- 
vestigated. The scale of rents has not 
been decided, but they will be in keeping 
with the wages of the group. 


Lumber Used in Fire Station 


L. C. Miller, vice president of the Cook 
Lumber Co., tipped the writer off to the 
new central fire station which was just 
getting under way. Mr. Miller’s company, 
which has been in business in Louisville 
for over forty-five years, is supplying all 
of the lumber needed for forms. The con- 
tract amounts to several carloads alto- 
gether, it was said. The fire house will 
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be 125 feet deep, have a frontage of 102 
feet, and consist of two stories and a base- 
ment. Six or eight months will be needed 
for construction of the $152,000 PWA 
project. In addition to space for fire 
fighting apparatus, the new building will 
offer firemen recreation facilities, a dining 
room and dormitories. 

The Cook concern is enjoying better 
business as the building industry climbs 
up the grade toward normalcy. Materials 
have been supplied to several local fac- 
tories that have been either making im- 
provements or putting up new buildings. 
Louisville’s distilleries are under heavy 
production, and a few of them are erect- 
ing additions. One manufacturer is build- 
ing a whole new plant in the outskirts of 
this city on the south, and the mammoth 
project will bring thousands of doilars 
into the cash registers of material dealers 
who are supplying the lumber, steel, brick, 
glass and other needs. 
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A perspective view from architect's plans of the community of apartment dwellers. 
When the project is finished there will be living quarters for 210 families, playgrounds 
for children, and social provisions ‘ 


Texas Dealer Builds and Finances Small Homes 


More than 200 small homes have been 
sold by the Moore Lumber & Roofing 
Co., of Houston, Tex., within the past 
year, to people who want homes on large 
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Then if we make a deal, he can never 
say we oversold him.” 

Helpful planning service is extended 
to these small home builders, for many 
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"He who runs may read” of this firm's building service 


suburban lots or acreage. “We don't 
overlook business in any field,” says 
President F. C. Moore, “but the small- 
home market offers a safe field that is 
not so competitive as the bigger jobs, 
sold at closer margin. On the small jobs 
there is an opportunity to be of service 
and to really help people who need help, 
and yet handle a. safe business.” 


Many of these prospective small home 
builders have their building site paid out 
before attempting to build, while others 
have only a substantial payment. K. J. 
Mihill, assistant manager, who handles 
many of the deals, explains, “We depend 
upon character rather than collateral in 
selling to the small-home builders. We 
figure that if they have saved something 
from a small. income, and have a good 
reputation for meeting obligations, the 
small home will put them in even better 
position. We ask the prospect how much 
he can pay down, and how much a month. 


of them do much of their own carpenter 
work, perhaps getting some friend to help 
on holidays. Out of 200 of these small 
homes financed, only one customer has 
given any trouble with the payments and 





andl ra | «tae t ne? 98 


One of the small suburban homes built by the Moore Lumber & Roofing Co. 


he soon got his affairs in shape and is 
taking care of the loan in satisfactory 
manner. 

Advertising signs addressed to the 
small home builder are spotted along the 
highways leading to these suburban acre- 
age tracts. Classified advertisements in 
newspapers and such media are used to 
attract the small home owner. 

Garage apartments also have proven 
profitable for this firm. Two-story ga- 
rages are sold to couples who own lots 
and expect to build later; and garage 
apartments to established home owners 
who decide that such an apartment can 
be rented and made to carry the taxes 
and upkeep of the home in the city. 

The Moore Lumber & Roofing Co. be- 
lieves in “dressing up,” so its building is 
painted in bright canary yellow with 
attractive signs. 





LocoMOTIVE RUNS EXTENDED—Many railroads 
now operate steam locomotives in passenger 
service a distance of 500 miles or more before 
replacing them with fresh locomotives, whereas 
some years ago they were changed each 100 or 
150 miles. 
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Some “Christmas Trade” Ideas That Might Work For You 


It’s time to begin to think about doing 
a little business with the Christmas shop- 
pers. Most lumber “yards” and all lum- 
ber “stores’—carry items of stock that 
are well adapted for gift purposes. Here 
are a few short stories telling of holiday 
merchandising methods which the deal- 
ers quoted have found to work for them. 
Perhaps some of them could be made to 
work for you. Look ’em over. The ex- 
perience of others often is a valuable 
guide, especially along a new path. 

“Some lumbermen seem to think they 
can’t sell lumber or building materials for 


Christmas,” said Malcolm Sherrill, man- 
ager of the Southland Lumber Co., San 
Marcos, Tex., “but that is because they 
don’t go about it in the right spirit. Love 
of home and family is deeply ingrained, 
and we base our sales appeal on those 
sentiments. We don’t wait until the holi- 
days, but talk with prospects early in the 
fall, suggesting addition of a room, a den, 
or porch; or modernizing of bathroom, 
laundry, or kitchen. Where is the wife 
who would not appreciate a sewing room ; 
the girl who would not like to have a 
modern bedroom; the son who would not 








T IS GOOD sales psychology to remind the customer of things of 
which he may be in need, just at the time when, because of other pur- 


chases being made by him, he is in a “buying frame of mind” ; espe- 
cially, too, just when he is bodily present on the spot where all of these things 
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can be bought. 





In other words: The time, the place, and the mood coincide, 
with the result that an extra sale is made. 
skilled merchandisers, recognize this principle and use it daily in connection 
with their arrangement and display of goods, placards, store directories etc. 
The accompanying photograph, recently snapped by an AMERICAN LUMBER- 
MAN representative, in a warehouse alley of the Valley Lumber Co., Fresno, 
Calif., although too indistinct to permit ready reading of the various items, 
nevertheless conveys the idea of bringing to the customer’s attention “Some 
Of The Things We Sell.” In the center of this sign is a blackboard with the 
caption “SPECIALS,” which is used for chalking up bargains on items which 
it is desired to clear out, even at a reduced price. 
is lettered is of Gyplap, a product of the United States Gypsum Co. 





Department stores, and other 


The wall on which this sign 








shout with joy at having a room of his 
own where he could entertain the gang? 
By getting the attention of the prospect 
some months in advance, he can budget 
his finances so as to permit handling the 
desired job, and he does it in far more 
instances than one would imagine. 

“As the holiday season approaches we 
run special Christmas ads. One such 
shows Santa talking to a householder, and 
is captioned : 

HOME IS THE GREATEST 
GIFT OF ALL 


Make a resolution to give your family a 
home in the coming year. If you are 
already a home owner, modernization of 
the house is always an appreciated gift. 


“In this way, we attract the man who 
has some ready money which he can use 
in modernizing as a Christmas gift; and 
it sets those who haven’t the cash on hand 
to thinking about a home, and how they 
can get it during the ensuing year.” 

The Planters Lumber Co., Jackson, 
Miss., has an extensive paint and wall- 
paper department, and at the holiday sea- 
son runs several ads suggesting wallpaper 
as a Christmas gift. Said the manager : 

“We greatly increase our paint and 
wallpaper sales by running newspaper 
ads making definite suggestions. One that 
got especially good results was headed 
‘Paper Grandma’s Room for Christmas.’ 
Another suggested : ‘Give Mother the gift 
she will appreciate through the entire 
year—a room of 1936 wallpaper—wash- 
able—sunproof.’ 

“A number of patrons heeded the sug- 
gestion and bought paper for daughter’s, 
mother’s or grandma’s room. Whenever 
desired we recommended a reliable paper- 
hanger ; in other cases purchasers applied 
the paper themselves. Wallpaper is a fine 
Christmas gift, on account of its beauty 
and utility. It gives especial pleasure to 
elderly people and semi-invalids who are 
forced to remain in their rooms a great 
part of the time. We have a large wall- 
paper display room, and carry the com- 
plete line of a well-known manufacturer. 
This enables us to have a splendid show- 
ing of a wide variety of patterns at all 
times. In the fall we send out invitations 
to our patrons to visit our sample room 
and pick out paper for one or more rooms, 
to be purchased as holiday gifts. In the 
case of patrons who are well to do we 
often suggest that a number of rooms be 
redecorated in anticipation of the social 
gatherings that mark the holiday season.” 

Tom Butcher, manager of the Home 
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Lumber Co., Chula Vista, Calif., uses his 
weekly ad to call attention to paint, wall- 
paper and built-in fixtures as appreciated 
Christmas gifts. Said he: 

“We run regularly 12-inch, single-col- 
umn ads which we call ‘Home Runs.’ The 
copy is mainly institutional, designed to 
keep our name before the public, and 
consists mostly of jokes, often with local 
application. People turn to it as regularly 
as they do to the comic page in the metro- 
politan papers. Each week along with 
the squibs and bits of verse we include 
one item from our stock which we sug- 
gest as a specially good buy. All during 
the fall and early winter this item men- 
tions something that will make a suitable 
Christmas gift—a room newly painted or 
papered, a new porch, a new kitchen floor, 
built-in cabinet for the kitchen or library; 
a pergola or a screened porch. Perhaps 
in the North a lumberman would not 
suggest a screened porch for Christmas 
but down here, almost on the Mexican 
border, a screened porch is just as desir- 
able in December as in July.” 





Finish of Office Helps Sell the 
Products Used 


To show its customers how various 
styles of Nu-Wood paneling appear 
when applied on walls and ceilings the 
West Side Lumber Co., Independence, 
Iowa, used that material for finishing its 
private offices. Two photographs appear- 
ing on this page show a section each of 
the walls and ceiling. 

Also along the sidewalls of the com- 
pany’s general office are numerous small 
sample panels of this material (which is 
a product of the Wood Conversion Co.) 
with identification labels on each sample. 

The West Side Lumber Co. is operated 
by H. A. Smith and his son H. E., both 
of whom are uptodate lumber and build- 





An interior sidewall finished with Nu-Wood 
paneling, in private office of West Side 
Lumber Co., Indsnendence, lowa 
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ing material merchants, thoroughly fa- 
miliar with the goods which they offer the 
public. The company carries in stock 
complete lines of quality materials, and 
enjoys an excellent reputation for sug- 
gesting “the right stuff for the right 


place.” 
—_—_—_—_—_—o 


Finds Woodworking Tools 
Good Side-Line 


The Standard Lumber Co., Spokane, 
Wash., operates a down-town store in the 
center of the city. Because of its location 





Display of woodwork- 
ing tools in downtown 
store of Standard 
Lumber Co., Spokane, 
Wash. Woodworking 
tools make splendid 
Christmas gifts for 
hobby-minded adults, 
boys and girls 





it carries no lumber stock, but handles such 
things as paint and collateral building lines 
attractive to the down-town shopper. One 
line much emphasized is Delta woodwork- 
ing tools. While compared with planing- 
mill equpment these machines are minia- 
tures, they are far out of the toy class. R. C. 
Conley states that in addition to selling such 
machines to the numerous amateur home 
craftsmen he has disposed of many to con- 
tractors and carpenters, and to numerous 
commercial woodworking plants. They are 
fast, easily handled, accurate and lasting. 
Mr. Conley states that the machines have 
proved to be an excellent line in his mer- 
chandising set-up. 








Showing use of Nu-Wood in finishing walls 
and ceiling of the West Side Lumber Co., 
Independence, lowa 
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Located in Beet Area, Firm 
Makes Special Truck Boxes 


Early in October, trucks hauling sugar 
beets begin rolling over the roads of 
Weld County, Colo., transporting to rail- 
road sidings the big crop—and many of 
these trucks are equipped with “boxes,” 
as they are called, made by the Weller 
Lumber Co., Greeley, Colo. These boxes 
have been a profitable and growing Wel- 
ler side-line since 1932. The standard 
box is built for a 157-inch wheel-base, 
114-ton truck. The usual load is around 





5 tons, though it may run up to six tons, 


or even more. The beet-hauling season 
is short—only about a month, under nor- 
mal conditions—but during that period a 
beet truck handles an immense tonnage. 


It takes a good “box” to qualify, and 
it is on the basis of a superior product, 
plus fast service—if needed—in delivery, 
that the Weller company has built up its 
flourishing beet-box department. The 
company’s two largest customers are the 
local Chevrolet and Ford agencies, which 
do a big business jn trucks for beet 
farmers. When the Weller company 
sells direct to the car owner it protects 
the automobile dealer, charging the stand- 
ard retail price of $110 for the standard 
model. 

This standard box has outside dimen- 
sions approximately 12 feet by 7 feet by 
2 feet. Inside depths are 30 inches and 
40 inches. The lumber used is clear fir, 
1%-inch for flooring and sides. This is 
reinforced with iron. The box has a 
metal—instead of a wooden—flare. Total 
weight is approximately 1,000 pounds. 

The design is one manufactured only 
by the Weller company. It contains a 
number of special features lending 
strength, devised by a local contractor. 
The yard works under an agreement with 
this man whereby, for a standard amount, 
he manufactures the boxes in the com- 
pany’s shop. This contractor’s name ap- 
pears on the box. The company usually 
has on hand several boxes, complete, and 
within a few hours after receipt of an 
order will deliver a box with a first-class 
paint job. Red, blue, and green, are the 
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popular colors. The company uses only 
best grade of paint. 

“While most of our boxes are the 
standard size,” the correspondent was 
told, “we are ready to custom-make a 
box, fitting any specifications. A few 
weeks ago we built a box especially for 
grain hauling. It was 14 feet long and 
3% feet high. For our own coal depart- 
ment, hauling supplies from the mine, 
we use one of the beet boxes, slightly 
changed from standard specifications.” 

Because of seasonal nature of the sugar 
beet traffic the Weller Lumber Co. manu- 
factures most of its beet boxes in late 
summer and early fall. However, there 
are occasional sales at other seasons. 


Showing Customers the ‘Why’ 
and "How" of Insulation 

“How can I most effectively explain 
to my customers the uses, and methods 
of application, of insulating products?” 
is a practical question often asked by lum- 
ber and material dealers. The companies 
making the various types of insulation are 
the best sources of information on this 
subject; and any of them is glad, at all 
times, to give good advice on that sub- 
ject. In addition, AMERICAN LUMBER- 
MAN staff members on their travels keep 
their eyes open for things of this sort, 
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Demonstration of three kinds of insulation 
in display room of Beebe Lumber Co., 
Hampton, lowa 
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and recently one of them observed in the 
new display room of the Beebe Lumber 
Co., Hampton, Iowa, a visual demonstra- 
tion of insulation that looked good. A 
photograph of it appears herewith. In 
finishing its new sales room the Beebe 
company provided for this permanent 
demonstration, by leaving off a section 
of the paneling covering the walls and 
installing in that section three types of 
insulation, to show how these materials 
are applied on an actual house job. The 
insulation products used in this demon- 
stration, and shown in the photograph, 
are Balsam-Wool, Rock Wool, and U. S. 
Gypsum. 


Yard Tells Slogan of 
Four Short Words 


Back in 1930 the Independent Lumber 
& Fuel Co., located at 4107 Sprague Ave- 
nue, Spokane, Wash., adopted for its slogan, 
“The Poor Man’s Yard.” So satisfactory 
has it proved that copyright has been 
applied for. E. L. Johnson, manager, has 
striven to make this slogan a living symbol 
of service and friendly advice to the small 
home owner and others who can not afford 
to pay top prices for top grades. 

The company stocks all varieties of cheap 
specials as well as the better grades of ma- 
terials. A practice is made of furnishing 
plans for low-cost homes. Photographs of 





Unusual Material Forms Walls of New Lumber Shed 


It was thirty-two years ago that Albert 
Konovsky came to the little town of De- 
Motte, Ind., when it was still surrounded 
by swamps. He had no thought of the 
lumber business, but started in other mer- 
chandising that eventually developed into a 
meat market. After the marshes were 
drained he entered the lumber business in a 
small way. Next, he added grain. And 
when last spring the town was visited by a 
devastating fire, his lumber yard had spread 
over a couple of blocks, and his elevator 
towered into the air. Old things were wiped 
out, and the new came in to make the little 
town of not more than 700 souls shine like 
the morning sun. A visit there makes one 
wonder why there can’t be more modern 
villages like this. Why wait for a fire? 
Now people drive for many miles to trade 
in this most modern of country towns whose 
business enterprises rival or even eclipse 





those of the county seats, in real modern 
setup. 

Let’s have a look at the lumber office. 
Manager Paul Black, thirteen years in the 
employ of Mr. Konovsky, and the latter 
gentleman himself, both made excuses for it 


as when the accompanying picture was 
taken it was still unfinished. Under this 
office is a basement where some of the 


smaller items of merchandise are kept in 
reserve, while in the office room they are 
displayed. This building is of brick; but 
when it came to construction for the work- 
shop and the walls of the big stucco-faced 
building in part of which the molding, 
roofing, wallboard and other such lines are 
kept, conduit blocks were used. These are 
36 inches long and 9 inches square. They are 
the same that are used for carrying elec- 
trical systems underground in cable form. 
Besides being fireproof they afford a degree 
of insulation. After 
the available supply of 
conduit ran out, Mr. 
Konovsky used regu- 





lar hollow tile from 
stock. The conduit 
LEFT 


Note use of sections 

of conduit in con- 

struction of walls of 
Konovsky shed 





RIGHT 
Mr. Konovsky (with 
hat) and Mr. Black in 
front of unfinished 
office building 


sections used were seconds. First-grade 
would be too expensive, and for building 
purposes the “seconds” serve just as well. 
Mr. Konovsky’s workshop, made from the 
conduits, is 30 feet wide and 50 feet long. 
Gable ends are of sheet metal, and so is the 
roof. The floor is entirely of concrete, and 
on this stands equipment of the most modern 
design. 

Before the fire the business men and 
others burned their rubbish in any old way. 
“We are quite sure that rubbish burning 
started the whole thing,” said Mr. Black. 
As a safety measure, Mr. Black went around 
offering steel barrels for use as incinerators, 
and found ready takers. 
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such homes are often shown in local news- 
paper advertisements. 

Mr. Johnson states that his concern is 
often enabled to save a- patron of limited 
means 25 to 30 percent on his purchases. 
For such buildings as garages, barns, 
chicken coops, outbuildings, etc., the com- 
pany considers third or fourth grade lumber 
good enough, and does not attempt to push 
the higher-priced materials. 

Although patronized by ranchers, farm- 
ers and small home owners, who often come 
for long distances to buy at their favorite 
lumber yard, the Independent Lumber & 
Fuel Co. has not lost any of its wealthier 
patrons by catering to the “poor man.” The 
company has found that the depression 
instilled thrift in the average American, 
regardless of size of his bank account. 

Since economic conditions affecting the 
sale of lumber and building supplies have 
changed so greatly after adopting his well- 
known slogan Mr. Johnson is unable to 
estimate exactly how much the slogan has 
aided his business. However, the company 
would not trade its expected copyright of 
“The Poor Man’s Yard” for a carload of 
first-grade lumber or its cash equivalent. 





Dealer "More Completely Sold 
Than Ever" on Wolman- 
ized Lumber 


New Kewnsincton, Pa., Oct. 5.—As 
a result of a recent experience, the Arnold 
Lumber Co., of this city, which has been 
promoting the sale and use in this section 
of Wolmanized lumber, is more definitely 
sold on the desirable qualities of this ma- 
terial than ever before. Discussing this 
question with a representative of the 








AMERICAN LUMBERMAN, S. W. Wenger, 
of the Arnold Lumber Co., said: 
About a year ago we purchased from the 


Crossett Lumber Co., at Crossett, Ark., a sup- 
ply of 2x12 Wolmanized No. 1 yellow pine for 


use as outside step strings. We have sold prac- 
tically all of our stock of this material and find 
it is giving perfect satisfaction. 

Some time ago, a representative of a termite 
exterminating company reported that the 
strings in a set of steps which we had furnished 
were infested with termites. We immediately 
reported the matter to the Southern Pine As- 
sociation, which contacted all the producers of 
Wolmanized lumber. Their representative called 
on us, and we went into the matter thoroughly. 

pon examination we found that the steps re- 
ferred to were in another part of the building 
and constructed with untreated yellow pine. We 
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could find no trace of termites in the Wolman- 
ized lumber. 

This incident has sold us more completely 
than ever on the merits of Wolmanized lumber, 
and we do not hesitate to recommend it to our 
customers. 


Asbestos Shingles Cover Sides 
of New Lumber Shed 


BLooMINGTON, INpb., Oct. 5.—The 
Davis-Colglazier Lumber Co. has recently 
finished up a new yard at the edge of 
the city, and near an arterial highway. 
‘Byron R. Colglazier states that while 
there are advantages in a down-town lo- 
cation he expects to cater to farm trade, 
and after careful consideration decided 








New office and ware- 
house building of 
Davis-Colglazier Lum- 
ber Co., Blooming- 
ton, Ind., is located 
at the city's edge 





that the suburban location had greater 
advantages. Naturally, he sells to all 
kinds of trade, but desired to put the 
country customers and their needs at the 
top of the list. The office and warehouse 
occupy a building sided with asbestos 
shingles ; and the lumber warehouse is of 
the umbrella type; that enduring style 





Alley in new shed of 
the Davis-Colglazier 
Lumber Co., which is 
of the "old reliable 
umbrella type" 





which has proven useful and popular ever 
since lumber first began to be sheltered. 

While the yard has been handling sales 
for some time, the office and sales rooms 
were finished only last month. To cele- 
brate this event, Mr. Colglazier held an 
opening on Sept. 19, which was adver- 
tised extensively, and a number of at- 
tendance prizes were given. Getting a 
crowd of people to a new yard always 
gives it a starting momentum; hundreds 
of people attended; Mr. Colglazier made 
many sales, and gathered a valuable pros- 
pect list. 

—_e_ 

MorE THAN a million persons work directly 

for the railroads in the United States. 
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When Cashing Checks Watch 
These Points, Also 


This is the second part of a brief arti- 
cle on the gentle art of cashing checks for 
customers or the public (risky procedure 
at best!) with minimum chance of loss. 
Most of us would like to avoid it alto- 
gether, but that is hardly possible; so, 
watch your step, along the lines set forth 
in the earlier instalment (page 25, Sept. 
26 issue), and as follows: 

In what may be termed amateur for- 
geries, the similarities between handwrit- 
ing of the check proper and that of the 
endorsement are readily apparent on ob- 
servation. An interlocutory test is to ask 


» , ae ee 





the customer for his telephone number, 
and carefully note how readily it is given. 
Another test consists in feigning inability 
to decipher a signature, and to spell it to 
the customer (rather, misspell it) and 
note his reaction. If he lets the misspell- 
ing pass, it of course confirms your sus- 
picion that all is not right. 

Impersonation is basis of a very com- 
mon check game. A man in greasy over- 
alls, to all appearances a railroad man, 
breezes in with a payroll check—about the 
time such checks are in circulation. The 
check may be a forgery, and the imper- 
sonation a clever piece of acting. 

Another stunt consists in approaching 
the victim in a familiar manner, ““How are 
you, Mr. Street! You certainly are look- 
ing well. Will you help me out on this 
check?” Mr. Street may be the cautious 
treasurer of a concern, but before the per- 
suasive appearance and familiar manner 
of the check artist he concludes that he is 
someone whom he should remember, but 
does not; so, mechanically, he O.K.’s the 
check. 

These are only two of many examples 
of check games, worked out to fool the 
merchant. There are many others, with 
bright new ones appearing all the time. 

Scrutiny which increases in intensity as 
amount of check increases, or the person 
presenting it is less known, is scientific. 
Chances can be taken on small checks 
which would be unthinkable with larger 
ones. Many stores set a limit on the 
amount of checks which sales people or 
cashiers are permitted to accept. The 
larger ones are referred to the office, 
which in turn, may get in touch with the 
local credit bureau. 

There are many States now in which 
passing a short check is presumed to 
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be done with knowledge of insufficient 
funds and with intent to defraud. In 
many States the maker of a check is given 
a certain number of days within which 
to make it good. 

A post-dated check is commonly re- 
garded as simply a promise to pay at a 
future date, and is usually considered 
outside the scope of “bad check” laws. 
Also, checks given in payment for debts 
which already exist have been interpreted 
to be no violation of bad check statutes. 

The routine of every business concern, 
for handling checks, should be such as to 
reveal those that are bad, or short, at 
the earliest possible date. 


Smooth "Con" Man “Works 
Dealers—Watch Out! 


INDIANAPOLIS, INpD., Oct. 5.—From R. W. 
Slagle, secretary of the Indiana Lumber & 
Builders Supply Association, comes a warning 
regarding a “slicker” who has been operating 
in Indiana. This racket consists of passing bad 
checks signed by G. R. Brown. He orders a 
small amount of material from a dealer, usually 
amounting to $5 or $6, and asks that it be de- 
livered to a certain place, and to send change 
for $20. When the delivery arrives, the man 
meets the driver and gives him a check for $20, 
signed by G. R, Brown. If the unsuspecting 
driver accepts the check and gives him the 
change, the “slicker” immediately disappears, 
does not use the material, and the check bounces 
back. It is believed that this man is working 
his way westward. The racket is similar to 
many that have been used in past years, but 
this operator is so smooth that unless a dealer 
is on his guard he may be taken in. 








To Build Unit for Veterans 


Otympia, WaSsH., Oct. 3—The general con- 
struction contract for a combination assembly 
hall, dining room, kitchen and office for the 
Veterans’ Home at Retsil, Wash., was awarded 
to the Macdonald Building Co., of Tacoma, 
Monday, by Olaf Olson, State director of 
finance, on a low bid of $139,426. The struc- 
ture will be a new unit of the State institution. 
The Macdonald Building Co. is operated by 
L. B. Macdonald, manager of the Builders 
Lumber & Millwork Co., of Tacoma. 





Aluminum Paint Adds Beauty to 
Yard Buildings 


_ Paott, OxKta., Oct. 5. — Extensive 
improvements to the local yard of Carey, 
Lombard, Young & Co. have been com- 
pleted, the program of betterment includ- 
ing repairing of all buildings and fences, 
new roofs where needed, and repainting 
throughout. New beauty and durability 
have been given to the buildings by gen- 
eral use of aluminum paint, with black 
house paint for the trimmings; a color 
scheme, both of body paint and trim, that 
has been standardized by Carey, Lombard, 
Young & Co. for all of their extensive line 
of yards, or “lumber stores” as they are 
preferably called. R. E. Church, man- 
ager of the local yard, and the people of 
the community are equally pleased with 
the handsome appearance which the yard 
now presents. Improvements of this sort 


are especially significant when made by 
big lineyard concerns such as Carey, Lom- 
bard, Young & Co., because they indicate 
that the shrewd minds that direct such 
concerns recognize the benefits of improv- 
ing and beautifying their own properties, 
through timely repairs and repainting, as 
well as advising others to do so. 





Good Paint Business Follows in 
the Wake of Drouth- 
Breaking Rains 


Recent rains throughout much of the 
former “drouth territory” not only stim- 
ulated late crops, and put the soil in con- 
dition for sowing winter wheat, but also 
have proved a strong stimulus to the 
sale of paint. In other words, drouth con- 
ditions—apart from the direct financial 
loss so caused—leave the wood of 
houses, barns and other buildings so dry, 
and the pores so filled with dust, that the 
absorption of paint is excessive, and its 
application difficult. Therefore, when good 
rains have thoroughly washed off the 
wood surface, and restored the proper 





moisture content, deferred painting needs 
are attended to with satisfactory results. 
At least, this expresses the experience of 
a number of yard managers who, while 
not claiming to be technical experts on 
paint, do know how their customers feel 
and react. 


For instance, W. O. Simpson, manager 
Factory Lumber Co., Wichita Falls, Tex., 
recently said: “The real painting season 
will start as soon as the wood of homes 
dries. People have been afraid of paint- 
ing because of the dust and dry wood. 
The paint sales should be better this year 
because of the general business pickup.” 


Another typical expression is by Wil- 
liam Ruggles, manager North Side Lum- 
ber & Building Co., also of Wichita Falls: 
“Of course we are all optimistic about the 
business outlook. It’s been so dry, and 
there has been so much dust in the air, 
that people have put off painting, but with 
the rains—watch people start fixing up 
their homes,” 

Also, C. D. Shamburger, president C. 
D. Shamburger Lumber Co. (Inc.) with 
headquarters in the same city, is quoted 
thus: “Following the rains is the best 
time of the year to paint, and I look for a 
big painting season during the next sixty 
days.” 
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Fall Months Are Good Time to 
Push Roofing 


Fall is a good time to push sale of 
roofing, and Ed. Steves & Son (Inc.), 
pioneer lumber firm of San Antonio, 
Tex:, has effectively spotlighted this line. 
Directly opposite the front of its office is 
a big sign, “Roof with Genuine Ruberoid 
Shingles or Roll Roofing.” There is a 
slanting roof over the sign showing five 
kinds of roofing. But what attracts the 
most attention to the sign are the Ruber- 
oid Twins, seven feet high, which stand 
guard at either side of the signboard. 

“We push roofing extensively in the 
fall,” said Albert Steves III, president of 
the company, “for though down here in 
southern Texas we are not much both- 
ered by cold weather, the winter and 
early spring rains are severe, and we 
urge everyone to repair, or entirely re- 
roof his residence or place of business. 
We keep a record of all roofing sold, and 
know about when to suggest to a patron 
that he give attention to his roof. We 
take the matter up personally with each, 
and at the same time go after the busi- 





Combination of bill- 
board and sample 
display which helps 
sell roofing for Ed. 
Steves & Son, San 
Antonio, Tex. 





ness of those who have not previously 
been our roofing patrons by ads in the 
newspapers, and, in the case of charge 
customers, with literature regarding our 
roofing.” 





Celebrates 33rd Anniversary 


Devano, Minn., Oct. 5.—The Lundsten Lum- 
ber Co., of Delano and Maple Plain, celebrated 
its 33rd anniversary in the lumber business by 
holding a big family party for five hundred of 
its friends, at Lake Independence, on Sept. 18. 
Several manufacturers showed films and handed 
out advertising material and souvenirs to the 
guests. Ice cream cones were served to the 
youngsters, and ice cream, cake and coffee to 
the grown-ups. This party certainly received 
a hearty response from all the friends of the 
Lundsten Lumber Co. and the guests were well 
repaid for their attendance. O. W. Lundsten, 
the senior member of the company, gave a very 
interesting and clever talk, preceding the show- 
ing of the movies. C. N. Lundsten was mas- 
ter of ceremonies. Secretary Ormie C. Lance, 
of the Northwestern Lumbermen’s Association, 
gave a short message. 

—_————_—eoe 


Sells Big Stockyard Bill 


Pine Biurr, Ark., Oct. 5—The J. M. Dial 
Lumber Yard has been awarded a contract for 
supplying lumber to be used in construction of 
the livestock concentration yard here by C. I. 
Stafford & Sons, at a cost of $40,000. The first 
order under the contract calls for more than 
250,000 feet of lumber. 
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Re-equipped Frost Units Are 
Put Into Full Production 


Sureveport, La., Oct. 5.—The mill at Spring- 
hill, La., recently acquired by Frost Lumber 
Industries (Inc.), of this city, after undergoing 
a thorough overhauling, began operations on 
Oct. 1. This operation was formerly owned by 
William Buchanan, of Texarkana, and the Frost 
interests bought the sawmill and the entire 
townsite. The sawmill has been rebuilt and 
re-arranged, and new machinery installed. 
Modern cross-circulation dry kilns of the latest 
type are being installed; all the sheds, trams, 
etc., were torn down and built new from the 
ground up. A modern band mill was installed, 
to replace the old circular mill; and officials of 
Frost Lumber Industries report that this now is 
one of the most modern mills in this part of the 
country so far as equipment and handling facil- 
ities are concerned. This plant, which is located 
on the Louisiana & Arkansas Railway, right on 
the Arkansas and Louisiana State line, will pro- 
duce soft-textured, shortleaf, yellow pine from 
southern Arkansas, and also will operate a tract 
of hardwood and cypress timber owned by the 
company, located in north Louisiana and avail- 
able to this mill. 

In addition to this new operation, Frost Lum- 
ber Industries (Inc.) also now has in operation 
the plant at Pine Bluff, Ark., which it formerly 
operated but which was closed down during the 
depression. This plant now is going in full 
blast. 

The addition of these two plants give Frost 
Lumber Industries (Inc.) a considerably larger 
production, putting the company in position to 
continue and improve the prompt and efficient 
service to the trade for which it has been 
noted. 


Reports Profit for Half Year 


Kansas City, Mo., Oct. 6.—The semi-annual 
report of the Dierks Lumber & Coal Co., re- 
leased today, showed a net income for the first 
six months of 1936 of $207,731. Net before de- 
pletion, depreciation, interest charges, reserves 
and profits on disposition of capital assets 
amounted to $865,904. Timber and timberlands 
(book value), less depletion was valued at 
$7,308,794. Timber and land under purchase 
contract, (at cost) less depletion, was listed at 
$1,948,328. Plants, railroads and equipment 
were valued at $3,318,387. 


Builds Mill Designed for Use 
Out West 


SHREVEPoRT, La., Oct. 5.—The Cunningham 
Machinery Corp., of this city, has developed a 
semi-portable mill for use “out West where men 
are men and Paul Bunyan rules the bull ses- 
sions.” “The Westerner,” the first and second 
of which were delivered to the George E. Breece 
Lumber Co., Alamogordo, N. M., is designed for 
handling large logs and for cutting long tim- 
bers. The blocks open 48 inches from the 
saw, Carriage is 16 feet long with a trailer hav- 
ing automatic coupling. 

The blocks have split knees with boss dogs 
mounted inside of the knees, renewable and ad- 
justable plates on base and face of knees, with 
bottom tooth dropped down below the bases so 
the teeth will hold everything from the largest 
log to the smallest pole. Double-acting set- 
works with an 18-inch steel ratchet wheel, grad- 
uated quadrant for setting full or scant, is a 
big precision feature of the carriage. On the 
side of the bases are found noses—to offer pro- 
tection against logs dropping down, and to 
furnish extra strength along with the cast iron 
spreaders on the inside of the bases. It is pos- 
sible to make it a one-man carriage by connect- 
ing up all the three dogs which are handled by 
the block setter—the two back dogs operating 
independently of the front one. 

Any type feed can be furnished. Top saw 
rigs are used when the timber is extra large— 
being specified on the last two installations. 
Where steam is used a Cunningham 6% inch 
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shot-gun steam feed is recommended, as it not 
only increases production but saves money on 
repairs, and gives a smoothness of operation 
not offered by any other type of feed. 

The third “Westerner” is now under con- 
struction and will soon be delivered to the Big 
Chief Lumber Co., Grants, N. M 





Western Cedar Plant Resumes 


RIDGEFIELD, WASH., Oct. 3—Work has been 
resumed at the large plant operated here by the 
Bratlie Brothers’ Mill Co., a cedar products 
manufacturing concern. The plant was closed 
down several weeks ago on account of a drop in 
the wholesale price of shingles. The plant cuts 
shingles, siding and lath for both domestic and 
export trade, and operates a large planer de- 
partment and dry kiln in connection. It will 
continue to operate as long as market conditions 
continue favorable, the management announced. 
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To Seek Enlarged Domestic Sale 
of Port Orford Cedar 


PorTLAND, OreE., Oct. 3.—An enlarged mar- 
ket for Port Orford cedar is being sought by 
the Portland Chamber of Commerce on behalf 
of the cedar industry in Oregon. Help of the 
Chamber’s affiliates has been solicited. Efforts 
of the Chamber of Commerce will be directed 
toward domestic markets, entirely as a means 
of increasing the milling of cedar in the State. 
The largest market for Port Orford cedar is 
in Japan, but the Japanese take logs almost 
exclusively. The Chamber and milling inter- 
ests hope to retain more of the manufacturing 
in the State. The Port Orford cedar stand 
amounts to only about 1,000,000,000 board feet, 
and is mostly in Curry and Coos counties in 
Oregon. The Japanese bought about 75,000,000 


board feet of cedar logs last year. 
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Dealers Interested in Sound 
Building Campaign 


New Orveans, La., Oct. 5.—Much interest 
has been shown by retail lumber dealers 
throughout the eastern half of the United States 
in the campaigns in Houston and Dallas, Texas, 
by lumber dealers of those two cities and the 
Southern Pine Association to promote better 
construction methods and the use of correctly 
manufactured, graded and seasoned lumber in 
home building. One purpose of the movement 
is to prevent a recurrence of “jerry-building” 
which in past years has been given impetus by 
an increased demand for housing and resulted 
in dissatisfaction, disappointment and financial 
losses to its victims. 

Houston and, Dallas, being close to regions 
that produce considerable lumber, receive a lot 
ot imperfectly manufactured, unseasoned lum- 
ber, and loosely graded material, The dealers 
in the two cities in co-operation with the South- 
err Pine Association are conducting an adver- 
tising campaign in local newspapers, making 
personal contacts, talking to architects, contrac- 
tors and home building financing agencies, and 
making radio addresses in an effort to show 
home builders the importance of observing cor- 
rect construction methods. Dealers in the two 
cities offer a complete building service to their 
residents, including the services of a qualified 
lumber expert furnished by the association. 





To Contest Labor Board's 
Back-Pay Order 


ABERDEEN, Wasu., Oct. 3.—The decision of 
the National Labor Relations Board at Wash- 
ington, D. C., ordering the Carlisle Lumber 
Co., of Onalaska, Wash., to pay employes an 
amount equal to what they would have earned 
from July 29, 1935, to the date an offer of re- 
instatement of striking employes was made, is 
not the conclusive step in the case, according 
to T. B. Bruener, of Grays Harbor, who rep- 
resented the Carlisle company. He said that the 
Board is not a final authority and can not 
enforce its order; that complaining employes 
could only ask the circuit court of appeals to 
compel the company to accede to the order; 
that the decision is not binding and is 
not self-executing. He charged that the 
Board ignored court decisions in other cases 
that normally would be considered as prece- 
dents on which to base its decision, and that 
there was nothing for the lumber company 
to do until the Labor Board takes the case 
to court. 





Improves Manufacturing Facili- 
ties; Electrifies Plant 


Drpott, Tex., Oct. 5.—In pursuance of its 
policy of keeping its manufacturing facilities 
completely up to date, thus assuring its patrons 
the highest quality of lumber and forest prod- 
ucts, the Southern Pine Lumber Co. is making 
extensive improvements in its plant here. The 
company recently purchased the power plant of 
the Roane Iron & Coal Co. at Rockwood, Tenn. 
This plant now is being dismantled and will be 
shipped to Diboll for installation here. Discuss- 
ing the improvements contemplated and under 
way, H. G. Temple, vice president and general 
manager of the company, said: 

“Our plans are to install a 1,500 k.w. turbine; 
also, as a standby, a 750 k.w. turbine, and to 
motorize our planing mill and box factory.” 

The company also is rebuilding its mill No. 1 
at Diboll, in which will be installed new band 
mills, new carriages and new edgers. This mill 
will be driven by a steam turbine, equipped with 
mechanical drive, which has just been purchased 
by the company at Charlestown, W. Va. 

Thrall & Shea, contractors of Lake Charles, 
La., who have built or remodeled a number of 
the large lumber manufacturing operations in 
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Louisiana, Arkansas and Texas, have charge of 
the work at Diboll. 

The Southern Pine Lumber Co. is a large 
manufacturer of yellow pine and hardwoods, 


_with mills at Diboll, Pineland and Hemphill, 


Tex., and general sales offices at Texarkana, 
Tex. The company, with an annual capacity at 
its own mills of 200,000,000 feet, is a large ship- 
per of mixed cars of yellow pine and hardwoods, 
including the well known and popular “Su- 
preme” brand of oak flooring. Other items it 
supplies to the trade include end matched pine, 
kiln dried timbers, Wolmanized lumber, creo- 
soted items, box shooks, hardwood dimension, 
fence posts, pickets and lath. 





"Flying Lumberman" Helps Get 
Landing Field for City 


SAN Francisco, CAuir., Oct. 3.—George W. 
Gorman, San Francisco lumber wholesaler, for- 
merly sales manager of the Hammond Lumber 
Co., this city, recently took on additional 
responsibilities when he became manager of the 
Trans-Pacific Lumber Co., Port Orford, Ore. 
Running a sawmill plant in Port Orford and 
a wholesale office in San Francisco means a 
lot of traveling back and forth between the 
two cities. Mr. Gorman, who has been called 
the “Flying Lumberman,” is an enthusiastic 








"The Flying Lumberman,"” George W. Gorman, of 
San Francisco and Port Orford, snapped at the 
controls of his monoplane 


aviator, flying his own plane, but because there 
is no airport at Port Orford he has had to 
spend long weary hours driving between his 
two offices. With the aid of one or two other 
air-minded citizens, however, he has succeeded 
in interesting the community of Port Orford 
in the construction of an airport, and with the 
aid of Mr. Gorman and others it is expected 
a landing field will be provided within the 
near future. 

The Trans-Pacific Lumber Co.’s sawmill has 
a daily capacity of 125,000 feet. A number of 
improvements are being made at the mill to 
facilitate shipping and storage of lumber. The 
plant cuts Douglas fir and Port Orford cedar. 





Redwood Consolidation Short- 
ens Its Title 


San Francisco, Carir., Oct. 3.—Effective 
September 24, the name Hammond & Little 
River Redwood Co. (Ltd.) was shortened to 
Hammond Redwood Co., according to an an- 
nouncement of executives of the company. It 
is pointed out that the lengthy name of the past 
five years was used following consolidation of 
the Hammond Lumber Co. redwood interests 
with those of the Little River Redwood Co. in 
1931. It is stated that the change was made in 
the interest of brevity, simplicity and conveni- 
ence, and has no other significance. The same 
stock interest and management continue. The 
Hammond Redwood Co. has its general offices 
at 417 Montgomery Street, San Francisco. 
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New Orleans Retailers Protest 


Sales Tax 


New Orteans, La., Oct. 5.—Retail lumber 
dealers and dealers in building materials located 
in New Orleans have filed a protest and a peti- 
tion with the mayor, asking for a suspension, 
until Jan. 1 next, of the sales tax as applied on 
lumber and building materials sold at retail that 
became effective Oct. 1. 

On that date a sales tax of 2 percent on re- 
tail sales, with certain exceptions, became effec- 
tive throughout the State. On the same date, 
a city sales tax, also of 2 percent, became effec- 
tive in New Orleans, making a 4 percent tax 
on retail sales in the city. Just across the Mis- 
sissippi river is the city of Gretna, the town of 
Marero and several other places within easy 
trucking distance of New Orleans. Adjoining 
New Orleans on the north is Metairie, and a 
few miles beyond, the city of Kenner; a little 
further is La Place, while below the city, and 
with the same boundary line, is the Parish of 
St. Bernard. These places are subject only to 
the State tax, thus having a 2 percent advan- 
tage, which is quite an item. 





Battery Plant Compromises 


Hoguram, WasuH., Oct. 3.—The Dalen bat- 
tery separator plant here has resumed opera- 
tions, following a strike that closed the factory 
on Labor Day. The employees returned to 
work under a compromise agreement, by which 
wages will be 55 cents an hour and up for men, 
45 cents for women, and 50 cents for boys under 
21. Wages asked by the workers were 55 
cents an hour for men, and 50 cents for women. 





Broadcast Story of Lumber's 
Low-Cost Housing 


Wasuincton, D. C., Oct. 5.— Preliminary 
to the formal opening of the lumber industry’s 
demonstration houses at Bethesda, Md., on 
Monday, Sept. 28, a nation-wide broadcast over 
the Blue Network of NBC, on Friday, Sept. 
25, acquainted the public with the purposes of 
the low-cost building experiment. The broad- 
cast, originating in Washington, consisted of 
a discussion between Wilson Compton, secre- 
tary-manager of the National Lumber Manu- 
facturers’ Association, which had the Bethesda 
project in charge, and L. R. Gignilliat, Jr., 
deputy. administrator of the Federal Housing 
Administration, the subject of which was low- 
cost housing in general, and the Bethesda ex- 
periment in particular. In the course of this 
discussion it was made clear that these low- 
cost lumber-built homes are not “jerry-built” 
structures, and that they have all the usual 
conveniences of modern homes, are panered 
throughout except for the wood-paneled dining 
alcoves, and have basements and _ heating 
plants. The price of $3,520 to $3,980 included 
lot and permitted a small profit to the con- 
tractor. Onlv first class materials were used. 

Secretary Compton told how the work was 
carried out in exactly the same way that a pri- 
vate builder would have to do it, a contractor 
hired, who used local materials and local labor, 
and added that before the houses were com- 
pleted, the contractor had received 333 applica- 
tions from prospective buyers. The homes 
were sold under the FHA insured mortgage 
plan. This plan was explained briefly by Mr. 
Gignilliat, showing how the family in the aver- 
age income class can, without undue sacrifice, 
purchase a well-built and suitable home. The 
broadcast ended with the statement that a 
pamphlet, explaining in detail all the steps in 
the development of the Bethesda project. may 
be had by writing the National Lumber Manu- 
facturers’ Association, at Washington, D. C., 
and all details of the FHA insured mortgage 
plan may be obtained from the Radio Section, 
Federal Housing Administration, Washington. 
(A description and pictures of the Bethesda 
project under construction appeared in the 
AMERICAN LUMBERMAN of Aug. 15.) 
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Los Angeles Yard to Distribute 
10 Million Feet a Month 


Los ANGELES, CALIF., Oct. 3.—The new dis- 
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pers of southern red oak are able to get a com- 
bined water and rail rate to ports that is very 
much less than the rate on oak shipped from 
northern producing points to ports on the At- 
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Negotiating for Lower Prices 


on Indian Stumpage 
HoguiaM, WaSH., Oct. 3.—The Ozette Rail- 
































| ; . lantic seaboard. Shippers of northern oak feel : : . . 
r tributing yard of the Coos Bay Lumber Co. at hat in all fai 7 te hould 1 way Co., a Polson Logging Company operation, 
d 7 ; that in all fairness there should be not only an > ; ore 
Berth 129, West Basin, in the harbor here, h lizati f a wl 1 is now engaged in the final phases of its long 
# ’ ; approach to equalization of oak with poplar iol tow te se te a Maes 
1, started operations Sept. 29. The improvements ocean rates, but also a reduction in the rail — or lower agg otangalipe dy vse 1 
n extend over a 10-acre site, and were completed charges from northern mills to Atlantic ports. emg gy gg na ccretary ae one — 
t at a cost of $60,000. The yard has 400 feet of No actual effort has yet been made to bring Ickes late in a sylln + ntatrngad cee Oo 
waterfront, and of this 300 feet is straight-line the claims of the shippers before the rate-mak- the company's i r agreement, according to 
a dock, while the remaining 100 feet is stepped jing authorities, but a strong sentiment in sup- vices received rere. “ ’ es 
“i back. The runways are surfaced with asphal- port of such a step is declared to prevail. _The next step, it was explained, will be indi- 
a tic concrete, and the entire yard floor is covered ee vidual contracts with each of the Indian allottees 
“s with decomposed granite. ‘The plant, for the upon whose lands the Polson company will log. 
a present, will be devoted entirely to wholesaling. Street Dance Celebrates N. O. Nicholson, agency superintendent, ex- 
: No milling is under immediate contemplation, ° * plained that the general contract is merely an 
of The company’s steamer Lumberman was the a Opening of New Mill “authorization for individual contracts.” 
~ first ship to dock on the opening day. She un- _EATonvILLe, WaASH., Oct. 3.—This commu- New prices under the revised agreement are 
wd loaded 300,000 board feet of lumber from the nity was so elated over the reopening of the $3.25 a thousand board feed for spruce and fir, 
. Coos Bay (Ore.) plant of the concern, and will Eatonville Lumber Co. s new sawmill this week $3 for cedar and white pine, and $1 for hem- 
le make regular voyages, together with other that it celebrated with a free street dance given lock and white fir. These will be effective over 
1 ships, bringing an expected total of 10,000,000 by the business men of the town. Preliminary some 600,000,000 feet of timber standing on 
AE feet each month. to the dance was a mock trial, in which J. H. 14,420 acres of the Quinault reservation. 
Galbraith, manager of the mill, was tried on a Another stipulation in the new contract is 
: : ; - 
charge of putting men to work. Co-defendant that the Polson railway line must be operated 
oil Seek Lower Ocean Rates with him was Oscar Barnhart, head millwright. as a common carrier, and that the timber must 
3ALTIMORE, Mp., Oct. 5.—Current steamship The new plant of the Eatonville Lumber Com- be logged in some selective manner to be deter- 
tariffs on lumber to United Kingdom ports have pany was built to replace one destroyed by fire mined by the Indian Service. The Taholah 
three months to run, and the North Atlantic four years ago. agency here is now arranging for Indian allot- 
transportation lines are. already throwing out tees to sign individual contracts with the Pol- 
it- hints that, in their opinion, rates should be Awarded Postoffice Contract son company. 
a- advanced. There is a prospect that an effort r w 0 C f 
ry will be made to raise the rates, which, in the ACOMA, WASH., Oct. 3.—Contract for con- ae EF 
to opinion of the exporters, especially of hard- struction of a new Federal and postoffice build- Shows Kilns; Lists Users 
ch woods, are already too high, not only as against ing at Bremerton, Wash., to cost $84,000, has JACKSONVILLE, FLa., Oct. 5.—The most recent 
mn, the rates from Gulf ports, but also as applied been awarded to the Builders Lumber & Mill- issue of Moore Facts, the interesting publication 
er : to oak planks as against high grade poplar work Co., of this city, it was announced here of the Moore Dry Kiln Co., included a list of 
55 which is used for panels and other fine work. this week by L. B. Macdonald, president of the representative manufacturers in the lumber, 
n. The difference between the rates on oak concern. Construction is to start immediately. woodworking and veneer industries using over 
planks and those on wide poplar amounts to About eight months will be required for com- 1,000 Moore cross-circulation fan kilns. Another 
$6.50 or $7 per 1,000 feet, although high grade _ pletion of the contract. The contract is one of interesting feature of this issue of Moore Facts 
) / poplar brings $125 in foreign markets, while several on Federal projects awarded to the Ta- was the reproduction of photographs showing a 
| oak plank, laid down in United Kingdom ports, coma concern in recent months, the others being large number of outstanding Moore kiln instal- 
sell for only around $70. Moreover, the ship- on jobs at Fort Lewis and Grand Coulee. lations in all parts of the country. 
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National Chamber’s Studies Show-- 


Efficient Merchandisers Need Not Fear 
Co-operative Competition -- IF Fair 


Wasurncton, D. C., Oct. 6—Opposition to 
Government sanction and subsidy of the con- 
sumer’s co-operative purchasing plan developed 
on two fronts in the Capital this week. 

On the one hand, the United States Chamber 
of Commerce took sharp issue with the practice 
of Federal agencies extending active co-opera- 
tion to these enterprises, contending that they 
“should be required to progress on the basis of 
their own merits.” 

At the same time, it was authoritatively re- 
ported that a movement is under way, spon- 
sored by a group of the most prominent retail 
trade associations of the country, to petition the 
White House to desist from any activity de- 
signed to give Governmental assistance to con- 
sumers’ co-operative organizations. 

Fifteen national retail associations, under the 
leadership of the National Retail Hardware As- 
sociation, have been asked to join hands in an 
effort to halt the spread of the consumers’ co- 
operative movement under Government sanc- 
tion. Within the next few weeks, it is reliably 
understood, individual petitions will go forward 
to the President from each of these trade 
groups. 

Taking a leading part in this action is the 
Retailers’ National Council, a federation of 
twelve national retail associations said to have 
a combined membership of 200,000 retail mer- 
chants employing 1,500,000 people, and having 
aggregate annual sales exceeding $10,000,000,- 
000. The organizations asked to participate in 
the petition to the President include the follow- 


ing: 
National Retail Dry Goods Association; 
American National Jewelers’ Association; 


Limited Price Variety Stores Association; 
National Council of Shoe Retailers; National 
Association of Retail Clothiers and Furnish- 
ers; National Shoe Retailers’ Association; Na- 
tional Retail Furniture Association; National 
Association Retail Druggists; National Asso- 
ciation Retail Grocers; Mail Order Associa- 
tion of America; Food and Grocery Chain 
Stores of America; National Federation of 
Implement Dealers’ Associations; National 
Retail Coal Merchants’ Association; National 
Automobile Dealers’ Association; National 
Lumber Dealers’ Association, 


Business Willing to Demonstrate Efficiency 


Making public a report by the distribution 
committee of the Chamber of Commerce, Presi- 
dent Harper Sibley stated the position of the 
group as follows: 


1. Opportunity for development of all 
legitimate forms of business’ enterprise 
should be left open to all individuals—each 
form succeeding or failing in accordance with 
its own merits. Without such opportunity, 
progress can not be made in making avail- 
able to the public the benefits arising from 
the efficiency of American methods of doing 
business. 


2. The committee is of the opinion that 
it is improper for Governmental agencies to 
extend preferential treatment, by means of 
tax exemption, financing, or other aid, to 
consumers’ co-operative enterprises, since 
such enterprises are but another form of 
competitive force seeking to win the sup- 
port and patronage of the American con- 
sumer. The committee believes that consum- 
ers’ co-operatives should be required to 
progress on the basis of their own merits. 


3. In the past, American business men 
have demonstrated their ability to meet suc- 
cessfully each successive competitive situa- 
tion as it arises. The committee believes 
that business men can be relied upon to con- 
tinue the demonstration of efficiency in their 


respective fields of business. To this end, 
business men should continue to devote at- 
tention to their own methods of doing busi- 
ness with a view to obtaining the best pos- 
sible results. 


Co-operatives Advocate Socialized Business 


The Chamber of Commerce’s study has been 
made in response to questions that have arisen 
as to the nature of relationships that should ex- 
ist between consumers’ co-operative and estab- 
lished private business undertakings. Retailers 
and wholesalers, the committee explains, facing 
direct competition of co-operatives, and manu- 
facturers considering the utilization of co-oper- 
atives as outlets for their products, desire infor- 
mation permitting them to determine policies 
which they may adopt. Questions of public 
policy also, the committee points out, are in- 
volved. 

The committee study shows that at present 
less than one percent of the population of the 
United States is embraced in membership in co- 
operative societies, whereas in the British Isles 
the figure exceeds 15 percent. Among other 
things, the committee says: 

The interest of business men in knowing 
more about consumers’ co-operatives is due 
partly to the actual and potential competi- 
tive problems raised by such enterprises, and 
partly to claims and objectives advanced in 
behalf of the co-operative movement. The 
end sought through consumers’ co-operatives 
is reduction in costs of distribution, with all 
profits accruing to consumers. These pur- 
poses are often obscured, however, by ad- 
vocacy of purposes of other and broader 
kinds, such as the abolition of all profits, 
opposition to advertising, the elimination of 
the socalled middleman, and declarations in 
favor of Government ownership of certain 
classes of business. 

Aside from their business operations, con- 
sumers’ co-operatives actively foster the fur- 
ther spread of principles of co-operation 
through development of extensive educational 
programs. In one State a law has been 
placed upon the statute books requiring that 
instruction shall be given in the State’s pub- 
lic schools regarding the principles of co- 
operation. 

Of most concern to business men are the 
aids which are being given to consumers’ co- 
operative organizations through the grant- 
ing of tax exemption and through promotion 
of the co-operative form of enterprise by 
Governmental agencies. 


New Competition Unobjectionable if Fair 


A retailer who through the excellence of 
the services which he has rendered, obtains 
an important position in his locality can not 
complain against new forms of competition. 
So long as such competition remains on a 
fair and equal basis and contains no element 
of Government subsidy, competent American 
merchants can be counted upon to pit their 
experience and skill against all rivals. 

The concern of merchants regarding con- 
sumers’ co-operatives is that these organiza- 
tions are being aided and promoted through 
Governmental channels. Although the im- 
mediate competition from consumers’ co- 
operatives is not acute, the results which 
would follow from active promotion of the 
movement by public bodies threaten the 
existence of thousands of merchants through- 
out the land. 

In the last analysis, trade will be attracted 
to the merchant who can run a good store. 
He must make it his business to render the 
best possible merchandising service and 
strive for constant improvement. Whether 
his competition comes from consumers’ co- 
operatives or from any other variety of 
business enterprise, the fundamental need for 
merchandising will persist. 
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Associations Consider Consumer 
Co-operatives 


At a meeting in Chicago on Sept. 30, of ex- 
ecutives of the National, State and local trade 
associations and of a number of business pa- 
pers, agreement was reached on a definite pro- 
cedure with respect to the growth of consumer 
co-operatives in the United States. This action 
was predicated on the belief that the co-opera- 
tive menace can not be brushed aside as a 
phenomenon appearing during the course of each 
economic depression, because this particular cy- 
cle in the co-operative program exhibits a 
marked tendency toward Governmental subsi- 
dization and encouragement of the co-operative 
movement, and also a definite trend toward ex- 
emption of co-operatives from taxes, shouldered 
by private business. 

It was the belief of many at the conference 
that the co-operative movement reaches far be- 
yond the field of retailing and presents an im- 
mediate challenge to wholesalers, manufacturers 
and, in fact, the entire business world. This 
belief is based on statements of co-operative 
leaders and representatives of certain Govern- 
mental agencies who have expressed a desire 
to extend the co-operative plan to the entire 
— of business. Resolutions adopted pro- 
vided : 


That a committee be appointed to arrange 
for a later meeting, national in scope, of rep- 
resentatives of trade and commerce, designed 
to solidify the entire anti-co-operative move- 
ment in the United States; that trade associa- 
tions and business papers represented within 
the group begin immediately to contact can- 
didates for National, State and local legisla- 
tive offices, with the purpose of presenting 
the position of business with reference to 
this question and asking candidates to spe- 
cifically pledge their strong opposition to 
subsidization of consumer co-operatives at 
the expense of the taxpayer—the exemption 
of consumer co-operatives from the payment 
of any taxes now imposed on all private busi- 
ness engaged in profit-making enterprise; 
that the group go on record as not opposed 
to the formation of consumer co-operatives 
as such and favoring the right of every in- 
dividual to bargain as he sees fit; but 
strongly opposing the subsidy of consumer 
co-operatives by the Government, the out- 
right payment of money, the setting up of 
banks to finance co-operatives, and the print- 
ing of informative and technical educational 
material—all at the expense of taxpayers; 
as strongly opposed to the exemption of con- 
sumer co-operatives from the payment of 
taxes laid upon private business enterprise 
as being highly discriminatory and un-Amer- 
ican in its concept; as opposed to the efforts 
of educational, religious and professional 
groups to encourage the acceptance of and 
the subsidization of consumer co-operatives, 
such efforts being considered of material 
harm to private enterprise, which assists 
materially in maintaining the _ schools, 
churches and professional world; as strongly 
opposed to the consumer co-operatives as a 
direct means of decreasing employment and 
adding to the present relief burden. 


Andrew T. Murphy, publisher of the Black 
Diamond, of Chicago, presided as chairman of 
the co-operative conference. 





THROUGH periodic and other medical exam- 
inations the railroads are prolonging the lives 
of their employees, and by medical treatment 
are reclaiming thousands who otherwise would 
have to be retired from active service. 
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FTC Takes Action Under New 


Anti-Price-Discrimination Law 


Wasurincron, D. C., Oct. 6.—In its first offi- 
cial action of the kind under the recently en- 
acted Robinson-Patman Act, the Federal Trade 
Commission, last Friday, handed down three 
complaints naming five respondents for viola- 
tion of anti-price discrimination provisions of 
this highly controversial legislation. — 

One of the complaints names Bird & Son 
(Inc.), the Bird Floor Covering Sales Corp., 
both of East Walpole, Mass., and Montgomery 
Ward & Co. (Inc.), of Chicago. The first two 
named are charged with selling floor coverings 
to the mail order house at substantially lower 
prices than they are sold to competing retailers. 

One complaint, brought under Section 2 (a) 
of the Robinson-Patman Act, names the Kraft- 
Phenix Cheese Corp. of Chicago, as respondent. 
In another, the Shefford Cheese Co. (Inc.), 
having its principal place of business at Syra- 
cuse, N. Y., is the respondent. This complaint 
also charges violation of Section 2 (a) of the 
Robinson-Patman Act. 

The complaint against the Kraft-Phenix 
Cheese Corp. charges that respondent with dis- 
criminating in price between different purchas- 
ers of its products with the effect of lessening 
and injuring competition between it and other 
manufacturers and distributors of similar prod- 
ucts, and also with the effect of lessening com- 
petition between customers, some of whom re- 
ceive favored prices. 

The price discriminations are alleged to have 
been instituted on Aug. 29, 1936, and are said 
to consist of an allowance of a specified dis- 
count for purchases in differing quantities of 
loaf cheese in 5-lb. boxes; of an allowance of 
a 5 percent discount on all purchases amount- 
ing to $5 or more in which one delivery is re- 
quired of package cheese and salad products, 
and the allowance of a 5 percent discount to all 
group purchasers of such products contracting 
for $100 worth or more per week, where store 
delivery is made and only one billing is re- 
quired. 

It is charged that the effect of this system of 
alleged price discrimination is, among other 
things, to enable some purchasers of the respon- 
dent’s products to purchase such commodities 
at a lower price than that at which competing 
purchasers can buy the same products, solely be- 
cause of the variation of volume of resale trade 
in such products by the different purchasers. 
The complaint charges that the effect of the 
alleged system of discriminatory prices may be 
to substantially lessen competition in the sale 
and distribution of cheese between the Kraft 
company and other manufacturers of similar 
products, and also between purchasers. 

No allegation is made in the complaint of bad 
faith or any subterfuge or secrecy on the part 
of the respondent in connection with its price 
policy. 

Allegations in the complaint against the Shef- 
ford Cheese Co. (Inc.) are substantially the 
same as those in the Kraft-Phenix case, except 
for the differences in price allowances. One ex- 
ception is that the Shefford company, in the 
sale of package cheese, grants an allowance of 
15 percent discount on all purchases of such 
products in a volume in excess of $100 a week. 

he complaint against Bird & Son (Inc.), 
the Bird Floor Covering Sales Corp. and Mont- 
gomery Ward & Co. (Inc.), sets out that in 
the case of a certain floor rug, the article is sold 
to Montgomery Ward & Co. in carload lots at 
$3.64 each, and in smaller quantities to retail 
Stores of the respondent Montgomery Ward & 
Co, at $3.82 each, whereas competing retailers 
are charged for the same floor covering from 
$4.24 each, in quantities of 100 rolls or more, 
up to $4.85 each, in quantities of 15 rolls or less. 
The complaint also sets out that cheaper grades 
are sold at correspondingly discriminatory 
Prices to the respondent Montgomery Ward & 


Co. This contract was entered into on June 10, 
1936. 

The complaint against Bird & Son (Inc.) 
and Bird Floor Covering Sales Corp. is 
brought under Section 2 (a) of the Robinson- 
Patman amendment to the Clayton Act. 

The complaint against Montgomery Ward & 
Co. (Inc.) is brought under Section 2 (f) of 
the Robinson-Patman amendment, and alleges 
that the respondent, Montgomery Ward & Co. 
(Inc.), knowingly received the discrimination 
in price, which is unlawful under that section 
of the Robinson-Patman amendment to the 
Clayton Act. 

Section 2 (a) of the Robinson-Patman Act 
says “that it shall be unlawful for any person 
engaged in commerce * * * to discriminate in 
price between different purchasers of commodi- 
ties of like grade or quality * * * where the 
effect of such discrimination may be substan- 
tially to lessen competition * * *.” 

Section 2 (f) of the Robinson-Patman Act, 
under which the complaint against Montgomery 
Ward & Co. was issued, says “that it shall be 
unlawful for any person engaged in commerce 
* * * knowingly to induce or receive a discrim- 
ination in price which is prohibited by this sec- 
tion.” 

In the respective complaints, the respondents 
are allowed twenty days from the date of serv- 
ice of the complaints in which to file their an- 
swers. 


SAYS “DEALER” 
DEFINITION 


Shuts Wholesaler, Small 
Mills Out of Govern- 


ment Business 


New York, Oct. 5.—The United States De- 
partment of Labor has published the regulations 
prescribed by the Secretary of Labor under the 
Walsh-Healey Act, which is “an Act to provide 
conditions for the purchase of supplies and the 
making of contracts by the United States and 
for other purposes”. In these regulations, the 
manufacturer and the dealer are described as 
follows : 

A manufacturer is a person who owns, op- 
erates, or maintains a factory or establish- 
ment that produces on the premises the ma- 
terials, supplies, articles, or equipment re- 
quired under the contract and of the general 
character described by the specifications. 

A regular dealer is a person who owns, op- 
erates, or maintains a store, warehouse, or 
other establishment in which the materials, 
supplies, articles, or equipment of the gen- 
eral character described by the specifications 
and required under the contract are bought, 
kept in stock, and sold to the public in the 
usual course of business. 

The regulations provide that “except as here- 
inafter provided, every bid received from any 
bidder who does not fall within one of the fore- 
going categories shall be rejected by the con- 
tracting officer.” Under a strict interpretation 
of these regulations, a lumber wholesaler who 
does not carry a stock of material would not be 
recognized as a “regular dealer.” W. W. Schup- 
ner, secretary-manager of the National-Ameri- 
can Wholesale Lumber Association, has asked 
the Department of Labor for a clarification of 
its definition of a regular dealer. Commenting 





upon the interpretation of the Department, Mr. 
Schupner said: 


This definition entirely overlooks long es- 
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tablished practices in the lumber industry. 
The Act itself defines a contractor as a “man- 
ufacturer of or a regular dealer in the ma- 
terials, etc.” and lumber wholesalers have al- 
ways been recognized as regular dealers in 
lumber and forest products by the Govern- 
ment and the industry. They are on the lists 
of Government purchasing agencies as en- 
titled to receive invitations to bid; they con- 
form to requirements as to bonds and other 
evidences of financial responsibility, and have 
satisfactorily and acceptably supplied a very 
large percentage of the Government’s lumber 
needs. We do not believe the Act permits 
any interpretation which would exclude these 
dealers from competing on the business cov- 
ered by the Act; otherwise, the result will be 
unfair discrimination against lumber whole- 
salers, the thousands of mills for whom they 
sell and the labor employed by those mills. 

These wholesalers do not always maintain 
establishments where lumber is carried in 
stock, as in a store or warehouse; in fact, 
most of them do not operate in that manner 
but make direct shipments from mill to cus- 
tomer. Many large and nearly all small lum- 
ber mills distribute their products through 
wholesalers exclusively, and that practice is 
followed because those mills find it more effi- 
cient and economic to use that method of dis- 
tribution. Some wholesalers are exclusive 
distributors for certain mills; others purchase 
a mill’s entire production over a _ period; 
others contract to take certain blocks of 
stock; others act in conjunction with other 
wholesalers in moving the product of a group 
of mills, and still others purchase in the open 
market from mills that rely upon wholesal- 
ers scattered throughout the country to bring 
their product to the most available markets. 

Lumber wholesalers are not brokers or mill 
agents. They buy and sell outright on their 
own account and, because of their method 
of operation—direct shipments from mill to 
customer—perform a highly efficient and eco- 
nomic service which has long been recog- 
nized by the Government agencies. It is an 
accepted fact that wholesalers distribute 
more than half of the country’s lumber pro- 
duction, and if any definition excludes such 
an outstanding factor in lumber distribution, 
it will be seen that, aside from the discrimi- 
nation against wholesalers, their mills and 
the latter’s labor, the Government will lose 
the benefit of the competition of an important 
section of the lumber industry which is in 
position to meet all requirements. In addi- 
tion to the wholesalers themselves, some 
10,000 or more mills and their large army of 
labor will be affected. 


Mr. Schupner has placed these facts before 
the Department of Labor and has emphasized 
the fact that “unless these lumber wholesalers 
are included in the definition of a regular dealer, 
as we believe they are included in the Act, there 
will be unfair discrimination against the small 
mills in favor of the larger operators. The small 
mills distributing through wholesalers will be 
absolutely shut off from the competition.” 





Wisconsin Mill Resumes 


Oconto, Wis., Oct. 5—The Holt Lumber 
Co. sawmill here has resumed operations, giv- 
ing employment to 125 additional men, Oper- 
ations, according to Donald R. Holt, company 
official, are expected to run into next summer. 
The sawmill had been closed since June 27 for 
annual repair work. The Oconto Co. sawmill 
here has been in operation throughout the sum- 
mer. The mill of this company is scheduled for 
a run of more than a year. Approximately 125 
men are employed at the Holt Hardwood Co.’s 
flooring plant, which has been in almost con- 
tinuous operation for several months. 





Contracts for Snow Fencing 
Are Awarded 


LINCOLN, NeEs., Oct. 5.—J. R. Farris, State 
purchasing agent, recently announced the 
awarding of contracts for 178,000 lineal feet 
of snow fence and 18,245 steel posts to supple- 
ment the highway department’s present supply 
of material for protection against snowdrifts 
next winter. The fence contract was secured 
by the Nebraska Bridge Supply & Lumber Co., 
of Omaha, for $13,635; the steel posts will be 
furnished by a concern located at Chicago 
Heights, Ill., for $6,043. 





AMERICAN LUMBERMAN 





October 10, 1936 


What the Associations Are 
Planning and Doing 


COMING MEETINGS 


Oct. 15—West Side Hardwood Club, Pine Bluff, 
Ark. Annual. 


Oct. 15-16—Florida Lumber & Millwork Associa- 
tion, Hotel Columbus, Miami. Semiannual. 


Oct. 22—California Retail Lumbermen’s Associa- 
tion, Del Monte, Calif., Annual, 


Nov. 17—Southern Hardwood Industry, Hotel Pea- 
body, Memphis, Tenn. Fall meeting, sponsored 
by Southern Hardwood Producers (Inc.). 


Nov. 10-12—-Associated Cooperage Industries of 
America (Inc.), Brown Hotel, Louisville, Ky. 
Semi-annual. 


Dec. 5—Massachusetts Retail Lumber Dealers As- 
sociation, Boston. Annual. 


Dec. 10-12—Western Forestry & Conservation As- 
sociation, Portland, Oregon. Annual meeting. 


Jan. 14-16—Mountain States Lumber Dealers Asso- 
ciation, Antlers Hotel, Colorado Springs. Annual. 


Jan. 19-20—Canadian Lumbermen’s_ Association, 
Mount Royal Hotel, Montreal, Que. Annual, 


Jan. 19-21—Northwestern Lumbermen’s Associa- 
tion, Auditorium, Minneapolis, Minn. Annual, 


Jan. 26-28—Northeastern Retail Lumbermen’s As- 
sociation, Hotel Pennsylvania, New York. An- 
nual, 


Jan. 27-29—Southwestern Lumbermen’s Association, 
Municipal Auditorium, Kansas City, Mo. An- 
nual. 


Feb. 8-4—Michigan Association of the Traveling 
Lumber and Sash and Door Salesmen, Pantlind 
Hotel, Grand Rapids. Annual. 


Feb. 2-5—Michigan Retail Lumber Dealers’ As- 
sociation, Civic Auditorium, Grand Rapids, 
Mich. Annual. 


Feb. 9-11—Illinois Lumber & Material Dealers As- 
sociation, Stevens Hotel, Chicago. Annual. 


Feb. 11-13—Ontario Retail Lumber Dealers Asso- 
ciation, Royal York Hotel, Toronto. Annual, 





What Southern Hardwood Industry 
Will Consider at Coming Meeting 


New Orveans, La., Oct. 5.—The general 
meeting of the southern hardwood industry, to 
be held in the Hotel Peabody, Memphis, Tenn., 
Tuesday, Nov. 17, should draw a large attend- 
ance of hardwood operators, sales managers, 
salesmen, mill superintendents and logging 
bosses from the entire southern territory. Spon- 
sored by Southern Hardwood Producers (Inc.), 
this will be the first general meeting of the 
southern hardwood industry held in some time. 
All interested persons connected with the hard- 
wood industry are urged not to wait for special 
invitation but to plan now to be present at this 
important gathering. A number of the prob- 
lems to be discussed by prominent speakers are: 
Danger of over-production ; immediate future of 
sap gum; southern oak lumber problems ; south- 
ern oak flooring; hardwood export situation; 
hardwood freight rates; southern hardwood 
trade promotion; the future supply of southern 
hardwood timber; Robinson-Patman Law. 


California Council to Present Grade- 
Mark Promotion Program 


San Francisco, Cair., Oct. 3—At a recent 
meeting in Santa Cruz, Calif., the California 
Lumbermen’s Council decided on the cain- 
paign to promote the use of grade-marked 
Douglas fir, which the Lumber & Allied Prod- 
ucts Institute of Los Angeles originated with 
great success this year, and complete details will 
be given to members of the California Retail 
Lumbermen’s Association when they gather at 
Del Monte, Calif., Oct. 22. 

Kenneth Smith, secretary of the Institute, an- 
nounced that an exhibit of advertising and pub- 
licity and a series of short talks detailing the 
purpose of the campaign and results so far ob- 
tained, will be presented at the Del Monte meet- 
ing. A special committee to arrange the pro- 
gram, headed by Paul Hallingby, lumber execu- 





tive of Los Angeles, was appointed by H. A. 
Lake, president of the California association. 

The interest evidenced at the Santa Cruz 
council session in the promotion of grade- 
marked Douglas fir, indicates that wide adoption 
of the Institute program throughout the State 
is in prospect. By use of grade-marked lumber 
the public is assured of securing the quality best 
suited for each construction need, and the drive 
under way in Los Angeles is said to have de- 
veloped into a real protection against “jerry 
building.” 


Florida Dealers to Meet in Miami 
for Semi-annual Convention 


OrLANDo, Fria., Oct. 5.—In semi-annual con- 
vention in the Hotel Columbus, Miami, Oct. 15- 
16, the Florida Lumber & Millwork Association 
will consider its future under the heading “How 
Shall We Plan to Carry on Associational Activi- 
ties?” with a review of the history of the or- 
ganization, the record of the Florida Building 
Material Institute, and the advisability of con- 
solidating the association and the Institute. 

Tied into this line of thinking will be “A 
Critical Discussion of the Present Distribution 
Situation in Florida,” by Jack Townsend, of 
Lake Wales. The problems of distribution in 
Florida involve the rules and regulations of the 
Institute. While generally approved by the 
dealers and largely by jobbers and manufac- 
turers the Institute has been more or less of a 
storm center for the last 18 months. Charges of 
practices in restraint of trade are pending 
against the Institute in the Federal Trade Com- 
mission at Washington, with specific denial on 
the part of the officers of the Institute, who are 
also officers of the Association. 

Another matter of more than routine import- 
ance is an effort to organize a mutual insurance 
association to write the fire and casualty cover- 
age of the retail dealers of the State. 








Wholesalers Change Meeting Place 


The National Association of Hardwood 
Wholesalers, Chicago, which meets each Tues- 
day noon to lunch has changed the place of meet- 
ing from the La Salle Hotel to the Hunt Room 
of the Great Northern Hotel. In the new quar- 
ters the group has a small dining room to it- 
self which makes the room an ideal place for 
business discussions following the meal. The 
members have expressed themselves as liking 
the new space with its privacy. 





Southwest Ontarians Hear Ad- 
dresses on Housing and Timber 
Possibilities 
Toronto, Onr., Oct. 5.—The Southwestern 
Ontario Retail Lumber Dealers’ Association 
opened its fall season of meetings at London, 
Ont., on Sept. 24. The dealers had luncheon 
at the Hotel London, and a business session 
in the afternoon. During the luncheon an ad- 
dress was delivered by Maj. W. H. Wood, 
manager of the London Chamber of Commerce, 
who spoke on “Housing and Its Relation to 
Industrial Development.” At the business ses- 
sion in the afternoon, the chair was taken by 
C. F. Richards, London, who spoke of the re- 
cent deaths of F. C. Bell, St. Thomas, this 
year’s president, and W. J. Taylor, Ridgetown. 
As the annual meeting will take place early 
in December, it was decided to carry on until 

then without electing a new president. 

The chief event of the business session was 
an address by W. Harvey Greene, secretary- 
manager of the Lumber & Timber Association 
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of Ontario, who was making his first appear- 
ance before the Southwestern Association. He 
was introduced by D. C. Johnston, Toronto, 
president of the new association. Mr. Greene 
delivered an excellent address on “Timber and 
Its Possibilities in Construction.” F. A. Row- 
latt, manager of the White Pine Bureau, To- 
ronto; Horace Boultbee, secretary-manager of 
the O. R. L. D. A., Toronto; M. M. Walker, 
eastern Canadian field man for the Red Cedar 
Shingle Bureau (B. C. Division), and G. B. 
Van Blaricom, editor of the Canada Lumber- 
man, all delivered short addresses. 

M. M. Walker reported that the Red Cedar 
Shingle Bureau had instructed him to return 
to Vancouver. He hoped that the recall would 
only be temporary, and that he would be back 
again in Ontario in the near future. A strong 
resolution was carried regretting Mr. Walker’s 
return to Vancouver, and expressing the hope 
that the Bureau would soon send him back to 
continue his good work in Ontario. 





Name Committee to Plan Massa- 
chusetts Annual Meeting 


30sToN, Mass., Oct. 6.—The time for the an- 
nual meeting of the Massachusetts Retail Lum- 
ber Dealers’ Association has been set for Sat- 
urday, Dec. 5. The meeting will be held in this 
city, with a session in the forenoon and one in 
the afternoon. An attendance of 350 to 400 
dealers is expected, according to Norman P. 
Mason, of the William P. Proctor Co., North 
Chelmsford, who is secretary of the dealers’ 
organization. The convention committee, com- 
posed as follows, will hold its first meeting 
Friday, Oct. 9: 

Frank Whitty, Blacker & Shepard Co., Bos- 
ton; Don McIntosh, Pope Lumber Co., West 
Roxbury; John Lamprey, Lawrence Lumber 
Co., Lawrence; Wiley Van Wert, F. D. Sterritt 
Lumber Co., Cambridge; George S. Fuller, G. 
Fuller & Son Lumber Co., Brighton; Thomas 
Downes, Downes Lumber Co., Boston; Pres- 
cott C. Buffum, Lenox Builders’ Supply Co., 
Lenox; Hugh McKenna, Diamond Match Co., 
Biddeford, Me.;: J. Raymond Smith, Rock- 
port, Mass.; Willard Ashley, M. P. Ashley Co., 
Attleboro; Eliot D. Stetson, Jr., Greene & 
Wood Co., New Bedford. 





Ontarians Discuss Housing Plans and 
Finance, and Favors to Small Mills 


Toronto, Ont., Oct. 5—The Lake Ontario 
& Trent Valley branch of the Ontario Retail 
Lumber Dealers’ Association held a good meet- 
ing at Oshawa, Ont., on Sept. 25, with R. F. 
McInnes, Trenton, presiding. An _ interesting 
address was made by W. Harvey Greene, sec- 
retary-manager of the Lumber & Timber Asso- 
ciation of Ontario, on “Timber and Its Pos- 
sibilities in Construction.” He was introduced 
by Vice President K. M. Brown of his asso- 
ciation, who described its work. 

F. J. Overend, Peterborough, reported that 
a change in the regulations of the Workmen’s 
Compensation Board, effective on Jan. 10, under 
which small sawmill owners employing less than 
four men, are exempted from the provisions 
of the Workmen’s Compensation Act, was not 
only resulting in a serious injustice to the em- 
ployes of such mills, but also in a virtual bonus- 
ing of the small mills by the Provincial Gov- 
ernment to the extent of 10 percent of their 
wage lists. Already the small mills cutting less 
than $3,000. worth of lumber in a year, enjoy a 
honus of 8 percent as compared with larger 
sawmills, because they are exempted from the 
necessity of collecting the 8 percent sales tax 
on their product. - Correspondence received 
from the Compensation Board indicated that 
there were many more accidents at small mills 
than at large mills, and the large mills had 
complained against ‘being grouned with the 
smaller ones. The Board. with the approval of 
the Government, had excluded the small mills. 
Mr. Overend pointed out also that it was an 
Injustice to the employes working in the small 
mills that they were excluded from the protec- 
tion of the Act. If one of them suffered an ac- 
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cident, he would be able to look to only the 
employer for compensation, and in most cases 
these employers had no resources to meet such 
an expense. The secretary-manager was asked 
to look into this matter, and was given power 
to act on behalf of the association. 

Mr. Overend also referred to the large num- 
ber of plans of square type, flat roofed “New 
American” houses included by the Dominion 
Housing Administration in the plan book it re- 
cently published, after a competition among 
architects for small-house plans. He felt that 
the people of Canada still wanted homes with 
sloping roofs, dormers, gables, etc., and that a 
flat roofed house was unsuitable in a climate in 
which the roofs were subjected to heavy snow 
loads during the winter. The secretary-man- 
ager of the O. R. L. D. A. was requested to 
take this matter up with the minister of 
finance and the Dominion housing administrator. 

Horace Boultbee, secretary-manager of the 
Ontario retailers, gave a talk upon the recent 
announcements of the minister of finance for 
Canada, regarding extensions to the Housing 
Act. He pointed out that with these extensions 
the Act was now very largely in the shape 
which his association had been urging for the 
past four or five years. It was a matter of 
great pride to the association that its representa- 
tions to the Government had had such good 
effect. 





Edger and Trimmer Manufac- 


turer Reports Business Increase 


GREENVILLE, Micu., Oct. 8.—F. E. Tower, 
owner of the Gordon Hollow Blast Grate Co., 
this city, stated recently that his company is 
operating with an increase in business of over 
100 percent above the volume at the same time 
last year. He stated further that he believes 
the increase is on a sound basis, and is a part 
of the general improvement that is converting 
many contemplated building improvements and 
construction projects into current business. The 
company in addition to manufacturing the prod- 
uct indicated by its name also produces the well- 
known Tower line of edgers and trimmers. 
These machines were originally designed by the 
present owner’s father, R. J. Tower, and have 
been continuously on the market for nearly 
fifty years. Many improvements have been 
made on the original model to keep pace with 
modern production needs. Among these was 
the addition in 1926 of a small portable mill 
edger known as the Tower 27-inch Baby Edger. 
In 1930 a still smaller machine, known as the 
Tower 25-inch Edger, was introduced. Both 
machines were designed and produced by F. E. 
Tower, who states that at the present time they 
constitute a large portion of all the company’s 
edger sales. 

more recent development is the produc- 
tion of the Tower Heavy Duty All-Steel 
Trimmer, which, like the standard small-size 
machine, is built in lengths ranging from 16 
to 32 feet. In the design of all these machines, 
particular attention has been given to solidity 
of construction and ease and efficiency of opera- 
tion. The large range of sizes provides edgers 
and trimmers for mills of practically any pro- 
duction capacity. About 250 dealers and agents 
are located throughout the country. and many 
of these have handled the Tower line uninter- 
ruptedly for long periods of years. Reflecting 
the improvement in its business, the company 
has again joined the ranks of national adver- 
tisers after an absence of several years. 





Hardwood Dimension Standard 
Effective Oct. | 


Wasuincton, D. C., Oct. 5.—The recom- 
mended commercial standard for hardwood di- 
mension, having been accepted by a satisfactory 
majority of the manufacturers, distributors and 
users of this product, the division of trade stand- 
ards, U. S. Department of Commerce, has an- 
nounced that the standard became effective on 
Oct. 1. 
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WHILE THE 
NEW HOUSE 


IS HATCHING 


T should have the right kind 
of protection—cover the de- 
livered materials and the fin- 
ished parts with a real quality 
paper. 


That's Sisalkraft. Made of two 
layers of heavy kraft paper. 
with an asphalt binder, and 
reenforced with miles of tough 
sisal fibre. It’s windproof, dust- 
tight, moisture proof—and it's 
tough as the devil's hide. 


Use it for protecting all build- 
ing materials against the 
weather, for curing concrete 
walks, driveways and base- 
ments, as « wind-break and 
for covering finished floors. 
Use it as a sheathing paper, 
under floors, under roofs, 
around doors and windows— 
wherever it’s used it pays for 
itself, in materials saved and 
in a better job. 


Sisalkraft is sold—at a good 
profit—by 15,000 lumber deal- 
ers. If you are not one of them, 
let us send you samples and 
prices. 


THE SISALKRAFT CO. 


205 West Wacker Drive 
CHICAGO, ILLINOIS 
SAN FRANCISCO 


Protect it with 


NEW YORE 





Reg. U. S. Pat. On. 
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News Stories From the Building Field 


(Continued from page 33) 
important factor in helping to keep Los An- 
geles County at the top of the list of those 
showing greatest construction activity. In addi- 
tion to the Administration Building, the houses 
shown are: An English cottage, French House, 
Modern house, New Orleans house, California 
cottage, and “The Better Home.” Literature on 
the various houses, dealers and builders is 
passed out to all visitors. 

——— 


Schoolhouse Built by WPA 
Workers Is Praised 


SHELTON, WasH., Oct. 3.—Encircled by 
primeval forest, and blending perfectly with 
it, Belfair school, near here, has attracted wide 
attention because of its artistic appearance and 
because of the fact that it has been built almost 
entirely of native materials put together by 
WPA workers, whose children will attend the 
school. 

The building contains four large classrooms 
and a combined auditorium and gymnasium. It 
will be ready for occupancy about Jan. 1, 1937. 





The new 
schoolhouse 
which WPA 
workers liter- 
ally carved 
out of the 
wilderness at 
Belfair, in 
Mason Coun- ! 
ty, Wash. Its 
artistic ap- 
pearance has 
caused much 
favorable 
comment 





Hand-hewn fir and cedar logs, poles and 
other timbers, and sand, gravel and rubble- 
stone, gathered on the site of the school or in 
its immediate vicinity, constitute virtually all 
of the material used in the building. The 
roof is composed of wooden shakes. Hand- 
sawn window frames are set firmly in walls 
built of rocks. Faced with the problem of in- 
sufficient funds with which to purchase ma- 
terials for the building, the school board pro- 
posed this type of construction to WPA 
authorities, who co-operated by supplying labor. 





Better Housing to Be Promoted 
by Nationwide Campaign 

New York., Oct. 5.—At a meeting held here 
last week, attended by a group of leading manu- 
facturers of building materials and equipment, 
the Manufacturers’ Housing Promotion Coun- 
cil was organized to conduct a nationwide pro- 
motional campaign for better housing. The 
program will include thirty comprehensive hous- 
ing shows, to be held in various parts of the 
country during the coming year, to emphasize the 
value of quality construction. 

Tentative plans were outlined for a series of 
model homes in co-operation with the American 
Institute of Architects and builders organiza- 
tions. Russell G. Creviston, of the Crane Co., 
chairman of the council, said that if this latter 
plan is carried out, local builders and architects 
will participate in each exhibition. 

Among the plans discussed were the promo- 
tion of the design that will find ready acceptance 
by home builders, and stressing the value of sci- 
entific construction, material, finance and loca- 


tion. Mr. Creviston expressed the opinion that 
faulty planning and improper supervision tend to 
increase building costs, and that education of 
the public to the use of reputable builders and 
architects will help to keep down costs. More 
than sixty companies are represented in the 
council, and at the meeting held here last week, 
the speakers included Frank Watson, director of 
housing research at Purdue University, and 
Peter Grimm, president of William A. White & 
Sons. Members of the executive committee of 
the council include the following: 

Marshall Adams, American Radiator Co.; 
Bennett Chapple, American Rolling Mill Co.; 
A. K. Barnes, Armstrong Cork Co.; 1. N. Tate, 
Weyerhaeuser Sales Co.; H. M. Shackelford, 
Johns-Manville; H. H. Hobart, Curtis Com- 
panies (Inc.); Bertram B. Caddle, Copper & 
Brass Research Association; Matt Denning, 
E. I. du Pont de Nemours Co.; J. F. Quinlan, 
General Electric Co.; E. J. Mehren, Portland 
Cement Association; Rees Mills, Westing- 
house Electric Co.; Ivor Kenway, Devoe & 
Raynolds; C. .P MeNichols, Libbey-Owens- 
Ford Glass Co.; and W. 8S. Mace, Yale & 
Towne Co. 


In addition to the home shows and displays at 





expositions, plans that are being considered in- 
clude traveling displays. 

Organization of the council is expected to be 
completed at a conference in Chicago on Oct. 15. 


Evening School to Train Needed 


Draftsmen, Estimators 


RicHMonD, VA., Oct. 5.—Because of the 
fact that the city lacks skilled foremen and 
mechanics in building trades, the John Marshall 
night school has inaugurated a new course this 
term in “Estimating for the Building Trades.” 
Registration for the course, which is designed 
to give the fundamentals of mechanical drafting 
and estimating of complete costs on an entire 
building, was held on Oct. 1. Edmund A. 
Smith, Richmond architect and engineer, is the 
instructor. 


Steel Houses O K'd by FHA 


MIpDLetown, Outo, Oct. 5.—Following a re- 
cent inspection by the Federal Housing Admin- 
istration director for Ohio and other FHA offi- 
cials, steel houses constructed here by Steel 
Buildings (Inc.), of this city, have been de- 
clared to meet the requirements of the National 
Housing Act and the FHA. At a dinner meet- 
ing following this inspection, Charles R. Hook, 
president of the American Rolling Mill Co., dis- 
cussed the importance of home building and 
home ownership, while a representative of the 
FHA explained the opportunity for home own- 
ership afforded by the Housing Administration, 
to any man whose income is at least $1,500 a 
year. 





“New American" Home Brings 
18,741 Home-Conscious 
Visitors in 9 Days 


The “New American” Home built under 
the auspices of the FHA and sponsored by a 
group of prominent Chicago citizens to 
“stimulate, crystallize, and promote a public 
interest in new construction and to furnish 
a typical example of a fine home” is achiev- 
ing its desired aim. A_ total of 18,741 per- 
sons had inspected the six-room modern 
residence in the first nine days following its 
opening to the public, Sept. 27. It was 
estimated that over 1,000 people had to be 
turned away on Oct. 4 because of the im- 
possibility of handling the throng. The house 
will remain on display until Dec. 15, under 
present plans. It is located at East Eleventh 
Place and South Michigan Avenue. 

The house was discussed from a structural 
angle in the Sept. 12 issue of the AMERICAN 
LUMBERMAN on page 43. It was erected essen- 
tially from the inside out for comfort, con- 
venience, economy, and beauty. Judging 
from the exclamations of delight by indi- 
viduals going through the building, the 
committee’s goal was attained. Women 
have been enthralled over the beautiful treat- 
ments of the wallboard in the various rooms 
and the floors, and men have expressed 
approval of the materials used in construc- 
tion. 

Since the interior of the house was not 
yet finished at the time of the appearance of 
the first story in this publication, a word 
about it is in order. There is no basement 
in the structure, so the heating plant is in 
a utility room placed between the attached 
garage and the kitchen. Laundry facilities 
are also in the utility quarters. By employ- 
ing Vitrolite, a smooth, non-chipping, stain- 
proof tile made by Libbey-Owens-Ford Co., 
to the kitchen walls a sparkling result was 
attained. Veneers of American oak, Prima 
Vera, and Australian oak were applied to 
the walls in the combination living-dining 
room for a rich, quality effect. It is said 
that the use of more than one kind of panel- 
ing in a room is making its debut in better 
house construction. Around the rug in this 
room one is able to see the oak floors which 
were furnished by the Bradley Lumber Co. 
of Arkansas, Warren, Ark. They are the 
Lug-Lox type of flooring manufactured by 
the Bradley concern, and were laid through- 
out the dwelling. 

It is seldom that there are sufficient 
closets in a demonstration house to satisfy 
a woman visitor, but the New American 
home seems to have filled the specifications 
on this score. Of wood construction and 
fitted conveniently into bedroms and a few 
other handy spots they are one of the hits 
of the house. The boy’s room with redwood 
furniture in natural finish has caught the 
eye of men and women alike. The glass 
brick wall in one side of one of the bath- 
rooms has caused a great deal of interest 
among visitors. 

Much of the building material used in the 
house was donated by manufacturers or 
directly by retailers. The lumber was sup- 
plied by the Joseph Lumber Co., Chicago. 

sn 


Lumber Concerns Exhibit Wares 


Burrato, N, Y., Oct. 5.—The annual Prog- 
ress Exposition held at the 106th Field Artillery 
Armory, Sept. 26 to Oct. 3, drew a large at- 
tendance. The Huber-Lanctot Corporation had 
an exhibit of samples of the lumber carried in 
its showroom and yard. The Bennett Homes & 
Lumber Co., North Tonawanda, had two booths 
for its display of ready-cut homes. 
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FOR (carefree poors 


SELL STANLEY HARDWARE 


THE SYMBOL OF LEADERSHIP 
IN DOOR HARDWARE FOR 90 YEARS 












Front Door—Stanley BB180 Ball 
Bearing Butts 
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Interior Door—Stanley 239 or 
241 Butts 





Closet Door—Stanley Nos. 857 and 
858 “‘H"’ and *‘HL”’ Hinges 








French Doors—Stanley Surface 
Bolts No. 381 





Double-Acting Pantry Doors Stanley 
No. BB157 Double-Acting Floor Hinge 
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Gerage Doors—For Finest Equipment, 
Stanley “¢Roll-Up’* Garage Doors 
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New Or Old Garage Doors—Stanley 
““Swing-Up"’ Garage Door Hardware 
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Among the Lumbermen’s Clubs 


Memphians Golf, Banquet and Elect 


MEMPHIS, TENN., Oct. 6.—A. S. Kelly, of 
Helena, Ark., won the golf championship of the 
Lumbermen’s Golf Association of Memphis, at 
the eighteenth annual tournament which was 
held over the course of the Colonial Country 
Club on Thursday, Sept. 24. Hugh Wynne, of 
Memphis, the former champion, on account of 
a recent accident, did not defend his title. L. 
E. Cornelius, of St. Louis, was the runner-up. 
Nearly one hundred golfers teed off in the 36- 
hole medal play, and thirty-five prizes were 
awarded members and guests. More than one 
hundred and twenty-five were in attendance at 
the annual banquet held in the evening in the 
clubhouse, when the prizes were awarded. R. 
H. Bodine, C. P. Bodine Lumber Co., Memphis, 
was named president for the new year, succeed- 
ing Almonta Smith. Hal Perry, of Newelton, 
La., was named vice-president, and H. A. Dar- 
nell, of Memphis, was named secretary-treas- 
urer, Directors elected were: Almonta Smith, 
Keith Spurrier, Al DeMontcourt, A. S. Kelly, 
of Helena, Ark., and R. E. Sledge, of Memphis. 


Baltimore-Washington Club Dines 


Battimore, Mp., Oct. 6.—The monthly meet- 
ing of the Baltimore & Washington Lumber 
Sales Club, held last evening at the Long- 
fellow hotel, this city, attracted a good attend- 
ance and there was a discussion of plans for 
winter activities. The members present mani- 
fested much satisfaction over the work being 
done by the club and were in a confident mood. 
Paul P. Kern, of the P. M. Barger Lumber 
Co., of Mooresville, N. C., and Marion Johns- 
ton, sales manager in Maryland, Virginia, Dela- 
ware and the District of Columbia of the Long- 
Bell Lumber Co., were elected to membership. 
There was the usual dinner, which was much en- 
joyed, and of course an informal discussion of 
trade conditions. Thomas S. Hauck, the presi- 
dent, occupied the chair, with Arthur V. Char- 
shee as secretary. 


Spokane Hoo-Hoo Elect 


SPOKANE, Wasu., Oct. 3.—The Spokane 
Hoo-Hoo’ Club, Spokane lumbermen’s associa- 
tion, held its annual election recently, naming 
Gunther Carlberg, district representative of the 
National Wooden Box Association, as presi- 
dent; H. C. Dixon, vice president, and A. W. 
Morris, secretary-treasurer. Members elected 
to the executive committee are O. Z. Brewer, 
F, E. Wickwire, Ray Beil, E. C. Wert and R. 
L. Bayne. 





Louisville Builders Exchange Occu- 


pies New Quarters 


LouisvitLe, Ky., Oct. 5.—The Builders Ex- 
change of Louisville has lately moved to new 
quarters on second floor of the Architects and 
Builders’ Exhibit Building, 620 South 5th Street. 
The new, larger quarters have a plan room, 
meeting room, reception office and secretary’s 
office. Secretary J. C. Snyder, who also is 
secretary of the Building Congress of Louisville, 
said that the move “is another step toward cen- 
tralizing the building industry.” 

o_o" 


Cincinnatians Enjoy Golf 


Tournament 

CINCINNATI, Onto, Oct. 6.— At the annual 
golf tournament of the Cincinnati Lumbermen’s 
Golf Association competition was keen, and 
several club records were made in the cham- 
pionship contest for 36 holes. This was won 
by Spencer G. Kuhn, president of the M. B. 
Farrin Lumber Co., who won the low gross for 
the day with 144. The nearest to this record 
for the 36 holes was by A. L. Theler, guest 
entry from the Elkhorn-Jellico Coal Sales Co., 
who won the guest championship with 147. 
Ferd Critchell won the morning event cham- 


pionship with 76 for 18 holes, and Ed G, 
Garties, sales manager of the Stearns Lumber 
& Coal Co., Stearns, Ky., won the afternoon 
championship with 78 for 18 holes. Many 
handsome prizes were awarded at the dinner, 
at which Edward G, Garties was elected 
president of the Golf Association, succeed- 
ing Tom C, Matthews. Sam Piates, Mow- 
bray & Robinson Lumber Co., was advanced 
from secretary to vice president, and William J. 
Gerhart, M. B. Farrin Lumber Co., was elected 
secretary-treasurer. 


ALAMS Golf; Give Prizes at Dinner 


AmBLerR, Pa., Oct. 5.—The fall golf outing 
of the ALAMS—Associated Lumber & Allied 
Material Salesmen of New Jersey—was held 
at the Jumping Brook Country Club, Asbury 
Park, N. J., on Sept. 17, when the association 
entertained dealer friends. George A. Cosgrove 
is chairman of the golf committee. Luncheon 
was served at 12:30, then golf was enjoyed in 
the afternoon, followed by dinner at 7 :00 o'clock, 
and finally there was a program of entertain- 
ment. Seventy-five were present for lunch, 
sixty-three played golf, and eighty-eight were 
served at dinner, with a total registration of 96. 

The following were the prizes for which 
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were available again, as was the case last year, 
when the first outing at this point was held. 
The program for the afternoon included a base- 
ball game and other indoor and outdoor sports. 
Fred M. Sullivan and an assisting staff of lum- 
ber cooks, again showed their skill in preparing 
a beefsteak dinner, which was served at 5 p. m. 
President Shirley G. Taylor and Secretary Wil- 
liam L. Blakeslee looked after the welfare of 
the attendants at the outing, as did the outing 
committee, consisting of William P. Betts, chair- 
man; Fred M. Sullivan, Benson H. Briggs, 
Charles N. Perrin, Henry I, George, Elmer J. 
Sturm, Eugene Nostrant, Gerard M. Zimmer- 
man and Fleming Sullivan. 


Cincinnatians to Build Model Home 
of Wood; Contact Student 
Architects 


CINCINNATI, OnIo, Oct. 6.—For several 
years, members of the Cincinnati Lumbermen’s 
Club have been stewing over the competition 
of steel houses, but as Mark Twain said about 





the constant complaint on the subject of the | 


weather, nothing was ever done about it. Last 
night several of the lumbermen were boiling 


over on the subject of the amount of publicity J 


being given “Stran Steel” houses in the Cin- 


cinnati Enquirer real estate section. They de- | 


cided that they would forego their monthly 
entertainment programs and concentrate on 
showing the Cincinnati public how attractive 





New Jersey Salesmen Enjoy Banquet Following Golf 


the dealer golfers competed: 1 travelling 
bag, 1 set (6) matched Kroyden golf clubs, 
1 cocktail set (glass), 1 cocktail set (silver), 
1 cigarette case, 3 boxes golf balls (1 dozen 
each). 

Donations of prizes were made by the fol- 
lowing: Jack Carberry, Bird & Son, Theodore 
Andreas (Inc.), Igoe Bros., The Barrett Co., 
Armstrong Cork Co., Philip Carey Co., The 
Keasbey & Mattison Co. 

The winners (low net scores) were: 

Tied for first place with a score of 74—Chas. 
Meyers, A. B. Hunt, H. Stevenson. Tied for 
second place with a score of 75—C. Shangle, 
F. Davenport. Third place with a score of 77 
—W. C. Nolte. Four place with a score of 
78—N. T. Arms. Fifth place with a score 
of 79—W. Morris. Winners, according to 
their scores, were permitted to make their 
own selection of prizes. 


Buffalonians Picnic; Resume Meets 


BurFrato, N. Y., Oct. 5.—The Buffalo Lum- 
ber Exchange has resumed its fall activities, and 
its weekly luncheon of Oct. 2 was the best at- 
tended in a long time. About twenty-five were 
present. A five-minute talk was given by Oliver 
J. Veling, manager of Dohn, Fischer Co., on 
“What We Are Facing Today in the Lumber 
Industry.” He predicted five years of pros- 
perity for lumber, due to the excellent outlook 
for building, and gave a number of reasons for 
optimism. 

On Oct. 6 the Lumber Exchange held its 
twenty-third annual fall outing at Sturgeon 
Point, about twenty miles southwest of the city, 
on the shore of Lake Erie. About one hundred 
lumbermen from Buffalo and neighboring cities 
and towns were in attendance. The facilities of 
a roomy clubhouse, with a big open fireplace, 
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a lumber house could be made at a moderate 
price. 

They also decided that many of the specifiers 
of hardwoods and softwoods among the archi- 


tects did not know good lumber when they | 


saw it. Statements were made of how clients 
had failed to get what the architects had speci- 
fied, because some lumber retailer had hood- 
winked the architect into thinking he had pur- 
chased a good grade of lumber, then a poor 
and unsatisfactory grade had been delivered 
and placed in the house. It was determined 
that the student architects and engineers need 
education in what is good hardwood lumber, 
and what are the various grades of lumber used 
in home construction. To provide this, it was 
decided to issue to each student engineer or 


architect of the Cincinnati University a hand- 


book on lumber which would give him full and 
adequate information on the grades of hard- 


wood and softwood lumber and their uses. It § 


was stated that concrete and steel trade as- 


sociations see to it that university students here | 


and elsewhere are fully informed on the uses 


of steel and concrete, but that the lumber as- | 


sociations have been asleep at the switch. The 
Lumbermen’s Club decided that it would wake 
up and urge the National Lumber Manufac- 
turers’ Association to wake up as well. 
President Wilbur J. Wright, of the club, ap- 
pointed Edwin H. Ward, Roy E. Thompson 
and James C. West, all former presidents, to 
join with John F. Bade, first vice president of 
the Lumbermen’s Club to form a committee to 
contact professors at the University and obtain 
their consent to have students provided with 
handbooks on lumber. The National Lumber 
Manufacturers Association will be asked to 
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provide these booklets, and it is intended to 
have some of the University professors invited 
to the club dinners in an effort to interest them 
in the availability of lumber for construction 
purposes. 

It was also proposed to build an all-wood 
home and advertise it as such, so that the public 
could be invited to see how attractive a wooden 
house can be made. 

President Wright called attention to the 
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honor which had been conferred on a veteran 
member of the club by the National Hardwood 
Lumber Association in making Joseph J. Line- 
han, secretary-treasurer of Mowbray & Robin- 
son Lumber Co., first vice president of that 
association. 

Edwin H. Ward called the club’s attention 
to the tragic death of Herbert Bauman, former 
treasurer of the club, and all members stood 
in a tribute of respect to his memory. 


Hardwood Clubs Confer 


Southeast Hardwood Mills Report 
Decline in Stocks 


JACKSONVILLE, FLA., Oct. 4.—Despite expres- 
sions of optimism by members of the Sorth- 
eastern Hardwood Manufacturers’ Club, in ses- 
sion here on Sept. 29, they felt that in the main 
the producers—particularly of hardwood items 
—are not receiving a fair share of the profits 
from the business upturn which has been experi- 
enced in the last two or three years. They ap- 
peared scmewhat pessimistic, too, as to the 
probability of any early improvement. The idea 
was stressed, time and again, that the furniture 
factories are buying in such a way as to keep 
prices to their liking as much as possible. They 
buy from small local producers in the vicinity 
of their plants; and confine themselves to small- 
lot purchasers. 


Gordon FE. Reynolds, of Albany, Ga., recently 
elected a vice-president of National Hardwood 
Lumber Association, declared: “I look for 
prices to hold firm, and perhaps to get scme- 
what better—but not for any run-away mar- 
ket.” 

N. S. Curtis, of Deal-Curtis Lumber Co., 
Drifton, Fla., club president, on calling the ses- 
sion to order asked for a report from Mr. Rey- 
nolds, and Blucher Blair, of Midway Hardwood 
Co., Blountstown, Fla., as to sessions of the 
National Hardwood Lumber Association. Mr. 
Blair was the designated representative of the 
ciub. Each stressed the impression made by 
Merle Thorpe’s address, and each likewise called 
attention to the record of efficiency made by 
NHLA in its inspection work. 


A decision was reached that the club should 
absorb the work heretofore carried on for the 
last several months by the Georgia-Florida 
Lumber Traffic Association, Jacksonville, un- 
der the management of J. S. Farish. Mr. Far- 
ish will continue to direct the trarfic activity, 
and reported substantial progress. Mr. Farish 
paid an emphatic tribute to T. M. True, secre- 
iary of the Southern Cypress Manufacturers’ 
Association, who had given every possible co- 
operation. The understanding is that financing 
would be continued on a voluntary basis by 
those formerly contributing to this activity. 

Mr. Farish expressed the opinion that, inas- 
much as I&S 4035, the case involving rates 
within Official Territory, was to be reopened for 
reargument on Oct. 26, next, no change in rates 
might reasonably be expected before the last of 
January, at the earliest. As to the proposed re- 
vision upward of the Southeastern rates, both 
intrastate and interstate, Mr. Farish stated that 
the shippers’ committee had submitted to the 
Southern Freight Association certain rate 
Studies. indicating a course that would con- 
serve the carriers’ revenues, and at the same time 
make unnecessary the verv material advances 
Proposed. The Southern Freight Association, 
in order that it might have sufficient time to 
consider these studies, has petitioned the ICC 
that its order be further postponed for six 
months from Oct. 17. The shippers, he stated, 
will support the railroads’ petition for such ex- 
tension. 

Current production was discussed. Although 
a tew mills showed some slight increase in 
stocks since Jan. 1, the great majority reported 
a decided decrease, indicating a substantial de- 
Crease for the entire group. Some pessimism 
was voiced with regard to oak, and the export 


outlook, but was substantially offset by im- 
proved business in most other lines. 

A luncheon session followed the 
meeting. 


Tells Southwestern Hardwood Club 


of Importance of Salesmanship 


New Or eans, La., Oct. 4—On Sept. 29 the 
Southwestern Hardwood Manufacturers’ Club 
met as guests of Hillyer, Deutsch, Edwards 
(Inc.) at its plant in Oakdale, La. J. B. Ed- 
wards, president of the company, in welcoming 
his guests, said the future of the industry looked 
very bright to him, especially the immediate fu- 
ture, because of there being no excess stocks in 
the hands of the manufacturers as they go into 
the fall months. This favorable situation could, 
however, be destroyed through overproduction 
or failure to watch stocks on hand. He stressed 
the importance of good salesmanship in the 
lumber business. It was his view that poor 
salesmanship would offset and destroy the ef- 
fectiveness of any economy made in the other 
departments of the operations. Before the meet- 
ing was called to order, the guests were taken 
through the dimension plant, and were im- 
pressed with the way black gum made such 
splendid furniture. 

As J. LeRoy Glaze, president of the club and 
sales manager of the host, was busy arranging 
for the luncheon, Vice President G. N. Harri- 
son presided at the roundtable discussion. 
Everyone reported a good business, with orders, 
shipments and production well balanced. Some 
reported difficulty in maintaining an adequate 
log supply sufficient to keep plants operating 
every day. It developed that there is not much 
sap gum at any of the mills, and some reported 
being oversold on all grades, except the thicker 
items in FAS. Flooring oak is also scarce, 
with demand good. There is very little black 
gum west of the Mississippi River. Cypress is 
being sold as fast as cut. One mill operating 
60 hours a week reported that it was oversold 
on sap and black gum. The president of one 
company said that his inventory had increased 
$50.000 based on present prices. There is no 
disposition to increase running time. 

After the morning session a luncheon was 
served, with two delicacies as the main features, 
Calcasieu River fish and barbecued Kansas City 
steaks, with all the trimmings. 

After luncheon, discussion was resumed. 


Carolina-Virginia Hardwood Club 
Holds Monthly Meeting 


FAYETTEVILLE, N. C.. Oct. 5.—The Carolina- 
Virginia Hardwood Club held its regular 
monthly meeting’ at the Prince Charles Hotel 
here, on Sept. 29. First Vice-president J. C. 
Birgeson, Jr., of the Santee River Hardwood 
Co.. St. Stephens, S. C., presided. 

After the business session, H. M. Frankfort, 
of the Camp Manufacturing Co., gave an analy- 
sis, made by himself, on tupelo gum, covering 
fifteen weeks’ sales. This analysis was taken 
from information furnished by the club in its 
weekly report of past sales. The acting sec- 
retary-treasurer then gave those present the 
figures on stocks on hand, taken from the com- 
bined inventory report, which was to be pub- 
lished on that date. ; 

It was decided that next meeting should be 
held at Fayetteville, on Tuesday, Nov. 17. 


business 














Winter Is Coming... ‘ 


Customers are wondering if the old 
roof will do another year—planning 
repairs—perhaps counting on a new 
roof before Winter storms commence. 
Now's the time to push roofing mate- 
rials.) ABESTO lands those _ profit- 
able extra sales on the basic mate- 
rials for built-up roofing, recoating 
and repairing. ABESTO is SO easy 
to use—simply brushed on cold— 
and our free demonstration panel 
makes it easy to sell. Other Dealers 


are getting roofing profits — Write 
NOW for information and prices. 
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Forest Products Loadings to Be 
15.7 Percent Above 1935 


WasuHincTon, D. C., Oct. 5.—According to 
estimates compiled by the thirteen Shippers’ 
Regional Advisory Boards, made public today, 
freight car loadings in the fourth quarter of 
1936 are expected to be about 9.7 percent above 
actual loadings in the same quarter in 1935. On 
the basis of these estimates, loadings of the 
twenty-nine principal commodities will be 5,603,- 
186 cars in the fourth quarter of 1936, compared 
with 5,107,030 actual loadings for the same com- 
modities in the corresponding period in 1935. 
Among the commodities showing largest per- 
centages of increase in the estimates for the 
fourth quarter are lumber and forest products, 
15.7 percent. The actual loadings of lumber and 
forest products in the fourth quarter of 1935 
were 386,020 cars, while the estimate for the 
same period of 1936 is 446,478 cars. Of the 
twenty-two commodities that are expected to 
show increased loadings, only five show a larger 
percentage increase than the expected loadings 
of lumber and forest products. These are ore 
and concentrates, 40.8 percent; iron and steel, 
21.6 percent; machinery and boilers, 20.5 per- 
cent; cement, 19.7 percent; and brick and clay 
products, 15.9 percent. 

From the Pacific Northwest it is estimated 
that there will be an increase in car loadings of 
lumber and forest products, both pine and fir, of 
21.7 percent. It is estimated that 118,032 cars 
will be loaded in that district during the fourth 
quarter of 1936, compared with 96,983 cars 
loaded during the same period in 1935. 





Buys Timbered Island 


ASHLAND,. Wis., Oct. 5.—Eight thousand 
acres of standing timber on Outer Island, in 
the Apostle group, has been purchased by the 
Lullabye Furniture Co., of Stevens Point, Wis. 
The acreage involves the whole of the island 
with the exception of the small tract used as 
a Government lighthouse site. The furniture 
company intends to conduct extensive logging 
operations, the timber to be used in making 
wood products at the veneer plant at Butternut, 
Wis., which was recently purchased by the 
Lullabye company. 





Loading of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows that 
the revenue freight for the two weeks ended 
Sept. 26, 1936, totaled 1,596,580 cars, as fol- 
lows: Forest products, 72,583 cars (an increase 
of 6,360 cars above the amount for the two 
weeks ended Sept. 12); grain, 66,749 cars; live- 
stock, 38,059 cars; coal, 279,794 cars; coke, 19,- 
776 cars; ore, 117,836 cars; merchandise, 342,- 
474 cars, and miscellaneous, 659,309 cars. The 
total loadings for the two weeks ended Sept. 26 
show an increase of 132,041 cars above the 
amount for the two weeks ended Sept. 12. 





Information for the Home 


Builder 


A small booklet designed for the use of 
the prospective home builder, entitled “Ques- 
tions Before the House,” has been prepared 
by the Southern Pine Association. It con- 
tains practical information concerning lumber 
and methods of construction which are 
considered of much benefit to individual 
home builders. It deals with certain funda- 
mental points which are well known to 
building experts, but with which the average 
person is not at all familiar. Chapters deal 
with the character and quality of lumber, 
the necessity for securing lumber that is 
correctly manufactured, graded and _ sea- 
soned, the importance of special attention 
to certain features of the house, grades of 


lumber recommended for specific uses, and 
correct principles of construction to insure 
safety, durability, attractive appearance, com- 
fort, and economy in building and mainte- 
nance costs. This booklet will be distributed 
free to those interested, upon request to the 
SPA office at New Orleans, La., or to dealers 
east of the Rocky Mountains. 





Paul Bunyan's Fuel Pile 


WEstwoop, CA.iF., Oct. 3—A new moun- 
tain is rising here, rivalling the surrounding 
Sierra in the view of visitors to the plant of 
the Red River Lumber Co. It is the winter 
supply of boiler fuel, 130,000 cubic yards on 
Sept. 15, approaching 200 feet in height. 

The ground fuel is delivered by a conveyor 
from the sawmill hogs, and by an underground 
pneumatic tube a quarter of a mile long from 
the plywood factory. The waste from plan- 
ers, stickers and sanders throughout the vari- 
ous departments and factories is concentrated 
through overhead tubes. 

Three bulldozers, working on top of the pile, 
spread this accumulation, which is kept wet 
down by streams from fire hose. 

This is the largest winter fuel supply the 
Red River plant has built up in the past five 
years. Its size is due partly to increased pro- 
duction and also to improved efficiency in the 
utilization of steam. The 
boilers supply the steam 
power plant which backs 
up the hydro-electric sup- 
ply, the dry kilns, ply- 





Here is Paul Bunyan’s 
mountain of BTU's — ready 
to supply steam and elec- 
tricity during the winter. 
Its size may be judged from 
that of the man on top 





wood driers and the pub- 
lic and commercial build- 
ings of Westwood and a 
large number of the resi- 
dences. 

The mountain of BTU’s assures capacity 
operation of the newly increased dry kilns, 
and all other plant departments, through the 
winter. Log storage decks are rapidly grow- 
ing, and the Paul Bunyan outfit anticipates full 
production until spring. 


California Mill Has Cash-and- 
Carry Sale of Waste for Fuel 


San Dreco, Cauir., Oct. 3.—In order to 
keep mounting slabwood mountains from even- 
tually burying the many units of the 35-acre 
Benson Lumber Co. plant, at foot of Sigsbee 
Street in this city. Manager Harry Whitte- 
more hit upon the novel plan of an annual 
cash-and-carry sale of fuel wood or “sla- 
blocks” (Douglas fir slabwood) as the by-prod- 
uct is called. 

The company operates what is said to be the 
only sawmill in southern California, and is noted 
for the practice of having its logs towed down 
from its timber company in the Pacific North- 
west in huge 1,000-foot cigar-shaped rafts of 
about 8,000,000 feet of lumber. Three such 
rafts were brought down this season. 

This year’s slabwood sale was started during 
the middle of September, with hundreds of San 
Diegans appearing at the plant with gunny- 
sacks, automobiles and trucks. The cash-and- 
carry sale of this slabwood, which is cut to stove 
lengths, provides for the purchasers to bring and 
fill their own sacks, or take away the fuel in 
their automobiles or trucks. For those who de- 
sire to have the slabwood delivered to their 
homes, a special service is provided. 
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Coast Forest Fires Were 
Quickly Under Control 


NortH Benp, Ore., Oct. 3.—Fierce forest 
fires, starting suddenly in this southern Oregon 
Coast territory in the vicinity of Coos Bay, 
brought great damage to several communities, 
with attendant loss of life and property, and 
caused great excitement for a few days last 
week. The towns of Bandon and Prosper were 
practically wiped out, with the exception of the 
mills. Saturday and Sunday, Sept. 26 and 27, 
the strip of country back a few miles from the 
ocean was burning fiercely, and Marshfield and 
North Bend were threatened. Inhabitants were 
making plans to leave hurriedly with what be- 
longings they could take with them, but by 
Sunday evening another sudden change in the 
weather altered the situation and the danger 
was over for the time being. 

The origin of the fire is not definitely known, 
but presumably it started from some old fires 
smoldering in slashings and along the highway. 
A northeast wind, with humidity low, soon 
whipped up a raging forest fire along miles of 
front. There was some loss of timber and felled 
logs, and several logging camps with equip- 
ment were destroyed. Considering the start the 
fire got and its intensity, the loss of timber was 
relatively small, for several reasons. First, the 





fire started close to the coast line and, travelling 
in front of an east wind, swept toward the 
ocean, instead of the interior where the greater 


volume of timber naturally lies. Second, fire 
weather conditions, namely low humidity and 
an east wind, prevailed for only a few days, and 
were followed by rising humidity, fog and an 
accompanying west wind from the ocean, mak- 
ing it possible to get the fire under control 
quickly. 

About fifteen hundred people were made 
homeless on account of the burning of Bandon. 
The Red Cross and other relief bodies went to 
the rescue, and most of the people have re- 
turned. Plans are under way for rebuilding the 
town. The sawmills located there having es- 
caped, there will be no trouble in continuing 
employment of the population. 





Lower Fraser Mills Active 


Vancouver, B. C., Oct. 3—Lumber produc- 
tion in Lower Fraser Valley, with New West- 
minster, B. C., as its center, is this year ex- 
pected to reach or exceed the all-time record 
output of 1929. Mainly due to the heavy de- 
mand for lumber from Great Britain, and to 
the lowering of the United States lumber 
tariff, the larger Fraser River sawmills are 
operating on a day and night shift basis, Many 
of the smaller mills have resumed operations 
after being shut down several years. On pres- 


ent rate of production, and with lumber mar- 
kets holding up strong until the end of the 
year, the Royal City and district mills should 
produce about 500,000,000 feet this year. 
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, Prefabricated Structures to Be 
Promoted by New Firm 


rest | San Francisco, Cauir., Oct. 3.—Active oper- 
gon ations by a commercial organization to be con- 
Bay, | ducted under the name of Western Timber 
ties, | Structures (Inc.) started here on Oct. 1. 
and The corporation is composed of producers of 
last © Douglas fir lumber suitable for high-grade 
vere structural use; about thirty of the leading lum- 
the ber manufacturers of the Pacific Northwest hold 
| 27, all of the stock. 
the The main objective of this new company will 
and be to market prefabricated framed timber struc- 
vere tures which, in accordance with the most mod- 
be- ern engineering developments, will be designed 
by to take advantage of the economy and efficiency 
the now possible with timber connectors. Initial 
nger developments will include oil derricks, walking 
beams, pipe and casing racks, bridges, radio 
wn, | and tank towers, roof trusses and tunnel lining. 


Special emphasis will be placed on using the 
proper design and proper grade of lumber. 
Structures will be made of either treated or un- 
treated lumber. Standard treatments will be 
confined to creosote and Wolman salts, applied 
under pressure. 


It is planned to concentrate immediate activi- 
ties on the Pacific Coast, although the agree- 
ment with Timber Engineering Co. for the use 
of connectors applies to the entire United States. 
The principal- office will be in San Francisco, 
with branch offices in Portland and Los An- 
geles. 

A. C. Horner, at present consulting engineer 
for the National Lumber Manufacturers’ Asso- 
ciation, Timber Engineering Co. and other sim- 
ilar organizations, has been appointed manager 
of Western Timber Structures (Inc.), with offi- 
ces at 85 Second Street, San Francisco. 








Mr. Horner, a graduate in civil engineering A G — é 
from the University of Pennsylvania, was man- N automatic dipping vat need not be expensive. Many 
ager of the western office of the National Lum- : - ; 
ber Manufacturers’ Association from 1927 to efficient vat installations have cost less than one hundred 
1933, and has been closely identified with the z ‘ ‘ 
lumber industry since that time. Previous to dollars. The increase in bright lumber—the kind that sells 
1927, Mr. Horner was with the engineering de- . 
partment of the Southern Pacific Railroad, easier—soon pays for the vat and returns a real profit. 
building inspector and assistant to the city engi- 
neer of Stockton, Calif., and, for a short time, LIGNASAN*—the TIME-TESTED ANTI-STAIN CHEMICAL 
in charge of structural and products promotion = ; A 
work for the Portland Cement Association in —is used in more dipping 


Los Angeles. 


ling The policy of Western Timber Structures 
_ the will be to market its products through lumber 


vats because results are con- 


eater | retailers. Arrangements are already being made sistently good an after oe 
fire to select retail outlets in important consuming And continued research has 
= territories. : 
fee It is expected that many of the structures resulted in improvements mak- 
sail. produced by the company will be stocked, ready ° : 
nese for immediate shipment, at central points in ing even better results possible. 
both the San Francisco and Los Angeles metro- : 
—" politan areas. Special structures such as radio Consumers prefer bright lumber. 


or va towers and bridges, treated or untreated, will 


§ t More and more orders for air- 
probably be fabricated at lumber mills or treat- 





























} . J : . . sé 
ghd } ing plants and shipped direct to the job. dried stock specify “LIGNASAN-* 
g the Officers of the new company are: President— dipped.’”’ Keep old customers 
z es- § ©. H. Watzek, Crossett Western Co.;_vice- and g0 after new ones with 
quing president—H. E. Horrocks, West Coast Wood LIGN * 
Preserving Co. ; treasurer—C. G. Briggs, Booth- Di atten’ £50 feeaht GNASAN. 
Kelly Lumber Co.. and Secretary—F. C. Ha- ip one-half the length o reshly sawn, ; 
wa ae tee ees : seit : “¢ th very sappy boards in LIGNASAN* solu- * Trade Mark Registered. 
' ’ . e board o irectors consists 0 e tion. Leave other half undipped. Carefully 
|) officers and C. H. Ingram, Weverhaeuser Tim- mark boards for identification later and counnen 1900 
e ; ber Co., and F. C. Reed, Simpson Logging Co. stack in lower part ofan air seasoning pile. RASSE 
§ Inspect when dry and note sap stain 
_ . eee control on LIGNASAN*-dipped ends. ieee 
est- ° 
z THE GRASSELLI CHEMICAL CO., INC. 
4 wae ; Connector Company Organized * Guardian Bldg., Cleveland, Ohio 
ecord | : : 
y de- fe _ SAN Francisco, Catrr., Oct. 3—The Timber LIGNASAN nies ec akere, Rene 
di to 4 Engineering Co. of California was recently or- This le not to obligate me in any way. 
umber j ganized to act as representative in the State for Manufactured by 
ore { timber connectors and other devices controlled B. 1.Du Pont de Nemours Name 
Many & by Timber Engineering Co., subsidiary of the & Co., Wilmington, 
ations aca Lumber Manufacturers’ Association. Delaware, for ———— Address 
“ ‘A. C. Horner, consulting engineer for the Na- aeors 
res , 
a. tional Lumber Manufacturers’ Association and jn do gama sone aaa —_ Ciry & State 
f the Timber Engineering Co., heads the California pees oo » 
hould company, which has offices at 85 Second Street, 


San Francisco. 
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for FALL NEEDS-- 


In every community, there will be 
more new construction, modernizing 
and repairing started before Winter. 
Customers will be anxious to get the 
work under way without delay, and 
if you can deliver the goods, you're 
in line for the business. 


Let us help you balance your stocks 
with our good values and prompt, 
dependable service on: 
YARD AND SHED ITEMS, “EASED 
EDGE’ DIMENSION, FLOORING, 
CEILING. SIDING. FINISH. 
MOULDINGS, CASING. BASE, 
TIMBERS, etc. 
All Shed Stock is kiln dried—air 
dried items are Lignasan treated. 


Write TODAY for quotations — and 
let us fill a Trial Order for you. 


| 1. C. and G. M. & WN. Rallreads 
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Get Acquainted ! 


Ozark Brand Oak Floor- 
ing is building a reputa- 
tion for satisfaction. Qual- 
ity with economy never 
fails to build trade. Sam- 
ples and prices will con- 
vince you. 


Ozark Oak Flooring Co. Inc. 


BISMARCK, MO. 
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Here's What's New— 


Factory-Grooved Insulating Tile to 
Cut Installation Costs 


With the widespread use of fluted and grooved 
insulating tile for use on ceiling and interior 
walls, Certain-teed Products Corp., New York, 
N. Y., seeks to reduce the installation cost by 
providing a tile which is factory prepared, and 


_ needs only to be laid in the required designs 


without additional job fabrication. The name 
of the new product is Beaver Insulating Deco- 
rative Tile. It comes in squares 12x12-inch, 
and one-half inch thick. All the edges are bev- 
eled. Eleven basic designs are carried as stock 
items, and combinations of these may be used 
to provide an almost unlimited number of ceil- 
ing and wall patterns. Each of the eleven basic 
tiles is designed so that it can be used in com- 
bination with any or all of the others. A large 
number of suggested designs and patterns are 
available. The tiles may be painted or left in 
their natural color and texture state. It is esti- 
mated by the manufacturer that a substantial 
saving in installation cost, most of which can be 
passed on to the customer, will be realized by 
dealers who stock the product. Complete infor- 
mation and illustrated literature may be ob- 
tained by writing to the manufacturer. 


New Paint Ingredient Defies 
Ravages of Sun 


A new ingredient called Adia-Thermatic 
Certified Oil is announced as the result of ex- 
tensive scientific research hy the R. F. John- 
ston Paint Co., Cincinnati, Ohio. It is a blend 
of vegetable oils specially treated to provide 
a definite shield against the ultra-violet and 
infra-red rays of the sun. Used as a supplement 
to the pigments used in Johnston’s Surety Bond 
Paint, it is claimed that deterioration through 
fading and blistering is retarded to such an 
extent that forty percent is added to what is 
commonly accepted as the normal life of paint. 
It is stated that the new oil has a faint tint 
similar to that of window glass, which adds 
to the lustre of the paint. 


New Device Permits Quick and 
Lasting Chain Repairs 


Practo Link Lox is the name of a new de- 
vice for repairing broken chains which has 
recently been patented by International Manu- 
facturing Company, 712 Beacon St., Boston, 
Mass. It is made of copper plated hard steel 
wire, and comes in two sizes. No. 2 is for 
repairing chains of 2000-pound capacity, and 





No. 3 is for chains with 1000-pound capacities. 
According to the manufacturer, actual tests 
have proven that it will last twice as long and 
cost one-quarter less than other products made 
for the same purpose. Application consists 


merely of pressing Practo Link Lox together 
with the fingers, and applying it to the cross 
chain. The tension of the chain automatically 
locks it. For use on automobile tire chains, 
the new device is constructed so that it cannot 
injure the tire in any way. In bulk, the devices 
are packed 100 to a box. For retail sale, six 
of the larger and eight of the smaller type are 
packed in a box, and 24 boxes of either size 
comprise a carton. [Illustrated literature is 
available for distribution by the manufacturer. 


Issues Broadside to Commemorate 
Third Anniversary of Window 


Commemorating the third anniversary of its 
introduction of Red-E-Fit Rot-Proof Windows, 
the Huttig Manufacturing Co., Muscatine, Iowa, 
has issued an interest-compelling broadside for 
distribution to its jobbers east of the Rocky 
Mountains. The name of the individual jobber 
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is printed on the broadsides, which will be re- 
distributed to dealers. When folded the piece 
measures 8% inches by 11% inches. Opened 
to full size it is 2114 inches by 34 inches, and 
may be used as a very attractive poster. The 
poster depicts with large photographs and 
pointed paragraphs the important features of 
the product. 

The individual pieces from which each sash 
is made are machined first, and after they are 
completely fabricated they are treated witha 
rot-proof solution which penetrates into the 
mortise and tenon joints, thus sealing the joints 
against fungus growth. All windows are plowed 
and bored for cord, and may be used in any 
standard frame. The edges of all members are 
eased for the two-fold purpose of preventing 
binding, and safeguarding glaziers and car- 
penters who handle them from blood-poisoning 
often caused by splinters. The entire bottom 
rail and the ends of the stiles are shaped to the 
pitch of the frame sill. The window is thus 
delivered ready to place in the frame. A groove 
acts as a vacuum, and prevents rain from blow- 
ing under the sash. A rabbeted check rail pro- 
vents dirt from penetrating from the outside. 
The check is cut back over the parting stop, 
which saves time and labor in installing. The 
putty lock is dovetailed to give the putty a grip 
in the wood. Folders may be obtained by ad- 
dressing the manufacturer. 


Folder Explains Working of New 
Air Conditioning Unit 


The Reynolds Air Conditioning system is de- 
scribed in a folder just published by Reynolds 
Corp., 19 Rector Street, New York City. The 
equipment is an integral part of a Reynolds 
Specification House, according to M. S. Wolf, 
advertising manager of the company. The six 
services performed by this type of air con- 
ditioning are listed with explanations as fol- 
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lows: All-year air circulation; year-around air 
cleaning; properly humidified air in winter; 
automatic heat—automatically controlled; eco- 
nomical performance, and summer comfort. 
Cut-away views of the conditioner show its 
working parts plainly. 


New Cabinet Catch Announced 


A new catch of modern design to be known 
as No. 301 has been added to the line of build- 
ers’ hardware made by 
the Frantz Manufactur- 
ing Co., Sterling, Ill. Of 
all steel construction, this 
item has the novel feature 
of being quickly revers- 
ible for right or left hand 
doors by simply remov- 
ing a screw and turning 
the handle. The strike 
is further unique in that 
it is adjustable for offset 
as well as flush doors. 
The catch is available in 
all standard plated fin- 
ishes. It is believed by 
the manufacturer that the 
item will prove popular with builders. Com- 
plete information about the new product may 
be obtained from the manufacturer. 


Spectacular Publicity Attracts Thou- 
sands to Insulite House 


MINNEAPOLIS, MINN., Oct. 7.—The 1936 In- 
sulite Home, recently constructed here under 
the direction of the Insulite Co., is of interest 
to dealers for several reasons, not the least of 
which is the method used to attract attention 
to it—a method which might be borrowed by 
dealers for some of their own projects. As 
soon as ground was broken, a large illuminated 
sign was erected on the site. It read: “Watch 
it Progress! This 1936 Insulite Home will 
achieve great strength, durability, and lasting 
comfort, because it is built right and insulated 
with Insulite Bildrite Sheathing and Lok-Joint 
Lath.” At the base of the sign, space was pro- 
vided for progress announcements of various 
stages in construction, such as, “Bildrite Sheath- 
ing Now Being Installed.” At the time con- 
struction was begun, an architect’s perspective 
and a story were sent to the local newspapers. 
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Floodlights were played on the house as soon 
as it took definite form, and a timed publicity 
program backed with newspaper advertising 
was put into effect. As soon as the public be- 
gan to respond, several of the company’s rep- 
resentatives were stationed at the site to an- 
swer questions. A double-page spread in a 
Minneapolis newspaper climaxed the program. 
Several thousand persons passed through the 
completed house. 


Information About Oak Floors 
Given in Booklet 


The National Oak Flooring Manufacturers’ 
Association (Inc.), Memphis, Tenn., has re- 
cently issued a pocket-size booklet on “How 
to Lay, Finish and Care for NOFMA Oak 
Floors,” which is designed primarily for re- 
tailers. The information on the correct way 
to install and finish NOFMA oak flooring and 
keep it in good condition was prepared by the 
association, which by research and long ex- 
perience has accomplished progressive refine- 
ment processes which today mark the products 
of its members. Copies may be obtained from 
the Association on request. 


Belt Fasteners Prove Saving 


A big saving in belting replacements has been 
effected at Grand Coulee dam in Washington 
where the largest conveyorized construction 
project in the world is under way. The large 
conveyor is over a mile long, has twenty-two 
eight-ply belts which are five feet wide, and has 
handled about 14,000,000 yards of glacial mor- 
aine since work started. Eight belts have been 
ripped from end to end by snagged rocks, and, 
where this has occurred or where holes have 
worn, the belts have been patched and the sides 
of ripped belts joined by using Flexco HD Belt 
Fasteners made by the Flexible Steel Lacing 
Co., Chicago. 

Patches in the belts are cut in rectangular 
shape, the sides parallel with the sides of the 
belt and are held in place with the fasteners. 
It is advisable to round the four corners of the 
patch and hole leaving space for a diagonal 
fastener on each corner. In attaching the patch, 
the fasteners are spaced closely on the width of 
the belt, and a space of about three inches is 
left between them on the length. Thousands of 
feet of costly belt replacements have been saved 
by using the fasteners at the Coulee dam. 





A 100-foot section of belt- 
ing laced with steel belt 
lacing is shown going into 
place. Such insertions re- 
quire but twenty-eight 
minutes, and are neces- 
sary when a longer belt is 
needed with the advanc- 
ing of the stacker 








Kiln Equipment Shipped to 
Far-Away South Africa 


_JACKSONVILE, FLA, Oct. 5.—Shipping dry 
kiln equipment to far away places is no new 
experience for the Moore Dry Kiln Co., of 
this city, but it has just recently filled an 
order destined for perhaps the greatest dis- 
tance it has ever shipped. This was equipment 
for a Moore reversible cross circulation fan 
kiln, shipped to the Union of South Africa. 
The kiln—a regular Moore cross circulation 
kiln 88 feet long, operated progressive method, 
with all drying elements under positive control 
—was consigned to the department of forestry 
of the South African Government. The kiln 
has the famous Moore fan system, with all 





fans mounted on a single line shaft and oper- 
ated by one short center V-belt drive. Ship- 
ment was made from the Jacksonville plant of 
the Moore Dry Kiln Co. 





Output of Carolinas, Virginia 
60.9 Percent Up in '35 


CuHarLottTe, N. C., Oct. 5.—State Forester 
J. S. Holmes reports that production of lum- 
ber of sixty selected mills in North Carolina, 
South Carolina and Virginia increased 60.9 
percent last year over 1934. The three States 
produced 460,999,000 feet of lumber in 1935, 
compared to 286,483,000 in 1934, he said. 
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RROW BRAND Tidewater Red Cy- 
Ares as sold by the Florida Louis- 

iana Red Cypress Company is 
manufactured from virgin timber which 
originates in the tidal swamplands along 
the Gulf and South Atlantic Coasts. Its 
origin is a geographical guarantee that 
it is the true species of “The Wood 
Eternal." 


When you need cypress—trade and 
grade-marked Genuine Tidewater Red 
Cypress —remember that the Florida 
Louisiana Red Cypress Company with 
its five member mills is your most de- 
pendable source of supply. 


ALWAYS SPECIFY wets, Red. 
Tne p> Cy press 
Arrow Brand ‘rhe Weed Eternal* 


FLORIDA LOUISIANA 
RED CYPRESS COMPANY 
Jacksonville ...... Florida 
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WILLIAMS & VORIS 
LUMBER CO. | 


CHATTANOOGA, TENN. 


Twenty Million Ft. 


HARDWOODS 
OAK. FLOORING 
CEDAR LINING 





















































LUMBER COMPANy. l 
JACKSONVILLE. FLA. 


TIDEWATER 


HOLLEPTERRE| 


TANK- AND FACTORY GRADES 
FINISH-cASING-BASE-MOULDINGS 
no.14mN0.2 Com-Peck-LATH 
SAWN = HAND RIVED SHINGLES 








AND SOUTHERN 


HARDWOODS 


Peavy-Moore Lumber Co. inc. 
SHREVEPORT, LA. 


Manuifacturers of 
Southern Yellow Pine 
Oak Flooring 
Pine and Hardwood Dimension 














SALES OF 
SOUTHERN HARDWOODS 
handled by our new Hard- 
wood Department in charge of 
Mr. Percy Bass, 1109 Ameri- 
ean National Bank Blidg., 

Beaumont, Texas. 











Peavy-Wilson Lumber Co. Inc. 
HOLOPAW, FLA. 


Manufacturers of 


Extra Dense Virgin 
Long Leaf Florida Pine 


Dependable Values—Prompt Service 





DENSE Short Leaf PINE — KILN DRIED 


MIXED CAR SPECIALISTS 


Fidelity Lumber & Timber Company 


DURANT, MISS. 





WHITE PINE peter 


Ponderosa— 
California Whit 
Also and ‘Suger Pine 
Fir Wallboard $22" 2nd 


West Coast Products 


William Schuette Company 
New York 


Ofice—4i East 42d St. PITTSBURGH, PA. 











12 Years Manufacturing and Distributing. 
Stocks on hand at all times for Prompt Shipment. 


CEDAR CRAFT PRODUCTS, Inc. 


1052 Stuart Bidg., Seattie, Wash. 





“The Heart Content’’ 


Have you delayed giving your wife this new book 
by ‘‘the lumberman poet’’? Let us send it to you 
—take it home to her—how it will cheer her up! 
$1.50 postpaid. 


Address the Publisher 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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THE LUMBERMAN POET 








Shortcuts 


I’ve climbed up there, I’ve slid down rocks, 
I’ve had my share of bumps and knocks, 
And always found, when I got back 

To solid ground and level track, 

The good old road, the good old way, 

Would get your load more miles a day 

Than shortcuts would you sometimes see, 
However good they seem to be. 


And all the years I’ve found it so: 

A road appears too long, too slow, 

Like saving dimes, or making sure 

The path man climbs is quite secure, 
And so he tries some new way out, 

Some way the wise incline to doubt, 
Seme shorter cut just half as long 

That leads him, but that leads him wrong. 


I’ve tried a change and lost my load. 
It’s nothing strange, that kind of road. 
I’ve done the same, and paid the fee, 
But I don’t blame a man but me. 

I’m not a child, a man fullgrown; 
When I run wild, the fault’s my own. 
I say to you, you younger men— 

But then you'll do the same again. 


We See b’ the Papers 


Bet a radio set wouldn’t vote for any of ’em. 

Only 24 days in which to do your thinking. 

Americans eat three billion doughnuts a year. 

Just wait until the tax collectors hear about 
that. 

Let’s see: at one cent each, that’s thirty mil- 
lion dollars. 

Rather appropriate, too. 
ment in the hole? 

A lot of people think they wouldn’t sell their 
vote, and yet they do. 

Probably the Spaniards also thought that it 
couldn’t happen there. 

What we ought to do is to put a good stiff 
tariff on foreign ideas. 

Political technique is to loosen up before 
election and tighten up after it. 

A lead in a poll may be a good deal like a 
paper profit. You have to take it. 

We wish the children could keep as quiet 
now and then as Prof. Tugwell can. 


At last we have seen a truthful road sign. 
Observed this just north of New Lexington, 
Ohio, last week: “%4 mile to dam.” 

Al Smith must wonder where all these Re- 
publican admirers of his were in 1928. 

In Spain instead of pouring oil on the trou- 
bled waters they pour it on the enemy. 

Pork chops have doubled in price. It would 
be fine for the farmer if he had any pork. 

Spain has discovered that that is what hap- 


pens to a country when it fools around with 
isms. 


Isn’t the Govern- 


The trouble with devaluating your currency 
is that the other fellows, darn ’em, do the same 
thing. 

According to Al Smith, now is the time for 
all good men to come to the aid of the other 
party. 

It’s a funny thing, but the fellows who help 
the communist cause most aren’t always com- 
munists. 

Whenever a Spanish city is invested by the 
rebels it looks about like some of our own in- 
vestments. 


Don’t know what the emblem of the Lemke 


party is, but Jim Farley would probably sug- 
gest a gnat. 


_ This year 4,655,955 persons visited the na- 
tional parks, of whom several did not come in 
trailers. 


With floods in Texas and drouth in the Da- 
kotas, even Nature doesn’t seem to know what’s 
best for us. 


Another question that will never be settled 
is whether Al Smith left the party or the party 
left Al Smith. 


We used to think we were an optimist, but 
we are resigning in favor of John Hamilton 
and Jim Farley. 

Fellow named Schnackenburg is running for 
the legislature in Illinois. He won't get a very 
big write-in vote. 

We may not have a rendezvous with destiny, 
but we certainly have one with the radio set 
the night of Nov. 3. 


We have named election day the National 
Intelligence Test, but NIT would be shorter 
and mean the same thing. 


In Hollywood a movie actress suffered con- 
cussion of the brain, thus deciding a moot point 
regarding movie actresses. 


President Roosevelt has allocated $849,336 of 
a total $971,836 to Pennsylvania for the repair 
of bridges, but doesn’t say what kind. 


“Hostesses” are to be abolished by Chicago 
saloons, but the fellows will still find somebody 
to welcome them when they get home. 


Nine thousand Irish have offered to fight for 
the Spanish rebels, after first asking if this 
was a private fight or could anybody get in it. 

We're not joking a bit when we say that 
probably the best thing for the country would 
be to let the Democrats and the Republicans 
have it every other four years. 


Tragedy 


A bird sang in the wilderness, 
A hunter doomed to die; 

A little rose I saw him press 
To earth while passing by. 
And yet the story I would tell 
Is not the hunter brave: 

It is a dying rose that fell 
Upon a singer’s grave. 


Between Trains 


Evxins, W. Va.—The foresters from eleven 
States, from West Virginia on the east to Min- 
nesota on the west, gathered here this week for 
the annual convention of the Central States 
Forestry Congress. Whom should we find sit- 
ting across from us at the annual banquet 
tonight but Scott Leavitt, a lifetime forester, 
whom we used to know in Montana, but who 
is now located in Wisconsin, and had spent ten 
years in Congress in the meantime without it 
apparently hurting him any. It was a great 
convention, with much illuminating talk and 
not illuminating gas. For example, Ira N. 
Gabrielson, of Washington, D. C., chief of the 
United States Biological Survey and better 
known as “Gabe,” told us that only a growing 
forest was likely to encourage the propagation 
of game. Deer stick to a region of young 
growth. Mature timber kills off undergrowth 
and shuts off their food supply. Then there 
was E. W. Tinker, also of Washington, from 
the United States Forest Service, who assured 
the foresters the national government had no 
intention of interfering with State authorities, 
just showing them. It was good to see G. H. 
Overholt, of Elkins, secretary of the Congress, 
who first imported us to Elkins ’way back in 
1925. Maj. H. W. Shawhan, West Virginia 
director of conservation, joined in welcoming 
us to the scenic State. 
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BILL OF MATERIAL | column 6x6—8, porch 2 cir. hd. sash | It. 8x26 13% leaded 
1 column 5x5—8 turned, porch (split) 300 lin. ft. 1.S. base 
4 CONCRETE, BRICK & PLASTER 4 balusters, 2'%4x2'2—32 in. turned, porch 300 lin. ft. 1.S. base shoe 
286 cu. ft. conerete footings 18 lin, ft. 1x12 balustrade, porch 26 lin, ft. 4x2 wainscot cap 
660 cu. ft. concrete blocks 40 lin. ft. 1x2 mould, battens, porch | shelf txi2—7 } 
j 280 . ft. brickwork 1 pe. top rail 134x5%4—4-6 porch 2 shelves Ix!2—5 | 
22 lin. ft. chimney 1 pe. bot. rail 134x3—4-6 porch 6 shelves 1xI6—2 | 
20 Hin. ft. flue lining | set rear steps complete 30 lin. ft. ix4 hook rail 
6 lin. ft. concrete step 2 0.S. door frs. 2-8x7-0, trim | side 30 lin, ft. Ix2 cleat 
80 sq. ft. cement porch floor 4 1.S. door frs. 2-8x7-0, trim 2 sides 1 trap door & fr., trim 24x30 
rE 440 sq. ft. cement basement floor 6 1.S. door frs. 2-6x7-7, trim 2 sides | kitchen cabinet, det. 
: 380 yds. plastering 1 1S. door fr. 1-6x7-0, trim 2 sides 10 pes. Ixt0—2 ft. 9-in. cellar steps 
| access door fr. & trim !-6x2-0 
LUMBER & MILLWORK 
even 28 ts : 9 wdw. fr. 12 It. 10x!2, trim 1 side HARDWARE & SHEET METAL 
Min- Q in. ft. 2x8 sills 1 wdw. fr. 12 It. 8x10, trim 1 side init, oie 
for pes. 2x10-—16 joists 2 cir. top sash frs. | It. 8x26, no trim gre 
< 10 16 pes. 2x10—14 joists 1 door 2-8x7-0 134 15 Its. SS 10 sets weights & cord 
tates 72 lin. ft. 2x10 joist header [a Be Oh 8 on 2 pr. 4x4 butts 
A : | . . -8x7- Ya pan. 4 It. SS ' Vv 
lsit- | | 24 pes. 2x6—I14 ceiling joist | door 2-8x7-0 134 15 It. SS 10 pr. 3/2x3'/2 butts 
iquet | 36 pes. 2x6—16 ceiling joist 3 doors 2-8x7-0 13 2 nan | front door, | rear door lock set 
ster, 800 lin. ft. 2x4 plates 6 doors 2-6x7-0 1% 2 pan. 10 0.6. Geer feet ents 
h , 400 lin. ft. 1x3 bridging ‘ae bs a 1 D.A. floor hinge 
who r 1-6x7-0 1% 2 pan. 
t 80 lin. ft. Ix4 ribbon 9 wdws. 12 It. 10xi2 1% SS 2 push plates 
tten § 670 lin. ft. %4xl% grounds joan i & Gen me 10 sash locks & lifts 
ut it 480 lin, ft. 34xt grounds . ‘ ” 8 pr. cupboard door hinges 
preat 30 pes. 2x6—18 main rafters { pr. 2x2 butts (access door) 
and 12 pes. 2x4—12 rafters 5 cupboard turns 
rN. 8 pes. 2x4—I10 rafters 2 drawer pulls 
f the 12 pes. 2x4—12 collar beams 4 elbow catches 
tt 5 cire. rafters 2x4—8, porch roof 24 shelf pins 
pereer 3 pes. 2x4—8 porch ceiling joist 42 lin. ft. 3-in, down spout 
wing | { pe. 2x10—10 porch plate 74 lin. ft. 4Y2-in. hanging gutter 
ation 136 pes. 2x4—9 outside studs 50 lin, ft. valley tin 
oung 28 pes. 2x4—10 gable studs 54 lin. ft. ridge roll 
owth 114 pes. 2x4—8 inside studs Insulation by owner 
2 pes. 2x10-12 stair horses p 
there cunt. has Gee PLUMBING & HEATING 
from a4 oy 
d 1700 ft. Ix8 shiplap sheathing . 1 built-in bath tub 5 ft. 
_ 750 ft. Ix4 roof sheathing a LIVING ROOM 1 closet seat complete 
d no 13 squares 16-in. shingles, roof | a | lavatory 
rities, 1800 ft. 8-in. lap siding a 1 medicine cabinet 
x. H. 180 lin. ft. Ix6 cornice | bell trap 
ress, 180 lin. ft. 4/2-in. crown mould., cornice a 1 C.1. cleanout door 
ck in 10 lin. ft. porch plate & boxing 4 “we | heating plant complete 
-ginia 56 ft. %-in. beaded ceiling, porch = . Painting and electrical equip. by owner 
ming 



































BILL OF MATERIAL 


CONCRETE, BRICK & PLASTER 

453 yds. plastering 

35 sq. ft. tile, hearth & mantel 

1,070 ecu. ft. concrete footings & walls 

120 cu. ft. brickwork chimney base & fire- 
place 

32 lin. ft. double flue lining 

22 lin. ft. double flue chimney 

614 sq. ft. 3-in. basement floor 


LUMBER 

4 pes. 2x!0-20 girders 

4 pes. 2x10-14 girders 

190 lin. ft. 2x8 sill plates 

33 pes. 2x8-16 floor joist 

33 pes. 2x8-14 floor joist 

12 pes. 2x8-12 floor joist 

33 pes. 2x8-16 ceiling joist 

33 pes. 2x8-14 ceiling joists 

12 pes. 2x8-12 ceiling joist 

8 pes. 2x8-10 porch joist 

6 pes. 2x4-10 porch ceiling joist 
4 pes. 2x12-10 porch plate 

960 lin. ft. 2x4 plates 

30 pes. 2x4-20 rafters 

20 pes. 2x4-18 rafters 

6 pes. 2x4-10 rafters 

6 pes. 2x4-8 rafters 

300 pes. 2x4-9 studs 

36 pes. 2x4-12 studs, gable 

2 pes. 2x6-24 valley rafters 

2 pes. 2x6-18 valley rafters 

500 lin. ft. x3 bridging 

90 lin, ft. Ix6 ridge 

36 ft. flooring, 36 ft. ceiling, porch 
1400 ft. ix6 T&G subfioor 

1400 ft. Ix4 roof sheathing 

2000 ft. ix!0 V-cut siding 

20 squares 16-in. shingles 

i set O. S. steps, 3 risers 9-0 

| set O. S. steps 3 risers 3-0 
4 porch columns 7'/2x7'/2-8 

16 ft. plate casing, see elevation 
48 lin. ft. 1-6 fascia 

130 lin. ft. 4-in, crown moulding 
160 ft. ix8 0. S. base 

160 ft. 2-in. water table 

160 ft. t-in. cove 

1480 ft. Ix4 flooring 

1 0. S. door frame 2-10x6-8 & trim 
1 0. S& door frame 2-8x6-8 & trim 


AMERICAN 


bas. sash frs. 3 It. 
quad. wdw. fr. 8 It. 10xi2 & trim 
trip. wdw. fr. 8 it. 10x12 & trim 
sgl. wdw. fr. 8 It. 10xi2 & trim 
twin wdw. fr. 8 It. 9x9 & trim 
sgl. wdw. fr. 8 It. 10x9 & trim 
sgl. wdw. fr. 8 It. 8xi0 & trim 
quad. sash fr. 6 It. 7x10 & trim 
sgl. sash fr. 4 It. 8x8 & trim 

4 1.8. door fr. 2-8x6-8 & trim 

4 1.8. door fr. 2-6x6-8 & trim 























LIVING ROOM 





FLOOTF PLAN m 


LUMBERMAN 


1 1.8. door fr. 3-4x6-8 & trim 
1 1.8. door fr. 1-6x6-8 & trim 
2 1. S. door fr. 2-4x6-8 & trim 
1 1.8. door fr. 1-2x1-4 & trim 1 side 
1 door 2-10x6-8 1% elv. DS 

| door 2-8x6-8 1% elv. DS 

4 doors 2-8x6-8 1% 

4 doors 2-6x6-8 1% 

| door 1-6x6-8 1% 

2 doors 2-4x6-8 1% 

| pr. doors 4-0x6-8 1% 

1 pr. doors 3-4x6-8 1% 







DINING ROOM \ x 





sve 














1 door 1-2xi-4 % 1 pan. 

| batten door 3-0x6-6 

| batten door 2-6x6-6 

| batten door 2-6x2-0 

5 sash 3 It. 10xI2 1% SS 
21 windows 8 It. 10xi2 1% DS 
2 windows 8 Its. 9x9 1% DS 
1 window 8 It. 10x9 1% DS 
1 window 8 It. 8x10 1% DS 
4 sash 6 It. 7x10 1% DS 

2 sash 4 It. 8x8 1% SS 


124 lin. ft. ceiling & picture mid. det. 


82 lin. ft. 2x3 wainscot cap 
380 lin. ft. base and shoe det. 
16 lin. ft. 12-in. shelving 

24 lin. ft. 18-in. shelving 

12 lim ft. 24-in. shelving 

78 lim ft. 2-in. cleat 

34 lin, ft. 4-in. hook strip 

16 lin. ft. clothes rod 

6 rosettes 

| stairway; | basement stairway 
1 medicine cab. 12x18 mirror 
| ironing board; | mantel 

1 kitehen cupboard det. 

| breakfast room set det. 


HARDWARE 


450 Ibs. nails; 25 sets wts. & cord 
| front door, | rear door lock set 

1 D.A. door floor hingo & plate 

12 1.S. door lock sets 

6 pr. 3x3 butts; 3 pr. 4x4 butts 

12 pr. 32x32 butts; 2 pr. 2x2 butts 
9 pr. butterfly hinges chrome plated 
7 cupboard turns chrome plated 

2 elbow catches chrome plated 

25 sash locks and pulls 

10 drawer pulls 

1 C. 1. coal door & frame 

2 C. |. cleanout doors 

i C. 1. ash dump, fireplace 

76 lin. ft. 4x5 gal. iron gutter. 

60 lin. ft. 3/2-in. down spout 


PLUMBING 


| bath tub 5-ft. built-in type 

2 closets, | lavatory 

1 kitehen sink, | laundry tub, double 
BY OWNER 

Heating plant, elec. fix. & paint 
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THE BUSINESS RECORD 








Business Changes 


ARKANSAS. Fort Smith—Fitz Lumber Co. 
changed name to Fitz-Lewis Lumber Co, 

Fort Smith—Fort Smith Lumber & Trading Co. 
purchased by Ben Young, lumberman of Wagner, 
Okla., who has assumed management. 

CALIFORNIA. San Francisco—E. E. Gillon suc- 
ceeded by R. E. Byard, 3931 Geary Blvd. 

GEORGIA. Chatsworth—Farrar Lumber Co. ac- 
quired by George Meier, who will improve the 
plant and add a dry kiln. 

IDAHO. Ashton-—Howe Lumber Co. 
by Rexburg Lumber Co. 


ILLINOIS. Oregon—Schiller Piano Co. succeeded 
by Schiller-Cable Piano Manufacturing Co. 


MINNESOTA. Minneapolis—Atlas Lumber Co. 
succeeded by Atlas Lumber Yards here and at all 
branch yards in Minnesota, North Dakota and 
South Dakota. 

Minneapolis—Allen A. Bond & Son succeeded by 
Bond Lumber Co., Lumber Exchange Building. 


MISSOURI. Corder—George F. Rogge (Estate) 
lumber yard purchased by Elmer Weber, who will 
operate it under the name of Corder Lumber Co. 

Springfield—Pierce-Stigman Lumber Co. sold 
local yard to Charles C. Meek Lumber Co. 


OREGON. Portland—Howard Jayne Co. changed 
name to Bert D. Campbell & Co., Failing Build- 
ing. 

Sisters—Rickert & Son’s sawmill succeeded by 
Deschutes Pine Mill, who will remodel the mill 
and increase its capacity. 


WISCONSIN. Elroy—Brittingham & Hixon Lum- 
ber Co., succeeded by Neil Schulz, of Wonewoc. 


Incorporations 


ARKANSAS. Camden—Carroll Lumber Co.; $750. 
¢ Ly Bluff—Wolmanized Casket Mills (Inc.); 
10,000. 


CALIFORNIA. Los Angeles—Robin Hood Wood 
Products (Inc.); $25,000. 


CONNECTICUT. New Haven—Consolidated Lum- 
ber Co.; $50,000. 

FLORIDA. Hines—Hines Cross Tie Lumber Co. 

Palmetto—Orange State Lumber Co. 


INDIANA. Brimfield—S. & R. Lumber Co. 


MICHIGAN. Muskegon — Modern Woodwork 
(Inec.), 1205 Peck St.; $9,600. 

NEW JERSEY. Waldwick—North Bergen Lum- 
ber Co.; $125,000. 

NORTH CAROLINA. Elkin—Boone Furniture 
Co., incorporated with capital of $100,000, leased 
plant here for manufacture of bedroom and dining 
room furniture. 

Liberty—Liberty Veneer Co.: $100,000. To man- 
ufacture, buy and sell all classes and kinds of 
wood furniture. 

TEXAS. Port Arthur—Spector 
Lumber Co.; $10,000. 

San Antonio—Wholesale Roofing & Builders Ma- 
terial Association (Inc.); $20,000. 

WASHINGTON. Chehalis—B. & C. Lumber Co.; 
$20,000. Logging. 

WISCONSIN. West Allis—Wilbur Warehouse & 
Sales Co.; wholesale building material business ex- 
clusively, covering southern half of Wisconsin. At 
present the company is not handling lumber or 
millwork, but only roofing, insulation, wallboards, 
etc. The Wilbur Lumber Co. does not hold any 
stock in the Wilbur Warehouse & Sales Co., nor 
do any of the organizers of Wilbur Warehouse & 
Sales Co. own stock in the Wilbur Lumber Co. 

CANADA. BRITISH COLUMBIA. Fraser Arm 

O., Burnaby—Fred N. Tait Lumber Co. (Ltd.); 
sis 000. Offices are at Marine Drive and Gilley 
Avenue. 

Vancouver—Granville Lumber Co. (Ltd.), 308 
Randall Building, 535 West Georgia St.; $10,000. 
Will carry on business as owners and operators 
of a general logging and lumber business. 

Vancouver—Pacific Coast Timber Products (Ltd.), 
416 Pacific Building; $100,000. Will carry on busi- 
ness as logging operators. 

Vancouver—Premium Shingle Co. 
Stock Exchange Building; $50,000. 
operators. 


succeeded 





Wrecking & 


(Ltd.), 719 


Shingle mill 
Vancouver—Klein Timber Co. (Ltd.), 163 West 
Hastings St.; $10,000. 

Vancouver—Pacific Coast Hardwoods (Ltd.), 470 
Granville Street; $10,000. 


New Ventures 


CALIFORNIA. Los Angeles—Anglo California 
Lumber Co., 6420 Avalon Boulevard; wholesale. 

Wilmington—Coos Bay Lumber Co., 1600 Wil- 
mington-San Pedro Road. 

LOUISIANA. Bogalusa—M. Marx (Inc.) is in- 
creasing its business by opening a retail lumber 
yard in Ontario Street. 

NEW YORK. Woodridge—Woodridge Lumber 
Co.; retail. 

NORTH CAROLINA. Archdale—Weaver Lumber 
Co.; wholesale and commission. 


OKLAHOMA. Lawton—Home Lumber Co., 514 
South Second St.; will carry a complete line of 
building materials. 


OREGON. Portland—Howard R. Hudson, Ter- 
minal Sales Building; lumber broker. 

Marshfield—Acme Lumber Co. will open soon on 
South Broadway; will deal in general building 
materials. 

TEXAS. 


Alvin—Laird-Robertson Lumber Co. 


will open here, carrying a complete line of oil field 
timbers as well as a complete stock of building 
lumber and supplies. 

Smithville—J. C. Kahenek opened a _ building 
material yard here, having closed out his lumber 
business at Schulenburg. 

WASHINGTON. Port Angeles—Angeles Mill- 
work Co., 226 East Ist St. 

Tacoma—Gamble Wood Flour Co., E. 11th and 
D St. 





Casualties 


NEBRASKA. St. Paul—Fleming Lumber Co. 
destroyed by fire, with estimated loss of $40,000. 
Partly covered by insurance. 

NEW YORK. White Plains—Fordham Lumber 
Corp., 100 Martine Ave., suffered fire loss unoffi- 
cially estimated at $20,000. 

OHIO. Galion—J. A. McClure Lumber Co., saw- 
mill, including a planer, band saw, rip table, cut- 
off saw, a truck and 75,000 feet of lumber, de- 
stroyed by fire, with loss estimated at $5,000. No 
insurance. Plans for rebuilding are indefinite. 

TEXAS. 3eaumont—Mabry Manufacturing & 
Lumber Co. plant damaged $60,000 by fire. No 
insurance. 


New Mills & Equipment 


MARYLAND. Hebron—G. A. Bounds & Co. 
plans woodworking plant to cost about $37,000, to 
replace recently burned one. 

Woodberry—Empire Woodworking Co., 3203 No- 
ble St., Baltimore, has leased space on Union Ave., 
here, for woodworking shop. 

MISSISSIPPI. Meridian—Tuscaloosa Veneer Co. 
will begin construction of a factory here in the 
early future. 

OREGON. Ophir—Standard Battery Separator 
Co. will rebuild recently burned sawmill. 

TENNESSEE. Rogersville—John T. Walker 
Lumber Co. is rebuilding recently burned sawmill 
and planing mill, at cost of about $4,500. 

TEXAS. Sherman—Grayson Millwork & Supply 
Co. is erecting two ironclad buildings at Pecan and 
Branch Streets, and will install thirty machines. 





Texas Concern Buys More 


Timber 


Conroe, TEx., Oct. 5.—Officials of the Con- 
roe Lumber Corp., operating a modern saw 
and planing mill at this place, have announced 
recent purchases of timber that materially in- 
crease the holdings of the company and assure 
a life of many years for this operation. The out- 
put of the Conroe Lumber Corp. is sold by the 
Angelina County Lumber Co., Keltys, Tex. 
which over a period of half a century has built 
up an enviable reputation for quality and serv- 
ice, In fact, “Sudden Service” is its slogan 
and quality is its fetish. The plant at Conroe 
is one of five, the output of which is marketed 
by the Angelina County Lumber Co. E. L. 
Kurth, vice president and general manager of 
that company, is a stickler for quality and serv- 
ice, and in this respect has the hearty co-opera- 
tion of the entire personnel, not only of his own 
organization but of all the others associated 
with it. 

J. H. Castleman is superintendent of the Con- 
roe Lumber Corp., which employs 250 men at 
the plant in Conroe and 150 men in the woods. 





Hymeneal 


CHAPMAN-NELSON—Mike Chapman, man- 
ager of the Maxwell Lumber & Coal Co., Max- 
well, Nebr., and Miss Elizabeth Nelson were 
married Sept. 8 at the Baptist parsonage in 
North Platte, Nebr. 


LANNERS - BARTSCHER — Miss Angela 
Bartscher was united in marriage to Nick 
Lanners, Sept. 22, at St. Mary’s Catholic 
Church in Salem, S. D., by Rt. Rev. B. 
Weber. The bride was employed in the gen- 
eral offices of Loonan Lumber Co., Sioux 
Falls, S. D., while Mr. Lanners is assistant 
manager of the Hawkeye Lumber Co. at Cen- 
terville, Iowa. 


BAILEY-HUNT—Roland William Bailey of 
the accounting department of Cummer 
Cypress Co., Jacksonville, Fla., was united 
in marriage, Sept. 17, with Miss Rosemary 
Hunt, daughter of Mrs. Mary Mayo Hunt. 
The nuptial rites were solemnized in the 
Church of the Immaculate Conception, Jack- 
sonville, the Rey. Fr. James J. Meehan, pas- 
tor, officiating. 
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GOOD LOGS 


GOOD 
MANUFACTURE 


GOOD 
SERVICE 








That's the Wier For- 


mula for helping 
Dealers to Build Busi- 
ness and Profits. 


Let us prove it! 





Al a So), fem SN a 


LUMBER CO. 
HOUSTON, TEXAS. 


Mills. Wiergate, Texas. 


a ee ee 

















OU’LL MAKE NO 

MISTAKE in putting 
your Longleaf require- 
ments up to us—quality 
timber—quality manufac- 
ture, careful loading and 
prompt shipments on all 
house bill items. 


























CALCASIEU 
YELLOW PINE 


Complete line of kiln dried 
Yard and Shed Stock 


Eased Edge Dimension 


Timbers, chemically treated to 
prevent stain. 

















NDUSTRIA 


. LONG 


LUMBER CO.,Inc. LEAF 


ELIZABETH, LOUISIANA 
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National Production, Shipments and Orders 


Wasuincton, D. C., Oct. 5.—Following is the National Lumber Manufacturers’ Association report for two weeks ended Sept. 26, and for 
thirty-nine weeks ended that date, covering mills whose statistics for both 1936 and 1935 are available; also percentage comparison with statistics, 
for identical mills for the corresponding period of 1935: 


TWO WEEKS: 

Softwoods: 

Southern Pine ...... seeennsesuanes aveneoseas 
West Coast ....eeee- ee eencceoes eescecoeons 
Western Pine ......-ee0 evcccece ceeecceseseos 
California Redwood ...... eteneeon as aaekonee 
Southern Cypress.......+seeee0- ikbinonweee 
Northern Pine.......-ee++-. eccecccococe coccee 
Northern Hemlock............ oe ebbenenduneee 


Wotal BeltweedSe cc ccccccccccvcecscceveesece 
Hardwoods: 
Southern Hardwoo0ds®.......ccccccccccccces 
Northern Hardwoods.......cesesesesesees eee 


Total Hard wo0ds.....cccccccsvccces +eeene ee 
Grand total......... oeeeccece eeecenae TTT eT 
THIRTY-NINE 
Softwoods: 
Southern Pine........e-see thadonnedbawenns 
WESE CaGSt.c ccoccccccccccccccepece eeenneeeess 
Western Pine... cccccccccccece ceeneeesceooeve 
California Redwood..... ee e 
Southern CyPress......sseeesecscesess eoeees 
Northern Pine..... oevetveeeceseeeees beeeneees 
Northern Hemlock..... 


Total Boltwoods...cccccccccccccccccccccces 


Hardwoods: 
Southern Hardwoods®........eeeeeeee eeweee 
Northern Hardwoods.......cseeeeeeees eceee 


Total Hardwoods. éeebiadroeceesoune eens 
GramG@ totals. occ rccccccccccccce 


*1935 figures not available. 


Av. No. 


Production Percent Shipments Percent Orders Percent 

Mills 1936 of 1935 1936 of 1935 1936 of 1935 
109 65,080,000 108 72,861,000 122 74,353,000 126 
202 221,249,000 107 246,656,000 118 228,750,000 129 
118 160,194,000 97 142,342,000 113 151,441,000 99 
13 19,313,000 117 20,695,000 139 18,270,000 122 
11 5,921,000 136 5,250,000 115 5,000,000 109 
7 9,515,000 121 4,938,000 83 4,632,000 90 
17 5,409,000 257 3,277,000 99 2,874,000 99 
477 486,681,000 105 496,019,000 117 485,320,000 116 
89t 23,285,000 ve 20,498,000 =e 23,052,000 me 
17 2,844,000 71 3,630,000 105 4,531,000 149 
106 26,129,000 24,128,000 27,583,000 ae 

566 512,810,000 520,147,000 512,903,000 

114 1,266,817,000 122 1,322,209,000 117 1,326,278,000 115 
202 4,098,274,000 151 4,054,505,000 136 4,015,650,000 135 
122 2,467,169,000 119 2,365,724,000 117 2,445,685,000 117 
13 338,000,000 132 325,846,000 419 321,821,000 114 
12 107,001,000 138 110,944,000 118 99,600,000 116 
q 107,137,000 100 88,780,000 83 83,455,000 rt] 
17 75,902,000 111 55,358,000 04 57,275,000 94 
487 8,460,300,000 134 8,323,366,000 125 8,349,764,000 124 
13¢ 309,935,000 aioe 318,521,000 as 317,184,000 emt 
17 86,693,000 126 76,777,000 117 76,489,000 110 

90 396,628,000 122" 395,298,000 122° 393,673,000 122** 

560 8,856,928,000 133** 8,718,664,000 125** 8,743,437,000 123** 








**Estimated. ¢Units of production. 





California Redwood 


San Francisco, Cauir., Oct. 3.—The follow- 
ing information is summarized from the reports 
of 16 mills to the California Redwood Associa- 
tion for August: 


—Redwood— White 
Percentof Wood 





Feet Production Feet 
Production ..... 38.550,000 ‘ 4.380,000 
Shipments ...... 33,142,000) 3,053,000 
Peet CEO cccces 3,015,000 § 94 830,000 

Orders— 
Received ..... 31,879,000 83 2,877,000 
On hand ...... 36,242,000 2,464,000 
Stock on hand.. .268,530,000 11,666,000 
Detailed Distribution of Redwood 

Shipments Orders 
Northern California*.. 11,188,000 11,007,000 
Southern California*.. 8,715,000 7,839,000 
DT éxénevrsnnedes 49,000 353,000 
DE. veiunwssevees 10,698,000 9,991,000 
PE. cecrevecensees 2,092,000 2,689,000 
TE eccdacednsened 33,142,000 31,879,000 


*North and south of line running through 
San Luis Obispo and Bakersfield. 


+Washington, Oregon, Nevada and Arizona. 
tAll other States and Canada. 





CHICAGO MOVEMENT 


Chicago receipts and shipments of lumber 
and shingles in thousands, were reported by 
L. C. West, statistician, of the Board of 
Trade, for the five weeks, Aug. 31 to Oct. 3, 
inclusive, and for the year to date, Jan. 1 





to Oct. 3, 1936, with comparative figures 
for the corresponding periods of 1935: 

Receipts 

Ship- Above 

Lumber— Receipts ments Shipments 

Aug. 3lto 11936 184,688 55,304 129,384 

Oct. 3 $1935 133,197 40,698 92,499 

Inc. or dec.... +651,491 +14,606 §+36,885 

Jan. 1 to 11936 1,317,259 420,744 896,515 

Oct. 3 §1935 913,622 288,901 624,721 





Inc. or dec.... +403,637 +-131,843 §+271,794 








Shingles— 

Aug. 31 to } 1936 35,317 25,421 9,896 

Oct. 3 1935 30,435 21,044 9,391 
Inc. or dec.... + 4,882 +4,377 §+505 

Jan. 1 to 11936 208,610 165,668 42,942 

Oct. 3 $1935 170,501 169,461 1,040 
Inc. or dec... +38,109 —3,793 $41,902 


§Last figure in each group gives difference 
between 1936 and 1935 net receipts. 





Relation of Unfilled Orders to Stocks 


WASHINGTON, 


D. C., Oct. 5.—Following is a statement for seven groups of identical mills 


and two groups of flooring factories of unfilled order and gross stock footages on Sept. 26: 








No. of Unfilled Orders Gross Stocks 

Softwoods— Mills 1936 1935 36 
Southern Pine ......0- nner rere - 103 69,067,000 58,941,000 342,109,000 330,380,000 
i ee ce daws Netenestarewe 202 406,188,000 317,369,000 1,074,247,000 906,471,000 
PR EEE cba cevesesevcenvees 114 224,317,000 188,295,000 1,518,849,000 1,295,562,000 
California Redwood ............. 13 35,803,000 28,850,000 277,274,000 269,021,000 
BOUCRETR CUPEGRS. cccccccscscocs 11 6,149,000 6,161,000 159,542,000 162,084,000 
ee re 7 5,760,000 4,178,000 147,472,000 137,712,000 
fn eee *11 4,928,000 4,185,000 86,386,000 72,837,000 

Total Softwoods ..........., 461 752,212,000 607,979,000 3,605,879,000 3,174,067,000 
Hard woods— 
Southern Hardwoods ........... No Report 
Northern Hardwoods ........... 15 10,472,000 9,776,000 98,166,000 114,573,000 
Flooring— , 
8 re ee Tee 75 36,089,000 13,409,000 62,688,000 53,030,000 


16 10,774,000 
*Unfilled orders reported by 11 mills; stocks by 16. 


5,557,000 14,961,900 16,161,000 





West Coast Review 


[Special telegram to AMERICAN LuUMBERMAN] 
SEATTLE, WaAsH., Oct. 7.— The 202 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the 
two weeks ended Oct. 3 reported: 
Production 216,146,000 
Shipments 250,816,000 16.0% over production 
Orders 223,135,000 3.23% over production 
A group of 202 mills, whose production re- 
ports for 1936 to date are complete reported 
as follows: 
Average weekly cut for forty weeks: 


a vitescdebelehihenkes shana 70,205,000 

eae er ere 105,193,000 
Average cut for two weeks ended 

lds D baveoccecncensnsebssboarane 108,073,000 


A group of 202 mills, whose production for 
the two weeks ended Oct. 3 was 216,146,000 
feet, reported distribution as follows: 





Unfilled 

Shipments Orders Orders 
ae 105,454,000 101,805,000 122,456,000 

Domestic 

cargo.... 90,511,000 68,404,000 185,167,000 
Export ... 26,322,000 24,397,000 86,058,000 
Local ..... 28,529,000 DEEP 8 sw bos aeee 
250,816,000 223,135,000 393,681,000 


‘A group of 202 identical mills whose reports 
of production, shipments and orders are com- 
plete for 1935 and 1936 to date, reported as 
follows: 


Aver. for 2 
wks. 9 Aver. for 40 wks. ended 
Oct. Oct. 3, ct. 5, 
19 ou6” 1936 1935 
Production 108,073,000 105,193,000 70,205,000 
Shipments 125, 408,000 104, 428. 000 176,772,000 
Orders 111,568,000 103,144,000 76,897,000 





Georgia Company Moves and 
Enlarges Plant 


SytvaniA, Ga., Oct. 5.—Under the direction 
of W. R. Altman as manager, and Fred Sher- 
ouse as secretary-treasurer, the W. R. Altman 
Lumber Co. (Inc.) opened its operations here 
recently. The large plant was moved here from 
Brooklet, Ga. For employees, fifteen houses 
have already been built, and more will be added. 
A large office and commissary building is being 
constructed. The mill capacity is 40,000 feet a 
day. The plant will have a planing mill and 
dry kiln. 


Carolina Chair Firm Builds 


Cuartotte, N. C., Oct. 5.—The plant of the 
Palmetto Chair Co. (Inc.), a manufacturing 
company organized recently at Society Hills, 
S. C., in Darlington County, S. C., will, when 
completed by the first of November, be one 
story, with approximately 35,000 feet of floor 
space and equipped with the latest type of 
modern machinery for the manufacture of a 
complete line of double cane seat chairs, break- 
fast room and porch furniture. The plant, 
now nearing completion, is expected to employ 
two shifts. Local labor will be employed and 
local ash, oak and gum timber will be used. 





RAILROAD PURCHASES OF BITUMINOUS COAL in 
1935 were 81,427,000 tons, or 22 percent of the 
total bituminous output. 
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AMERICAN LUMBERMAN 


New End-Seal Prevents Checking of 
Lumber and Ties 


End-checking has always been a source of 
serious loss to manufacturers and dealers, and 
research engineers, chemists and kiln drying 
experts have made its prevention the subject 
of long study and experiment. It is estimated 
that de-grades or cut-offs resulting from end- 





checking sometimes cost the producer as much 
as $5 to $10 a thousand feet. Such losses are 
particularly heavy, it is said, in red and white 
oak lumber in thicknesses of 6/4 and up, and in 
oak timbers and ties. 

Among those who suffered heavy losses from 
this source was the E. L. Bruce Co., of Mem- 
phis, Tenn., manufacturer of hardwood flooring. 
In an effort to overcome the trouble, the com- 
pany put its chemists to work to develop a 
moisture-resistant end-seal with high adhesive 
qualities, which would be economical in price 
and of a consistency that would permit easy 
application with ordinary, unskilled labor. After 
months of experiment these chemists hit upon 
a combination of chemicals that has proved 
effective. It has been named “Bruce No-Chek.” 
This material has now been given eighteen 


months of trial, and users have declared it effec- 
tive in preventing serious end-checking. 

After using it for a year and a half on its 
own lumber with satisfactory results, E. L. 
Bruce Co. has placed No-Chek on the market, 
confident that it offers an end-seal which effec- 





The ties shown in these 
two piles are all the same 
age, and the picture was 
taken after six months of 
exposure, including the 
hottest weather of 1935. 
The pile at the left, un- 
treated, shows bad check- 
ing. The ties at the right, 
to which No-Chek was ap- 


plied when they were 
green, show no serious 
damage 





tively prevents end-checking and will save lum- 
bermen money and much worry. The material 
is applied to the ends of green lumber with 
a putty knife or small, mason trowel. About 
six pounds is required for 1,000 board feet of 
lumber. Already users are reporting enthu- 
siastically on results. Accompanying reproduc- 
tions of unretouched photographs show piles of 
lumber and ties, some of which are untreated, 
while some have been treated with No-Chek. 
The difference is easily discernible, the untreated 
piles showing bad end-checking, while the 
treated piles, after some months of exposure 
to the elements, show practically none. E. L. 
3ruce Co. is making an attractive trial offer 
for the benefit of concerns that have not hereto- 
fore used this inexpensive and effective method 
of avoiding end-checking of valuable woods. 





At the left, untreated lumber shows bad end-checking. At right, lumber to which Bruce No-Chek 
has been applied shows no bad cracks 
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LonctrupiNat 
Sipinc ... 


B & Better Longleaf 
Kiln Dried 


--IN STOCK ..- 


1,000 pcs. 2x6-- 
5,000 “* ss 
7,000 * 6s 

23,000 * ss 
4,000 * a 
2,000 “ ss 
1,000 * os 


12’ 
14’ 
16’ 
18’ 
20’ 
22’ 
24’ 


STOVER MFG. Co. 


MOBILE, ALA. 




















CARR LUMBER COMPANY 


“BILTMORE” 
FLOORING 


“Biltmore” Hardwoods 


Plain and Quartered Oak 
Soft Yellow Poplar 
Basswood, Chestnut, Etc. 





PISGAH FOREST, N. C, 











ADIRONDACK MOUNTAINS 
3000 ACRES 


First growth hardwood--mostly hard maple 
Second growth pine, hemlock and spruce 
¥ mile to R. R. station — 220 miles to N. Y. City 
3 miles waterfront 
PRICE $60,000 --- Terms 
EARL WOODWARD, 


Luzerne, N.Y. 








O TIMBER ESTIMATORS 
JAMES W. SEWALL 


Timber Cruises and Valuations 
JAMES W.SEWALL PHILLIPS & BENNER 


Old Town, Ruttan Block, 
Maine Port Arthur, Ontario 
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San Francisco, Calif. 


PACIFIC COAST WATER TRAFFIC—Ex- 
cepting in lumber, the volume of chartering 
for September declined to some extent, mainly 
due to the fact that labor agreements were 
expiring on Sept. 30, and U. S. charterers 
show little disposition to have October- 
November tonnage fixed from American load- 
ing ports until continued amicable relations 
with labor are assured, according to the 
monthly report of General Steamship Corp. 
Lumber fixtures about held their own, with 
18 in September, against 14 in August. Of 
the September fixtures, 4 were for full car- 
goes, while the other 14 included general 
cargo and wheat. The United Kingdom and 
Continent led with 9 fixtures for ports in 
their territories. Of the 18 fixtures 13 were 
designated from British Columbia ports, 3 
from Pacific Coast ports, and two from U. 8S. 
ports. No full cargoes were reported for 
United States loading to the United King- 
dom and Continent, but considerable lumber 
has been sold from British Columbia for 
movement in October, November and Decem- 
ber. Space is reported tight, even at Con- 
ference rates. No vessels were chartered to 
Japan for full cargoes from United States 
ports, although one is reported fixed from 
British Columbia, on lumpsum basis, free in 
and out. Berth rates remain the same as here- 
tofore, i. e., $6 on baby squares, $6.50 on 
large squares, and $8.75 on logs. One or two 
vessels were fixed for China on lumpsum basis 
from British Columbia. Berth rates remain 
the same, i. e., $6.75 on lumber, $9 on logs to 
Shanghai, with 50 cent additional for North 
China ports. Two fixtures were reported for 
Australia, both for British Columbia loading, 
and no full cargo charters were effected from 
United States ports. Two or three were re- 
ported fixed for South Africa on lumpsum 
basis from British Columbia. Activity in the 
Intercoastal market slowed up somewhat in 
view of threatened labor tie-ups. The new 
Intercoastal Steamship Freight Association 
officially opened its Pacific Coast office in 
Room 1004 Matson Building in San Francisco, 
Oct. 1. Zac T. George serves as Pacific Coast 
manager and will keep in close contact with 
other ports from the office here. The Pacific 
Coastwise Lumber Conference has announced 
that, effective Oct. 1, rates to San Francisco 
3ay points on bundles of cedar shakes will 
be increased from $5 to $6 a thousand. 


WATERFRONT LABOR—After many hec- 
tie conferences, and the final entry of the 
newly created Federal Maritime Commission, 
a truce extending expiring working agree- 
ments 15-days, between ship owners and 
maritime unions, was adopted drama- 
tically twenty minutes after’ the 1934 
agreements expired Sept. 30 midnight. 
The truce is believed by many to have 
averted a general waterfront tie-up all along 
the Pacific Coast and possibly for the entire 
country. Optimistic over the truce, Assistant 
Secretary of Labor F. McGrady, who played 
an important part in its adoption, said: “All 
danger of trouble in San Francisco is past. 
It is certain now that common sense will pre- 
vail, and there will be no necessity for a 
strike in the future.” Less optimistic ob- 
servers see only the postponement of the evil 
day until Oct. 15. They base their belief on 
the absolute refusal of unions to accept ar- 
bitration as sought by ship owners. Any 
hopes there are for an early lasting peace 
seem now to center on the Maritime Commis- 
sion, from which the San Francisco Cham- 
ber of Commerce is asking co-operation to 
the fullest extent. As far as the lumber ship- 
per is concerned, the 15-day truce merely 
extends the great uncertainty of the past 
month for another 15 days. 


REDWOOD—AIll markets continue active, 
and, since the recent advance, prices have 
remained very firm. Dry tank and vat stocks 
remain very low, and scarcity of dry uppers 
continues. 


DOUGLAS FIR—The local market has re- 
mained fairly firm, and can be said to be 
holding its own in face of the grave uncer- 
tainty in the shipping situation. 


CALIFORNIA PINES—Reports from mills 
indicate that No. 1 shop and better Pon- 
derosa is practically all sold out, with No. 2 
shop in fair demand at firm prices. Because 
of this shortage and broken stocks, some 
mills are declining orders until after the first 
of the year. The brisk demand for shop 
grades is coming from Mississippi River and 
Wisconsin territories, and demand for upper 
grades is coming from all eastern markets. 
Stocks of Nos. 3 and No. 4 commons are 
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heavy, but moving fairly well. It is pointed 
out that the shortage that developed in box 
lumber is only apparent, as in reality mills 
are carrying heavier inventories in thick 
commons, instead of box lumber. Despite the 
active demand for and shortage of upper 
grades, mills continue to hesitate about boost- 
ing prices. In the opinion of some observers, 
there is no reason why prices should not have 
been upped from time to time of late. The 
situation of sugar pine is essentially the 
same as that of Ponderosa. 


Portland, Ore. 


WEST COAST MARKETS—Constant threat 
of a Pacific Coast waterfront strike or lock- 
out throughout September had a detrimental 
effect on the Pacific Northwest lumber mar- 
ket, due to uncertainty as to whether steamer 
lines would be able to fill space commit- 
ments. Chartering was slow, and bookings 
were on a “hand to mouth” basis. A tem- 
porary truce, signed by steamship operators 
and their unions late on Sept. 30, insured the 
handling of bookings the first 15 days of 
October, but the lumber market was little 
benefited, due to the uncertainty as to busi- 
ness after Oct. 15. Rates, under such condi- 
tions, are nominal in character, except those 
fixed by Conference pacts. For North Pa- 
cific loading, there was virtually no char- 
tering in September. Space from British Co- 
lumbia to the United Kingdom and Continent 
was reported tight, with considerable taken 
for fall tidewater clearance. Squares for 
delivery in Japan were booked in a limited 
way at $6, and logs at $8.75. Space for China 
was taken at $6.75 on sawed lumber, and $9 
on logs, October-November shipment. There 
were no full cargoes. For British Columbia 
loading, two full cargoes were taken for 
Australian delivery, and two for South Africa. 
There was no business of consequence from 
either North Pacific United States or British 
Columbia ports to Atlantic or Gulf ports of 
the United States. There is much such busi- 
ness held back from Oregon and Washington 
by threat of maritime labor difficulties. Rail 
bookings with Oregon and Washington mills 
are heavy. 





LOGS—With log production heavy and the 
Northwest inventory something over 300,000,- 
000 feet, prices are inclined to be soft in the 
local market. Demand is comparatively light. 
Small fir logs are quoted at around $10.50, 
and larger at mostly $12 and $12.50; cedar at 
$11 to $13.50; spruce at $19@21 for No. 1; 
$13.50@15 for No. 2, and $7.50@9 for No. 3. 
Prospects of heavier imports from Canada 
and the threat of a prolonged tie-up of ship- 
ping are said to be factors in weakening the 
log market. 


Seattle, Wash. 


WEST COAST MARKET—An improvement 
in the domestic market is reported by many 
lumbermen, supported by statistical sum- 
maries. Postponement of the marine strike 
for fifteen days gives rise to the hope that 
troubles between the unions and the steam- 
ship lines will be amicably settled. The post- 
ponement has brought some buyers out of 
hiding. 

RAIL—tThis market has firmed, though the 
general level of prices is little changed. Some 
mills are asking 50 cents to $1 more for 
common items and some have advanced their 
quotations on all items. This strengthening 
began about ten days ago, and is resulting 
in a good volume of orders. All mills are 
declared to be pretty well supplied with 
orders, and some are several weeks behind 
on shipments. Most orders are for mixed 
ears, and it is sometimes difficult to supply 
dry commons in these. 


INTERCOASTAL—Inquiry is much im- 
proved. Buyers seek big blocks which can 
be shipped while the truce between the 
marine unions and the steamship owners 
continues. Ship space is tight, available ton- 
nage being heavily overbooked. The present 
demand from the Atlantic coast is for stand- 
ard yard items. British Columbia is entirely 
out of the American market because of heavy 
buying from the United Kingdom. Slash 


grain uppers, which had been plentiful until 
recently, are scarce, and are being advanced 
$1. All prices are firm. 


CALIFORNIA—The demand from this mar- 
ket continues heavy, business in the south- 
ern section being exceptionally good. 


EXPORT—China and Japan are practically 
out of the market except for logs, which 
continue to be imported in large volume. 
Buyers fear shipments will be held up by 
strikes. Space is easy and rates are un- 
changed. Lumber to Japan moves at $6 for 
baby squares, and $6.50 for large squares. 
To China the rate is $7 to $7.25. The United 
Kingdom is buying heavily in British Co- 
lumbia. There is a shortage of ships which 
has put the rate up 10 shillings to 60 shill- 
ings. British Columbia mills are unable to 
furnish all the clears sought by the United 
Kingdom and some clear export business is 
coming here. A little more inquiry is coming 
from South America, but buyers hesitate 
over prices. Because of political tension and 
instability of exchange, the Continent is plac- 
ing few orders. 


SHINGLES—An upward movement in prices 
is well under way. No. 2 grades, which for 
many months were a drug on the market, 
are now scarce. No. 3 grades are plentiful 
and fairly easy. No. 1 shingles are firm. In- 
ventories on No. 1 and No. 2 shingles are 
decreasing. Nearly all the shingle mills are 
running. 

LOGS—Fir logs, which have been a little 
weak, are now firmer. No. 1 logs are not 
any too plentiful, but there are sufficient 
medium grade logs. Shingle logs, with sup- 
plies small, are firmer and prices are running 
$12@15. Hemlock brings $8 to $9, camp run, 
and supplies are good, 


Kansas City, Mo. 


SOUTHWEST MARKET—The building pic- 
ture in the Southwest continues encouraging, 
and particularly so since the break in the 
drouth. Shipments of building materials to 
interior districts have been generally large. 
Activity is greater in the smaller communi- 
ties than in the larger ones. Permits issued 
in the four “farm cities” of Missouri and 
Kansas during September increased 135 per- 
cent over those of a year ago. In Kansas 
City proper, however, there was a decline 
of 47 percent. Lumber prices during the past 
week held firm, and a tendency toward 
slightly higher prices was noted. As a rule, 
stocks were badly broken, and wholesalers 
and mills found it extremely hard to fill 
mixed cars. Due to the depleted stocks, 
shipments did not move out as rapidly as in 
the previous month. Weather conditions 
have been ideal for logging and milling 
operations, so production is keeping pace 
with shipments. Rains in the Arkansas and 
Louisiana sections have not been heavy 
enough to even slow up operations, but 
some temporary shutdowns were necessary 
in certain Texas sections. 


RETAIL SALES—Sales of lumber in board 
feet at 158 reporting retail yards in the 
tenth Federal Reserve district increased fur- 
ther during August, and dollar sales of all 
materials, which had shown a decline the 
last three months, increased slightly. Board 
feet sales were 25.7 percent greater than in 
August of 1935, and during the first eight 
months of this year increased 34.8 percent, 
compared with the like period a year ago. 
Stocks of lumber at the close of August 
were 1.4 percent smaller than those of one 
month earlier, but were 13.4 percent larger 
than those of a year ago. 

SOUTHERN PINE—Prices are holding 
steady. Mill representatives here report that 
prices have held at the year’s top, despite 
a slackening in demand during the last two 
weeks. New price lists drawn up this week 
showed no particular change. 

DOUGLAS FIR—Stocks are broken, and it 
is difficult to get dry dimension. Price ad- 
vances of the last two weeks have held. 

WESTERN PINES—Some upward revisions 
have been made in the Ponderosa list during 
the week. Shop and better advanced an aver- 
age of $1. Buying by line yards has been 
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general. A shortage of clears is reported, but 
commons are plentiful. 


HARDWOODS—With the approach of the 
wet season, manufacturers and distributors 
expect a sharply reduced output and sub- 
sequent price advances. An increase of $2 
is forecast for plain sap gum, particularly in 
4/4 No, 1 common and selects. The furniture 
trade is purchasing liberally. 

OAK FLOORING—Sales of oak flooring are 
practically double those of a year ago. The 
largest operator in the district last week ad- 
vanced his general list an average of $2. 

SHINGLES AND LATH—The market is ex- 
tremely strong, and prices have advanced 10 
to 15 cents a square. Stocks continue small 
and demand is improving. 





Tacoma, Wash. 


WEST COAST WOODS—The 15-day truce 
between Pacific Coast maritime unions and 
ship owners, postponing the tie-up originally 
scheduled for Oct. 1, was hailed with relief 
by lumber operators here, for it gave them 
additional time in which to ship last-minute 
orders and clear up their docks and other 
storage facilities. Little space has been 
available on lumber carriers during the last 
fortnight, and consequently lumber opera- 
tors have been accepting few orders other 
than those for rail delivery. The resultant 
falling off in business has been principally in 
the domestic cargo market. Shipments, how- 
ever, have been heavy as mills cleared their 
files in fear of the tie-up. What will result 
after the 15-day truce is regarded here as 
being highly problematical. Some believe 
that a peaceful settlement of the controversy 
will result and that a tie-up will be avoided. 
Others feel that there will be turmoil until 
after the middle of October and even then no 
settlement. Meanwhile, most of the opera- 
tors intend to sit tight and quietly do “what 
business they can. Rail business is good. 
Local building continued active during Sep- 
tember, a month when it normally shows a 
decline. The municipal building inspector re- 
ports that building here G@uring the first ten 
months of 1936 has been approximately 
double that for the first ten months of 1935. 
A pick-up in residential construction and in 
modernization has featured the year thus far. 


Birmingham, Ala. 


SOUTHERN PINE—Country yards and 
small-town dealers find demand so strong 
that they are unable to keep stocks balanced. 
Farm buying is heavier than for ten years. 
In the larger cities and towns, building goes 
forward steadily and is on the increase. Gov- 
ernmental buying continues heavy and, ac- 
cording to reports, the Resettlement Admin- 
istration will continue its program of build- 
ing in Jefferson County. Industrials are buy- 
ing heavily for winter needs, and are finding 
considerable trouble in placing orders at the 
low prices of a few months ago. Most mills 
are far behind with their orders. They are 
practically out of dry dimension. Many feel 
like advancing their prices and increasing 
their output. A number of plants are on two 
and some three shifts of eight hours, and 
are still behind on their order files, the in- 
dustry at the end of September having had 
more unfilled orders than at any previous 
time in the past eight years. The only slow 
items are 1x3-inch No. 3 common flooring, 
2x4-inch No. 3 S4S, and %x4-inch No. 3 ceil- 
ing. No. 2 common air dried 1x6-inch is a 
good bit off when compared to kiln dried 
stock, or to 1x8-inch and wider air dried. 
A good price for air dried 1x6-inch is $16, 
mill, while kiln dried ranges up above $20. 
Competition from Georgia roofer mills ac- 
counts for the lower price of air dried. No. 3 
flooring, 1x4-inch, moved up to $14. No. 3 
S2S&CM, 1x6-inch, is $15, or within $1 of 
No. 2 S2S&CM air dried 6-inch. Dropping 
grades in 1x4- and 1x6-inch flooring moved 
up to $25, the highest price in seven years, 
while No. 1 common held to last month’s level 
of $32, and B&better remained $36, with few 
takers. Dimension is slow, yards taking 
rough green from small mills, but is steady 
in price. Small timbers are in demand at 
good prices, and longleaf special cutting is 


strong. Car builders are coming in the mar- 
ket for large quantities of decking, roofing, 
siding and ceiling. Price levels on their needs 
have been too low for the larger mills, but 
a good many orders are being placed with 
smaller operators. 


HARDWOOD FLOORING — Oak flooring 
sales have stood the test of a stiff advance, 
but the average order is rather small. Gum 
flooring, which had a steady run as a sub- 
stitute for No. 1 rift pine, took another ad- 
vance and ranges from $34 to $38, mill. No. 2 
dropping grade in gum also came on the 
market, a new departure, and is often very 
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near No. 1 or third grade. Dropping is $28; 
third grade, $34@38; select or second grade, 
$41, and clear or first grade, $45@47. 

CYPRESS mills all say they are out of dry 
stock, only mixed car orders being ac- 
cepted by the majority, with prices steadily 
advancing. 

SHINGLES—Call for western red cedars is 
reaching the 1926 peak, and yards are re- 


stocking. 
Norfolk, Va. 


NORTH CAROLINA SHORTLEAF—During 
September, the southern States have been 
visited by rather terrific storms, and in the 
meantime by very heavy rains in many lo- 
calities, all of which have tended to slow up 
logging, production and shipments, particu- 
larly of air-dried lumber. All buyers need 
what stock they are ordering immediately 
and immediate shipment has not been pos- 


(Continued on Page 71) 
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Test IT 
Yourself 


Dip half the length of 
several sappy boards 
in DOWICIDE—mark- 
ing the undipped 
portions for later 
identification. Stack 
in lower portion of 
air seasoning pile. 
After drying note 
that the DOWICIDE 
dipped portions are 
free from all sap 
stain and mold. 













































































Hundreds of others have discovered the profit 
and satisfaction of DOWICIDE TREATED 
LUMBER—and hundreds of operators will tell 
you that at 12c per thousand bd. ft., it actually 
costs them MORE NOT to dip, than to dip. 
DOWICIDE keeps lumber permanently bright 
—permanently free from costly profit-destroy- 
ing blue stain and mold. 


Notice the illustration. The boards at the right 
were untreated—the ones on the left were 
treated with DOWICIDE. See how bright and 
free from stain they arel 


Buyers specify DOWICIDE-TREATED because 
they know they will get 100% bright lumber, 
free from wood inhabiting fungi. SPECIFY 
DOWICIDE-TREATED LUMBER—it looks better 
—and is better. 


DOWICIDE is the ONLY anti-stain chemical 
that is fully effective against mold as well as 
stain—even under severe seasoning condi- 
tions. It is permanent, easier to use, and 
convenient warehouse stocks are carried 
throughout the lumber regions. 


Made by Dow Chemical Company. Midland, Mich. 
Distributed and Serviced by 


A. D. CHAPMAN & CO., Inc. 


NEW ORLEANS, LA. CHICAGO, ILL. 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., Oct. 5.—If there is one 
thought that transcends all others in its gen- 
eral acceptance by the captains of industry 
—big and littl—it is that the depression 
is behind us and, regardless of political 
trends and results of the next four weeks, 
industrial New England has definitely exe- 
cuted a right-about-face and is making an 
irresistible rush toward normal. Some insist 
that this reversal of trade form is “by reason 
of” while others hold that it has come “in 
spite of” the developments at Washington 
during the current administration. From the 
standpoint of a student of trade action and 
trends, there has not been a comparable 
period in the past fifty years when trade 
action was so completely stymied or stag- 
nated as during the past four years. This 
refers particularly to the inertia and total 
failure of initiative and courage in creating 
new or expanding old enterprises. The 
reader will sense at once that the writer is 
directing attention to the self-evident fact 
that, for a number of years, there has been 
a dearth of news developments throughout 
the lumber industry. Normally the number 
of corporate changes within a month in 
Massachusetts alone—either in new corpora- 
tions or the expansion of old—would total 
from ten to thirty. Before the opening of 
the century the writer was checking these 
news leads closely and attempting to bring 
to the trade the real significance of each cor- 
porate change in the trade. They produced 
each month twenty to thirty important items 
of real news. During the past five years the 
weekly report from the State House listing 
“New Incorporations” in the State, has pro- 
duced scarcely two a year that were either 
directly or remotely connected with the lum- 
ber industry. Like the New York Times, 
we dug deeply for “All the news that’s fit to 
print,” but, as nearly every unit in the trade 
was content to mark time, there has been 
little trade action to record. In this situa- 
tion the writer upon trade topics in the 
lumber industry has found little inspiration 
for efficient or productive service. Now, 
however, from many sources we hear of 
plans for the revival of old or the setting 
up of new enterprises. Then we hear of the 
realigning of old distribution units that they 
may better and perhaps more economically 
serve the trade in a certain section. In this 
latter class we might place the recent setting 
up of a Boston terminal at Pier 4 in South 
Boston by Weyerhaeuser as a local distri- 
buting point for West Coast woods, also the 
transfer from Providence to Boston of the 
New England distribution yard of the Fore- 
man-Blades Lumber Co., manufacturer of 
North Carolina pine and cypress at Eliza- 
beth City, N. C. At the moment, Harold 
Foreman, vice president of the company, is a 
Boston visitor, where he is securing treat- 
ment by a specialist for a throat infection 
that has given him some trouble. In this 
column two weeks ago was reported the 
election of a new board of executives by 
Palmer & Parker Co., following the death in 
July of President Frank Sawyer. Already 
the work is under way of razing a series of 
old buildings on the east side of the big 
Charlestown yard to make room for a large 
and modern warehouse to house dry ma- 
hogany and rare veneers. Under the guid- 
ance of L. S. Beale, manager of its lumber 
department and former secretary of the Na- 
tional Hardwood Lumber Association, at 
Chicago, the Palmer & Parker Co. is re- 
arranging its selling personnel, with a view to 
fully covering all important consuming markets 
in the country. From Springfield it is learned 
that the Garrettson-Ellis Lumber Co. has added 
a complete line of fir plywood, the product 


of an important Washington manufacturer, 
while Fred R. Holbrook, of the Holbrook 
Lumber Co., of that city, returns this week 
from a month’s tour among the mills in 
Washington and Oregon. The Rice & Lock- 
wood Lumber Co., of Springfield, has just 
opened a branch office near Boston, from 
which to cover the trade in the Boston area. 
There is evidence a-plenty that the lumber 
industry is on the way up and is preparing 
to hand us sheafs of real news as of yore. 


WEST COAST FIR AND HEMLOCK—Local 
distribution yards have been drawn upon 
freely through September, in keeping pace 
with the demand for fill-in lots of fir dimen- 
sion and boards at the retail yards, as the 
active building season tapers off. The basic 
price to dealers has been quite steady at 
close to $10 off West Coast list No. 32, c.i.f. 
at Boston terminals, while mill prices have 
held firm and steady at the $11 discount 
f.a.s. The threatened West Coast strike of 
lumber handlers, which had been set for Oct. 
1, has been extended fifteen days, and while 
these absorbing negotiations are in progress 
no attempts at price revisions are being 
made, though the mills are in a stronger 
position marketwise than they were one 
month ago. Receipts at Boston docks in 
September totaled 12,751,634 feet, a gain of 
2,000,000 feet over August, and of 4,500,000 
over September one year ago. Receipts for 
the first nine months of the year total 101, 
254,698 feet, nearly double those of last year, 
and far in excess of any similar period since 
1929—with the single exception of 1931, 
when the total was 116,666,000 feet. 


EASTERN SPRUCE—The volume of orders 
on hand at the mills has not increased ma- 
terially during the past two weeks, but many 
of the smaller mills have closed down for 
the season and the effect upon the price 
sange has been to eliminate the lower quota- 
tions. For example, the dimension sizes, 
2x6- and T-inch, 3x4- 4x4- and 6x6-inch, that 
for several weeks had shown a range of 
$31@32, are now quoted uniformly at $32, 
and most items in the dimension list have 
shown the same price trend. The random 
sizes, on the other hand, are available at 
the old price range, for many of the smaller 
mills that are down or are soon to end the 
season’s operations are aiming to clear their 
mill yards of surplus lots before cold 
weather. There has been a good demand for 
boards of all sizes, and few if any mills 
will carry over any surplus through the win- 
ter months. The popular 1x6-inch matched, 
if dry, sell freely at $31@32, with most sales 
at $32. The 5-inch and up covering boards 
hold firmly at $28@29. There are freer of- 
ferings from the Provinces, but there is no 
tendency from that quarter to shade the 
price, for the import duty is $2 and there is 
a strong demand for these boards coming 
from the eastern Canadian cities. Current 
comment has it that the season of 1936 for 
the spruce operators both in Maine and the 
Provinces has been the best in at least ten 
years, for they have cut and sold more lum- 
ber, and with a strong English market they 
have been able to establish and hold a 
sounder price level, that for the first time 
in years has yielded a fair margin of profit. 


LATH AND SHINGLES—Spruce lath are in 
a stronger position, as demand is pressing, 
and production has found a steady outlet 
throughout the season. The 1%-inch, by car, 
are firm at $5.50, and the 1%-inch at $5.75. 
For delivery at New York rate points, ship- 
pers are asking $6@6.25 for the standard 
1%-inch. Eastern white cedar shingles are 
both active and firm, at from 15 to 25 cents 
above recent quotations. The per thousand 
price for extras has been moved up to $4.50; 
clears, $3.85; 2nd clears, $3.35; clear walls, 
$3.10, and extra No. 1, $2.20. For the west- 
ern red cedars, mill shipment by rail, current 
quotations are: 18-inch Perfections, $4.74, de- 
livered, and the XXXXX 16-inch No. 1, $4.14; 
No. 2, $4.20, and No. 3, $2.74. On most items 
this is a drop of 10 cents. 

EASTERN HARDWOODS—The two staples, 
maple and birch, are strong and running 
a neck and neck price race. Demand for 
them continues well ahead of production. 
Inch FAS birch or maple is held by the 
better mills uniformly at $80, with the 2-inch 
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equally strong at $90. There is little doing 
in 2-inch maple heel stock though the heel 
shops are negotiating for supplies for the 
approaching season, which starts mildly late 
in November and is in full swing by Christ- 
mas. The top grade of short crosscut stock 
—90 percent usable for heels—is usually 
quoted at $85, but there are lots offering as 
low as $65@70. 

PINE BOXBOARDS—Few important trans- 
actions have been noted. Demand has slowed 
down sharply as the season at the box shops 
draws to a close. There will not be a heavy 
carry-over on the mill yards, but pressure 
to move surplus lots has unsettled the price 
list. Most sales of inch round edge are 
around $13@14 f. o. b. cars at the mills, with 
the square edge a trifle firmer at $21@22. 
For the thicker round edge up to 1%-inch, 
there is little call at the moment, and the 
mill price has softened at least $1 to $15. 


NEW YORK, N. Y. 


If there has been change in the volume of 
lumber moving from the yards to the home 
construction jobs through September, it will be 
shown as an increase, as there is pressure to get 
buildings covered in before cold weather, and 
this has called for the quick handling by truck 
of many million feet of West Coast fir and hem- 
lock direct from the terminals, with the great- 
est flow of lumber going to the borough of 
Queens, where the number of houses built or 
started in 1936 greatly exceeds that during any 
recent year back as far as 1925. Up in West- 
chester County and in most of the attractive 
residential developments throughout New Jer- 
sey, there is a steady call for lumber, as a very 
active building season tapers off: There is still 
a shortage of skilled labor, and in the rush to 
complete jobs in hand the workers have suc- 
ceeded in boosting the wage scale at many 
points. 

The trend of wholesale prices is upward on 
most of the standard hardwood items—includ- 
ing maple and oak flooring, all dressed south- 
ern pine finish, eastern spruce and the western 
woods—and there is much complaint of delayed 
deliveries by rail from the South, due to scarc- 
ity at the mills of many of the staple items of 
finish. Cargo receipts of West Coast fir and 
hemlock were much heavier in September than 
in either July or August, and distributors here 
report ship space on the West Coast as fully 
taken up. The rate continues at $12.50, but the 
threat of a tie-up of water transportation, by 
the longshoremen and the seamen, has encour- 
aged the shippers to dispatch as many cargoes 
as possible to assure adequate supplies at Atlan- 
tic Coast ports in the event of a protracted 
strike. No agreement had been reached when 
the old contract expired on Sept. 30, but it has 
been extended to Oct. 15 to permit further par- 
leys between the owners and union officials. It 
is noted that the enforced stagnation of the lum- 
ber movement by water in the two previous 
years was timed for the two midsummer months 
of June and July. A shut-down in mid-October 
would be much less embarrassing to lumber dis- 
tributors and builders in north Atlantic coast 
markets, for there would be little depletion of 
spot stocks here through the winter months. At 
the moment, supplies of coarse fir and hemlock 
on the yards and at the terminals are ample to 
stand the normal drain of three or four normal 
winter months. 


To Analyze Anti-Price Discrimination Law 


In trade circles, interest continues to center 
upon the Robinson-Patman Act and its probable 
effect upon the merchandising of lumber, also 
the Walsh-Healey Act covering labor require- 
ments on Government contracts exceeding $10,- 
000 in value, which became effective Wednes- 
day, Sept. 30. The former Act has been classed 
by leading economists as badly drawn, antagon- 
istic at many points, and unconstitutional in 
many respects if not wholly. At the Hotel As- 
tor on Oct. 20, 3,000 members of the Sales Ex- 
ecutives Club will conduct a mock trial at which 
a mythical “violator” under this law will be the 
culprit. As a prelude to the trial, Dr. Willard 
L. Thorpe, director of economic research for 
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Dun & Bradstreet, who at the National Hard- 
wood convention in this city last month declared 
the Act to be “unworkable and probably un- 
constitutional,” will present a critical analysis 
of it and pave the way for a pro and con dis- 
cussion from the floor. As to the Walsh-Hea- 
ley Act, Secretary Schupner, of the National- 
American Wholesale Lumber Association, has 
taken up cudgels with Miss Frances Perkins, 
secretary of labor, calling for clarification of in- 
structions issued by the Department. An order 
for lumber of a value in “excess of $10,000,” as 
covered by the Act, would call for shipment di- 
rect from the producing point and would seldom 
if ever come from a “store or warehouse,” as 
Department regulations apparently require that 
it should. 


Secretary R. T. Titus, of the Intercoastal 
Lumber Distributors Association, announces an 
addition to his field force in the person of C. P. 
Cronk of Wellesley, Mass., who assumed his 
new duties on Oct. 1. Mr. Cronk has seen 
much service on the Pacific Coast and in the 
manufacturing and selling field throughout New 
England, and at the outset he will devote most 
of his time to marketing problems in the latter 


= Buffalo, N. Y. 


The lumber trade has been improving of 
late, as the amount of new construction work 
has gained to such an extent that retailers 
have found it necessary to add to their de- 
pleted stocks. Much of this building work is 
in the smaller cities, and in the suburbs of 
larger places. Local building permits have 
not shown any great improvement over last 
year. Prices in most woods are holding 
steady, and some advances have been taking 
place, where mill stocks are light. 


HARDWOODS—tThe past few weeks have 
recorded gains in the hardwood trade and a 
number of industrial lines, including furni- 
ture, have been making good headway and 
ordering more freely. The Jamestown (N. Y.) 
annual fall furniture exposition is being held 
from Oct. 4 to 14, inclusive, by the James- 
town Furniture Market Association. The 
building line has been making up for the 
deficiency in sales to the automobile indus- 
try, which is taking less lumber than usual 
this year. Oak flooring prices are steady and 
maple flooring has advanced. Gum prices are 
called strong. 


WESTERN PINES—The market is showing 
a stronger tone. Further advances in Pon- 
derosa pine are reported to be coming, and 
Idaho pine is advancing in various grades, 
particularly No. 2 common. This stronger 
tone, coupled with that in other woods, is 
stimulating purchases on the part of retail- 
ers and industrial users, who anticipate good 
sales of lumber this fall. 


NORTHERN PINE—The market is main- 
taining a firm tone, because of the increased 
need for lumber in various lines, as well as 
the stronger tone in yellow pine and some 
other competitive woods. There has been an 
improvement in the demand from industrial 
concerns for both higher grade and low- 
grade stock. No heavy stocks are held at 
any of the mills. 


Baltimore, Md. 


NORTH CAROLINA PINE—If there was 
any summer let-down in demand, it ended 
last month, with a fairly general resumption 
of buying by contractors and other users. 
Prices are either firm or showing a tendency 
to advance. The mills are generally running 
near capacity. Lumber is being withdrawn 
for consumption about as fast as it is re- 
ceived here. 


LONGLEAF PINE—Distributors are hav- 
ing a good demand. Yards generally are im- 
pelled to lay in some quantity, and find pur- 
chasers ready enough to meet the prices set. 
Local holdings are not at all excessive. 


CYPRESS—Dealers state that they find it 
none too easy to get stocks as wanted, and 
that an approach to actual scarcity prevails 
at least with respect to some items. Produc- 
ers have not been in such a strong position 
since 1928, and the quotations are being very 
firmly adhered to. 


WESTERN WoOODS—Distributors are kept 


busy filling orders. Many of the calls are for 
small quantities, but their total is fairly im- 
pressive. Douglas fir is being sought in lib- 
eral volume, while the scarcity of Ponderosa, 
sugar and other western pines has not yet 
been wholly overcome. Now that the danger 
of a paralyzing strike has been removed, at 
least for a time, the placing of fir orders 
proceeds with confidence, and the outlook is 
generally regarded as encouraging. 


HARDWOODS — Demand shows renewed 
activity. Often there is hardly enough dis- 
tributive equipment to make prompt deliv- 
ery. Quotations are generally very firm or 
higher, and there are indications of a further 
marking up. Some items, especially in gum, 
poplar, maple and oak, still continue scarce. 
Exports are going out with some freedom, 
and even the competition of other countries 
has not resulted in narrowing the inquiry. 
According to the exporters here, prices of 
red oak in the United Kingdom have declined 
$4 to $8, in consequence of heavy shipments 
from the South. 
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Announces Forestry Course 


Hovucuton, Micu., Oct. 5.—The Michigan 
College of Mining & Technology, Houghton, 
this fall introduced the first two years’ work in 
forestry, with a very satisfactory enrollment. 
The course is in charge of Assistant Professor 
U. J. Noblet, who received his forestry degree 
from Michigan State college and has done 
much work with the Federal Forest Service. 
The instructor in the new department is R. B. 
Miller, whose master of forestry degree was 
received at Yale University. Mr. Miller’s ex- 
perience includes the deanship of the forestry 
department at the University of New Bruns- 
wick, and the position of Illinois State for- 
ester. Besides zoology, botany and six forestry 
courses, the curriculum includes mathematics, 
physics, chemistry, technical reports, mechanical 
and topographical drawing, surveying, geology 
and properties of materials. 
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you can still buy the frames that endure—frames that 

"give a lifetime of service—genuine Northern White 
Pine or Ponderosa Bradley-Miller door, window and cellar 
frames—frames that give you a good margin of profit and 
build goodwill. 


We are Pine Specialists and can take care of any and 
all of your Pine requirements in direct mill shipments or 
mixed cars—genuine Northern White Pine—Idaho White 
Pine—Ponderosa Pine—Yellow Pine—White Spruce—Fir— 
Red Cedar Lumber and Shingles and all other Western 
Forest Products. 
information. 


Write TODAY for quotations and full 


Specialists in Quality Box Shooks. 
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—we're not recommending this as a new fangled exerciser? There are other 
and better ways of using Babcock Genuine Air Dried Spruce Ladders. 


What we are anxious to convey is the fact that in terms of comparative ladder 
sturdiness, Babcock Ladders ARE S TR ONG. They'll stand every test 


in hard day-after-day service. 


In addition to their superior strength, Babcock Ladders are LI GH T—easy 
to carry, raise and lower. Just let your customers heft a Babcock Ladder 
and they'll notice the difference. In fact, many a customer has sold him- 
self a Babcock Ladder in just that way. 


Ladders are going to be needed preparing roofs, gutters and drains for 
Winter. Get your share of this profitable business by stocking a representa- 
tive stock of these Genuine Air Dried Spruce Ladders. We'll be glad to tell 
you of methods other dealers have used to step-up ladder sales. 


Better send TODAY for a copy of 
our latest catalog—and prices. 








RABCOC 
SPRUCE, LADDERS 


THE 


W. W. Babcock Co. 


BATH, N. Y. 
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Mark Campbell, of the Campbell-Moore Lum- 
ber Co., Portland, Ore., called on Chicago trade 
friends ‘Oct. 6. 

F. N. Daniels, of the Dascomb-Daniels Lum- 
ber Co., Kansas City, Mo., has returned from 
an extended vacation in Colorado. 


Carl W. Haider who until recently was asso- 
ciated with the Roedl-Jacobs Co., retail lumber 
firm of Beaver Falls, Wis., has been appointed 
advertising manager for the Beaver Dam Daily 
Citizen, effective Oct. 1. 


Art T. Brink, of the Tri-State Lumber & 
Shingle Co., Kansas City, Mo., is back at his 
desk after a two-weeks confinement in the hos- 
pital. 


Marvin O, Ashton, head of the Sugar House 
Lumber & Hardware Co., Salt Lake City, Utah, 
and former president of the Utah Lumber Deal- 
ers’ Association, was nominated for the State 
Senate by the Republicans on Sept. 19. 


Bror L. Grondal, professor of forest prod- 
ucts, College of Forestry, University of Wash- 
ington, was in Kansas City, Mo., recently vis- 
iting with dealers and salesmen, in connection 
with the promotion of red cedar shingles. 


M. M. Walker, eastern Canada field man for 
the British Columbia division of the Red Cedar 
Shingle Bureau, left Toronto Oct. 3 after being 
recalled to Vancouver. Ontario lumber dealers 
hope that he won't be transferred permanently. 


R. W. Fullerton, president Bradley Lum- 
ber Co. of Arkansas, Warren, Ark., spent 
several days in Chicago during the past 
week. Mr. Fullerton reports an active de- 
mand for lumber, both hardwood and soft- 
wood, and the flooring market gaining 
strength rapidly. 


After six years of service the Allied Builders’ 
Supply Credit Bureau (Inc.), Scranton, Pa., 
reports that it is pleased to extend the service 
to any individual, partnership or corporation 
upon request for the usual fee given on a re- 
port. The bureau is a department of the Lack- 
awanna County Lumbermen’s Association, 


W. S. Dickason, of the Dickason-Goodman 
Lumber Co., Tulsa, Okla., was in Chicago dur- 
ing the past week, en route to Marinette, Wis., 
for a visit and conference with his partner, J. 
F. Goodman, of the Sawyer-Goodman Co. Mr. 
Dickason reports business quite active, with 
much building in progress in his territory. 


W. W. Harvey has returned to British Co- 
lumbia after several months in Shanghai, where 
he represented the Canada Creosoting Co. and 
B. C. Timber Products (Ltd.) in the promo- 
tion of the use and sale of British Columbia 
creosoted timber products. Mr. Harvey sees a 
great field for British Columbia timber products 
in the rapid industrialization and rebuilding of 
modern China. 


E. A. Sterling, of the Washington office 
of the James D. Lacey Co., was in Chicago 
during the past week, consulting with J. W. 
McCurdy of the Chicago office, who recently 
had returned from a southern trip. Mr. 
Sterling had attended a tribal council of 
the Menominee Indians on the Menominee 
Indian Reservation at Neopit, Wis., and was 
en route back to his headquarters in Wash- 
ington. 


C. I. Courtney, president of the Courtney Lum- 
ber Co., Seattle, Wash., left this week for a trip 
into buying territory. Mr. Courtney expects to 
be gone about six weeks, visiting Minneapolis, 
Chicago, Cleveland, New York and Detroit. At 
Detroit he will take delivery of a Packard auto- 


mobile, which he will drive back to Seattle via 
Topeka, Atchison, Denver and San Francisco. 
At Atchison he will visit his mother, and he 
hopes to get there about the time pawpaws are 
ripe. 


Paul W. Billings, manager Mountain Lumber 
Co., was in the company of Tacoma business 
executives who have moved to Tacoma, Wash., 
during the last year, and who were honored at 
a recent formal dinner given under the auspices 
of the hospitality committee of the Tacoma 
Chamber of Commerce. E. G. Griggs II, presi- 
dent of the St. Paul & Tacoma Lumber Co., 
was a member of the committee in charge of the 
affair. 


William J. Jones, for many years secretary 
and sales manager of the Rowland Lumber Co., 
large manufacturer of North Carolina pine, 
with a band mill at New Bern, N. C., and V. T. 
Alexander, also for many years connected with 
the Norfolk office as assistant to Mr. Jones, 
have severed their connections with the Row- 
land company, effective Oct. 1, and announced 
their intention to engage in the automobile busi- 
ness. They have formed a company cailed Caro- 
lina Motors (Inc.), to sell Ford cars in Eliza- 
beth City, N. C., and contiguous territory. This 





announcement came as a surprise to the many 
friends of these lumbermen, all of whom will 
join in extending best wishes to them in their 


new enterprise. An announcement of their suc- 
cessors in the Rowland Lumber Co. has not 
yet been made. 


R. D. Brown, assistant secretary, West 
Coast Lumbermen’s Association, of Seattle, 
was in Chicago this week, consulting with 
L. P. Keith, local field representative, and 
calling on some of the local distributors and 
large users of West Coast woods. Mr. Brown 
is making an extensive tour of the middle 
West by automobile, and reported that he 
found conditions favorable in Iowa, Minne- 
sota, and even in South Dakota where the 
drouth has been so intense. He finds dealers 
everywhere quite optimistic, with certain in- 
dications of a big building program getting 
under way. 


Announcement has been made by George A. 
Martin, president of The Sherwin-Williams Co., 
Chicago, of the promotions of H. D. Whittlesey, 
A. W. Steudel and K. H. Wood, effective Oct. 1. 
Mr. Whittlesey, first vice president and director 
of sales and distribution, will be relieved of the 
second position and devote his entire time to 
executive duties; Mr. Steudel, vice president, 
becomes vice president and general manager of 
the paint company; and Mr. Wood will be di- 
rector of sales and distribution. Mr. Whittle- 
sey has been with the company nearly fifty years, 
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and Mr. Steudel and Mr. Wood have had many 
years experience in various departments of the 


business. 
—_e--_ 


Buffalo Brevities 


BurraLo, N. Y., Oct. 5.—Frank A. Beyer, 
who was long connected with the lumber and 
furniture industries here and in Salamanca, N. 
Y., has been nominated for mayor by the Re- 
publicans of Salamanca where he has lived for 
eleven years. Mr. Beyer was formerly a mem- 
ber of the Beyer-Knox Lumber Co., Buffalo. 


H. R. Mayfield of Schenectady, N. Y., has 
been appointed sales representative of Mixer & 
Co. (Inc.), Buffalo lumber wholesalers, to suc- 
ceed the late L. S. Rounds and covering the 
same territory. He was formerly with the Erie 
(Pa.) Lumber Co., and more recently has been 
in the wholesale lumber business. 


Visitors to Buffalo lumber - offices the past 
two weeks included: Theodore A. Sparks, vice 
president and general manager of the National 
Timber & Fence Co., Winnipeg, Man., and R. 
M. Morriss, Jr., New York representative of the 
American Lumber & Treating Co., Chicago. 

Clark W. Hurd, of Hurd Bros. (Inc.), Buf- 
falo, was a delegate to the Republican State 
convention in Albany. 





Insulation Company's Mill Is Visited 
by Friends 


MINNEAPOLIS, MINN., Oct. 5.—A group of 
friends of the Insulite Co. from several States 
are shown in the accompanying picture during 
their recent inspection of the company’s mill 


Standing, Left to 
Right: J. R. Randall, 
president and treasurer, 
Reserve Supply Co., St: 
Paul, Minn.; E. H. 
Batchelder, Jr., vice 
‘oe The Insulite 

: Victor Leeby, presi- 
yt Leeby Co., Fargo, 
N. D.; Lloyd Douthit, 
sales manager, Farley- 
Loetscher Co., Sioux 
Falls, S Seated, Left 
to Right: a Metzger, 
president Metzger 
ene Co., Lebanon, 
Ind.; A. R. "Lo ngfield, 
vice president and gen- 
eral manager, Evans & 
Retting Lumber Co., 
Grand Rapids, Mich.; J. 
H. Sheridan, vice presi- 
dent, Lumbermen’s Brick 
& Supply Co., Omaha; 
Roy Countryman, man- 
ager Mandan Mercantile 
Co., Mandan, N. D 


at International Falls, Minn., from Sept. 13-17. 
The men considered the tour of the plant highly 
educational, and expressed the hope that they 
might repeat the visit in later years to keep 
abreast of the changes in the insulation in- 
dustry. 


Baltimore Bits 


Battimore, Mp., Oct. 5.—John L. Alcock of 
John L. Alcock & Co., exporters of veneer and 
hardwood lumber, reports that Hugh S. Leary 
of the firm of C. Leary & Co., Liverpool, con- 
templates visiting the West and Southwest lum- 
ber producing sections of the United States soon 
in search of stocks suitable for his company. 
He has visited this country before and is well 
known among shippers to foreign countries. 


C. E. White, proprietor of a lumber company 
in Wilmington, N. C., bearing his name, told lo- 
cal dealers Sept. 30 that business came into his 
plant for short leaf pine and other- woods so 
rapidly that they were obliged to reject orders. 

Improved business in September over August 
was reported by M. F. A. Lindsey of the Emory 
River Lumber Co., Lancing, Tenn., who called 
on local trade, Sept. 28. He was en route home 
from an eastern business trip. 


Arthur V. Charshee, who represents various 
lumber manufacturing corporations on the West 
Coast and elsewhere in this territory, has added 
the Warsaw Lumber Co., Savannah, Ga., to his 
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list, following his appointment by Ralph F. 
Crutcher, secretary-treasurer of the southern 
company. 

The Foreman Blades Lumber Co., which op- 
erates a distributing yard in Baltimore, Md., has 
announced that L. L. Landon, who no longer is 
in its employ, can be addressed at 2915 Thorn- 
dale Avenue, Baltimore. C. F. Blades is now 
in charge of the Baltimore office and will call 
on the trade in that territory. 





Mahogany Sales Gain in August 


An increase of 11 percent in mahogany lum- 
ber shipments over July and 52 percent over 
August, 1935, is reported by George N. Lamb, 
secretary of the Mahogany Association (Inc. ), 
Chicago. Mahogany veneers shipped in August 
increased over July by 18 percent, and over 
August a year ago by 26 percent. Mr. Lamb at- 
tributed the rise principally to increased ship- 
ment to the furniture trade. He has just re- 
turned from a three-weeks’ survey of furniture 
markets and states that the fall outlook is excel- 
lent. Furniture factories are busy and many can 
not get sufficient help to keep up with the orders 
received. The increased output is naturally due 
to increased sales of mahogany furniture by re- 
tailers following the July furniture markets 
where more mahogany was shown than for 
several seasons. 


Jacksonville Jottings 


JACKSONVILLE, Fia., Oct. 5.—J. E. Cabler, 
formerly chief inspector for the Georgia-Florida 
Sawmill Association, visited local lumber cir- 
cles recently. He is now in Greenville, S. C. 


D. J. Moynihan, general southern freight 
agent of the Pennsylvania Railroad, and E. J. 
Parrish, assistant to the freight traffic manager 
of the Seaboard Air Line Railway, Norfolk, 
Va., called at the offices of the Georgia-Florida 
Lumber Traffic Association last week. Another 
railroad man, J. L. Phillips, forest products 
agent for the Atlantic Coast Line Railroad, 
visited Jacksonville lumber circles recently. 


E. T. Roux, for years a leader in the Florida 
lumber industry, was a visitor in Jacksonville, 
early last week. Mr. Roux has handled a con- 
siderable export business to South Africa, in 
recent years. 


N. S. Curtis, of the Deal-Curtis Lumber 
Co. (Inc.), Drifton, Fla., spent some time in 
Jacksonville last week on business. 


M. L. Fleishel, president and general man- 
ager of the Putnam Lumber Co., Shaimrock, 
Fla., who returned late in September from a 
European trip, spent some time at his Jackson- 
ville home and offices last week, en route to 
Shamrock. 


Tom Huggins of Paterson & McInnis Lum- 
ber Co., Gulf Hammock, Fla., mingled with 
friends in the lumber trade, last week, while 
in Jacksonville for a brief visit. 


T. T. Scott, yellow pine wholesaler of Im- 
mokalee, Fila., was in Jacksonville last week 
on a business mission. 


Stanley Sheip of Jerome H. Sheip Co. (Inc.), 
Apalachicola, Fla., pioneer Florida lumber or- 
ganization, was a visitor here last week, look- 
ing after business matters and mingling with 
friends in trade circles. 


E. C. Roe, vice president and general man- 
ager of Cummer Cypress Co., with headquar- 
ters in Jacksonville, has been spending a 
few days in New York City on business. 

Gordon E. Reynolds, Albany, Ga., recently 
elected second vice president of the National 
Hardwood Lumber Association, was a visitor in 
Jacksonviile, early last week, and while in the 
city attended sessions of the Southeastern Hard- 
wood Manufacturers’ Club. 


Nathan Terrell has joined the sales depart- 


ae of the local Florida-Louisiana Red Cypress 
0. 


Blucher Blair of Midway Lumber Co., 
Blountstown, Fla., was a recent visitor here. 
Mr. Blair was the designated representative of 
the Southeastern Hardwood Manufacturers’ 
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Club, at the recent New York meeting of 
NHLA, and reported on the hardwood organ- 
ization’s convention, at the monthly club con- 
ference in Jacksonville, Sept. 29. 





Superintends Night Crew at 
Longview 


Loncview, WasH., Oct. 3.—Charles Tobin, 
superintendent of the Klamath Falls (Ore.) 
and Dorris (Calif.) plants of the Long-Bell 
Lumber Co., has returned here to assume charge 
of the company’s east unit mill at night, accord- 
ing to L. L. Chipman, vice president. He said 
that owing to a shortage of fuel and chips, two 
of the four headrigs in the east unit will oper- 
ate for an indefinite period at night on low- 
grade logs. Mr. Tobin, a veteran employee of 
the Long-Bell Company, was appointed super- 
intendent of the southern Oregon and northern 
California operations last April. His successor 
there will be announced later. 





Superintends Remanufacturing 
Plant 


Loncview, Wasu., Oct. 3.—l’ritz C. Burrill, 
employee of the Long-Bell Lumber Co. for the 
last thirteen years, has been named superinten- 
dent of the Portland, Ore., re-manufacturing 
plant of the Ralph L. Smith Lumber Co. Clay 
Brown, a former Long-Bell man, is sales man- 
ager of this firm. 

For the last year, Mr. Burrill has been a mem- 
ber of the Long-Bell executive sales staff, with 
headquarters here. Since joining the company, 
he has held various posts in the logging and 
sawmill departnients. He formerly resided at 
Ryderwood, Wash., and at Trenton, Miss. 

The Ralph L. Smith Lumber Co. also has op- 
erations at Coquille and at Anacortes. The 
company’s western headquarters are in Port- 
land. 

T.. A. (“Theo”) Deal, a member of the Long- 
Bell sales staff, has been named to succeed Mr. 
Burrill here. 





Lumber Salesman Rewarded for Safe 
Driving 

LAvuRENS, S. C., Oct. 5.—The Southern States 
Lumber Co., of this city, a large wholesaler of 
yellow pine and hardwoods, in addition to its 
excellent reputation for service to the trade, has 
the distinction of having a salesman on its staff 
who has been declared to be South Carolina’s 
most careful automobile driver. This salesman 
is Henry Grady Carson, 2321 Gadsden Street, 
Columbia, who has been employed as a travel- 
ing salesman by the Southern States Lumber 
Co, for a number of years traveling in North 
and South Carolina. This contest to determine 
the most careful automobile driver in South 
Carolina required a two months’ study of driv- 
ers and their records, under the direction of the 
Safety Foundation of the C. I. T. Corporation, 
the American Automobile Association, and the 
Carolina Motor Club. There were 53 motorists 
entered in the contest, which was conducted in 
both of the Carolinas. As a reward for his rec- 
ord as a careful driver, Mr. Carson and his 
wife were given a trip to New York, to attend 
a three-day gathering of State contest winners 
from every State in the Union, all expenses 
being paid by the sponsors. In New York they 
were guests at the Waldorf-Astoria Hotel. 

Mr. Carson’s record shows that since he be- 
gan driving 24 years ago, he has used many dif- 
ferent makes of automobiles, has traveled over 
760,000 miles in ten States, 420,000 during the 
last ten years and 44,000 during the last twelve 
— and has never had the slightest acci- 

ent. 

It is believed that lumber salesmen who cover 
their territories by automobile and their em- 
ployers as well, will be interested in some of the 
suggestions for safe driving offered by Mr. Car- 
son. as follows: 

Obey the laws Don’t ever trust the 


other fellow; he’s liable to be a darned fool. 
. Avoid night driving when possible, espe- 
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cially long jumps. . . If you’re not familiar 
with the roads, cut your speed down some in 
the daytime and in half at night. . . Always 
dim your lights. Don’t look at an ap- 
proaching automobile at night, but keep your 
eyes on the right hand side of the road and 
give the other fellow plenty of room. 

Don’t ever drive over 45 miles an hour. . . 
I drive between 40 and 45 and always get 
where I’m going soon enough. . . Never try 
to pass another car until you’re absolutely 
sure the road is clear ahead and be sure 
you’ve judged the speed of the car in front 
correctly. . . Don’t pass another car on a 
curve under any circumstances. . Always 
expect the unexpected of the other driver. 
‘ Be sure it won’t bother you if the man 
ahead of you decides to turn to the right or 
left, or wants to stop or even back up. ‘ 
In other words, have your car under complete 
control... 

Keep your car in perfect condition. . . I 
have mine in A-1 shape, else I stay off the 
road. . . See that your brakes, your horn, 
your lights and your tires are always-in good 
working order. . . Don’t ever crowd a car in 
front of you. . . Give the other fellow con- 
sideration of the road; it doesn’t cost you 
anything and it’s the safest thing for every- 
body involved. ° 

Slow down to at least ten or fifteen miles 
an hour when approaching horse-drawn 
vehicles, or stray animals. . . Slow down for 
big motor vehicles such as buses, trucks 
with trailers and particularly a train of sev- 
eral large vehicles moving along together. 








““News item from New_York 
Herald Tribune, Sept. 2, ’36 


Glacier Park, Mont., Sept. 1 -- 

The worst forest fire in seven years 
waigpee across the Continental Divide, 
Swiltly cut a path of destruction across 
a popular summer resort and crackled 
through valuable timber lands while 
1,200 foresters battled in vain to check 
its advance tonight. 

The 100 guests in a Glacier Park hotel 
fled to safety as the wall of fire—com- 
bined flames of three blazes which have 
burned for more than a week—roared 
down the valley, leveling a tourist camp 
of ninety conte * ae ing a ranger 
station. ON E RO Sr SAVED 
THe RAMBLING HOTEL FROM DESTRUC- 


Genuine Bangor Slate Roofs are absolute 
protection against fire originating from falling 
embers. Stress this point to F ow prospective 
customers for roofing materials 


NORTH BANGOR SLATE COMPANY, 


NORTH BANGOR, PA. 








Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 
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ALL NORTHERN 


HARD and SOFT WOODS 


Birch, Maple, Rock and Soft Elm, Basswood, 
Ash, Oak, air or kiln dried. 
Dimension stock, crating lumber, hardwood 
flooring. Planing mill. 
White cedar posts, poles, shingles. 

MIXED CARS 


Maislein-Dawson Lumber Co., Sheboygan, Wis. 
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Personnel Changes Follow Starting 
of Wholesale Firm 


San Francisco, Cauir., Oct. 3.—G. F. Bon- 
nington and F. R. Lamon, of the sales depart- 
ment of Wendling-Nathan Co., wholesale lum- 
ber, this city, have resigned to enter the whole- 
sale lumber business themselves. An office will 
be opened about Oct. 15, probably at 16 Cali- 
fornia Street. At present the two are on a 
business trip in the Pacific Northwest. Each 
has had between 15 and 16 years service with 
Wendling-Nathan. One vacancy at Wendling- 
Nathan will be filled by W. H. Nigh, who has 
been with the Shevlin Pine Sales Co. for 13 
years and, until time of the change, with the 
San Francisco office. The filling of the other 
vacancy will be announced later. W. J. Law- 
rence, resident sales manager for eight years at 
the McCloud River Lumber Co., McCloud 
Calif., will take Mr. Nigh’s place with Shevlin 
Pine Sales in San Francisco. 





California Wholesalers Form 
Corporation 


San Francisco, CAuir., Oct. 3—With the 
recent conversion of the Stapleton Lumber Co., 
wholesale lumber dealer, this city, to a corpo- 
ration, Frank G. Thornton, formerly with the 
Charles Nelson Co., becomes associated with J. 
A. Stapleton in the business. The office of the 
company has been changed from Room 744 to 
larger quarters in Room 1018, Mills Building. 

Mr. Thornton was connected with the Charles 
Nelson Co. for 45 years. He started his lum- 
ber career back in 1889. Mr. Stapleton was also 
formerly associated with the Nelson company. 

The Stapleton Lumber Co., dealing in lumber, 
piling and plywood, is the representative in this 
market for the Pacific Fir Co., of Seattle, 
Wash., and contemplates representing other 
shippers. 

Mr. Stapleton recently spent two weeks visit- 
ing mills in the Pacific Northwest. 





Company Official Resigns 


ALBUQUERQUE, N. Mex., Oct. 5.—At a recent 
meeting at Bernalillo, of the directors of the 
New Mexico Lumber & Timber Co., the resig- 
nation of Col. George E. Breece, of Albu- 
querque, as an officer and director of the com- 
pany was accepted. Holdings of Col. Breece 
in the company recently have been acquired by 
T. P. Gallagher, president of the company, 
and his associates. The directors also ratified 
the action of President Gallagher in acquiring 
on behalf of the company a substantial interest 
in the White Wood Products Corp. This com- 
pany, which formerly operated at Bogalusa, 
La., began operations at Bernalillo on July 1, 
having constructed there a modern and fully 
equipped plant. This plant manufactures wash 
boards, ironing boards, step ladders, and vari- 
ous household articles in addition to a miscel- 
laneous line of industrial cut-to-dimension stock 
and novelties. 


Will Operate Henceforth as Whole- 
sale Division of Huttig Company 


Sr. Louts, Mo., Oct. 5.—Roy R. Siegel. presi- 
dent Huttig Sash & Door Co., recently has 
announced the acquisition of certain of the as- 
sets. business and good will of W. J. Hughes 
& Sons Co.. Louisville. Ky., with branches at 
Knoxville, Tenn., and Paducah, Ky. The busi- 
ness acquired includes onlv the wholesale opera- 
tions, which in future will have no connection 
with the retail business being operated bv inter- 
ests formerly conducting W. J. Hughes & Sons 
Co. Mr. Siegel announces that W. J. Hughes 
& Sons Co. will operate exclusively wholesale 
and will cater to the retail dealer in accord- 
ance with the policy pursued for more than 
half a century by Huttig Sash & Door Co., of 
orderly distribution of its products through re- 
tail lumber dealers. 

The business will continue under the name 
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of W. J. Hughes & Sons Co., a division of the 
Huttig Sash & Door Co. H. C. Gorbet has 
been appointed manager in charge of its opera- 
tion; W. E. Waller will continue as assistant 
manager, with headquarters at Louisville; and 
R. G. (Jack) Keene and T. R. Young will 
continue in their present positions at Knoxville 
and Paducah, respectively. J. A. Thomas con- 
tinues in general charge of accounts and credits. 





Covers 3,000 Miles on Vacation 
Automobile Trip 


SHREVEPORT, La., Oct. 5—John L. Avery, 
general sales manager, Frost Lumber Industries 
(Inc.), of this city, accompanied by Mrs. Avery, 
has returned from an extensive automobile trip 
that took them through Arkansas, Missouri, 
Illinois, Indiana, Michigan and Iowa. They 
spent fifteen days in Michigan, enjoying a vaca- 
tion, and during the trip traveled approximately 
3,000 miles. Commenting on the situation, Mr. 
Avery said: 

“IT wanted to see if the drought conditions 
were as bad as painted by the papers; and I 
am convinced they are not, except in very lim- 
ited areas in these States. I think it is regret- 
table that the papers should play up the drought 
conditions to make them appear so much worse 
than they are. I think this undoubtedly has 
had a deterrent effect on business. Of course, 
there were sections where we found conditions 
extremely bad, either from drought or from 
grass hoppers, and these conditions probably 
exist in other States farther west than the ones 
we visited.” 





Paint Firm Alters Personnel 


Marietta, Outro, Oct. 5.—M. R. Rust, ex- 
perienced in trade sales service management, 
has been placed in charge of trade sales service 
of the Marietta (Ohio) Paint & Color Co. for 
both the Marietta and High Point, N. C., plants. 
In the company’s general expansion program, 
J. S. Nicholls, Jr., has been appointed eastern 
district sales manager with headquarters in New 
York. He will be in charge of company opera- 
tions in the New England States, eastern New 
York and New Jersey. A warehouse has been 
established at Lincoln, N. J., to make quicker 
delivery possible. 

Other additions to the paint firm’s personnel 
are: C. T. Shannon, formerly district manager 
of B. F. Goodrich Co., who will travel western 
Ohio and West Virginia as territorial represent- 
ative, and have headquarters in Columbus; J. 
G. Heslop will cover a portion of eastern Ohio 
and West Virginia; and D. B. McLohon, who 
formerly had paint selling experience in the 
central States and on the Pacific Coast, has 
been named territorial representative for east- 
ern North Carolina and will work out of the 
southern factory at High Point. 





Announces Resignation as General 
Manager 


Tacoma, Wasu., Oct. 6.—The resignation of 
F. Rodman Titcomb as general manager of the 
Weyerhaeuser Timber Co. was announced here 
today by J. P. Weyerhaeuser, Jr., executive vice 
president of the company. Simultaneously he 
announced the appointment of Charles H. In- 
gram, Jr., as general manager. Mr. Ingram has 
been assistant general manager. Mr. Titcomb, 
who has been general manager of the company 
for the last seven years, is now in the East. 
At company headquarters here it was said that 
his plans for the future are not known. 

Mr. Ingram, who was elevated to the general 
managership, became assistant general manager 
of the company in 1929, after a series of promo- 
tions that have given him a thorough experience 
in the company’s extensive logging and milling 
operations. 

Commenting on Mr. Titcomb’s resignation. 
Mr. Weyerhaeuser said: “The resignation of 
Mr. Titcomb was entirely of his own volition, 
and all of us are very regretful of it.” 
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News From Lumber Centers 


(Continued from Page 65) 


sible. Prospects are that the mills will en- 
joy a good business during the remainder 
of this year. The majority of small mills in 
operation on say June 1 are now out of the 
picture entirely, and production at larger 
plants has been held down to a point where 
many popular items are far from plentiful. 
There is little prospect of any great abun- 
dance of either boards or small framing, 
usually taken up by the box mills and the 
retail yards. As it is the competition of 
small mills that often adversely affects the 
market, its absence makes for more satis- 
factory prices. There is a tendency on the 
part of mills in the Carolinas to try for 
further price advances, because popular items 
have been slightly lower than in Georgia and 
other southern roofer producing territory. 


Memphis, Tenn. 


SOUTHERN HARDW0OODS—Demand from 
domestic consumers continues exceptionally 
good, but there has been a notable drop in 
overseas trade. Domestic prices have held 
up exceptionally well, and those of many 
items have advanced. Red gum is exceed- 
ingly scarce, and many other items are get- 
ting into short supply, and are strengthen- 
ing. Domestic furniture manufacturers con- 
tinue in the market. Automobile factories 
are taking some oak and other items. Sash 
and door and interior trim plants report 
business good. Flooring plants find sales in- 
creasing daily, and have advanced their quo- 
tations. Box and crate manufacturers are 
busy. Foreign inquiry is good, but prices 
offered are too low so not much business 
is being placed. The improvement in domes- 
tic consumption is likely to so deplete stocks 
as to cause overseas buyers to increase their 
offers. Though good weather favors produc- 
tion, current demand is causing a reduction 
in mill stocks. 


Warren, Ark. 


ARKANSAS SOFT PINE—The mills have 
been snowed under with orders the past ten 
days, some mills reporting new business 
booked almost 100 percent ahead of the same 
period last year. Prices are strong, with 
advances of 50 cents to $2 being posted on 
many items. In most sections of the South, 
the cotton crop is turning out better than 
predicted. Many tenant farmers are paying 
out and will have cash to spend. In many 
sections, farmers are still busy harvesting, 
and lumber retailers predict a good pick-up 
in demand any time after the first of No- 
vember. Current orders more than cover all 
available 6- and 8-inch No. 2 center matched, 
shiplap and boards. Some mills are loading 
these items as fast as they come from the dry 
kilns. Several mills report they have had 
no 8-, 10- or 12-inch No. 3 for several weeks— 
orders taking these items faster than they 
can be accumulated. For the most part, 
No. 1 dimension is in very good supply, 
though stocks of some items are becoming 
depleted. Both Nos. 1 and 2 dimension stocks 
are badly “shot,” with few lengths in sur- 
plus. Small mills are very active and report 
good demand for common items; the average 
small-mill operator cannot make quick ship- 
ment of an order calling for more than two 
or three items and, in some instances, these 
mills are sold ahead on 6- and 8-inch No. 2, 
along with some items of dimension, Many 
staple items are now sold ahead of produc- 
tion from three to six weeks. This is par- 
ticularly true of B&better finish, casing, base 
and door jamb stock in 4/, 5/ and 6/4, and 
orders are being held up. Mouldings are 
also in excellent demand, with mills having 
difficulty in furnishing, in many patterns, as 
much 14- and 16-foot as is wanted. Several 
mills report being far over-sold on 1x3-inch 
Bé&btr. and No. 1 flat grain flooring in both 
plain end and end-matched, and, with only 
one or two exceptions, the mills are unable 
to fill the demand for.3- and 4-inch B&better 
edge grain flooring. B&better and No. 1 %x 
4-inch ceiling is very scarce, along with all 
patterns of B&better and No. 1 drop siding 
in lengths of 14-foot and longer. The Texas 
trade requires more 18- and 20-foot drop 
siding and finish in mixed car orders than 
the average mill can possibly supply. Both 
inquiries and orders for car material have 


been more numerous than for several months. 
The average mill is now over-sold on 1x4- 
and 6-inch, 9- and 10-foot car siding in both 
B&better and No. 1 grades, also 4- and 6-inch 
No. 1 lining is_very scarce, with 10- and 
20-foot in very limited supply. For the past 
thirty days the mills have had the best de- 
mand for lath experienced at any time in the 
last seven years, and it has not only cleaned 
up surplus No. 1 lath but oversold them at 
several mills. No. 2 lath have not been avail- 
able in quantity for many months. 


SOUTHERN HARDWOODS—Mills in this 
district are enjoying the best demand expe- 
rienced since the spring of 1929, and have 
had to refuse many orders. Practically every 
item is salable, with dry stock of many items 
not obtainable at any price for quick ship- 
ment, Small lots of white and red oak finish 
or trim can usually be furnished for reason- 
ably prompt shipment, but buyers often find 
stocks so scarce that they are willing to 
revise orders, There are only a few places 
where rough dry oak flooring stock can be 
had, and most owners are holding for higher 
prices. The demand for oak flooring is better 
than the mills expected, and has absorbed 
practically all surplus stock, so price ad- 
vances were reported this week. Woods con- 
ditions are ideal and most operators are now 
busy accumulating logs, for inventories are 
relatively low. 


Jacksonville, Fla. 


SOUTHEAST MARKETS—Lumber trade 
conditions have remained virtually un- 
changed. Production is continuing in good 
volume for the season, and shipments are 
holding up well, ‘with prices showing little 
fluctuation. Export trade is slow and there 
is little prospect for improvement in Euro- 
pean business. Shipments to Island and 
Latin American destinations appear to be 
holding to a slightly better level than for 
some years. 


CYPRESS—Demand holds steady. Short- 
ages are noted in some items, but mills are 
still able to handle orders satisfactorily. 
There has been some slight price adjustment 
in recent weeks, but advances made have not 
yo any appreciable effect on volume of or- 

ers. 


SOUTHERN PINE—Federal housing con- 
struction is increasing, and combined with 
industrial demand is keeping the mills busy. 
Weather conditions have interfered with 
production in some sectors, but it has con- 
tinued at a high level. 


HARDWOODS—Production and demand 
hold steady, the only deterrent being the 
slowness of oak. The belief here is, however, 
that housing and other demands will put this 
species back in a more favorable position 
within the next few months. 


CYPRESS SHINGLES AND LATH—AIll lath 
items are reported in short supply; as.are 4- 
and 5-inch shingles. 


Houston, Tex. 


Business has slowed up, largely because of 
floods in central, southern and western Texas. 
Damage to crops has been severe and is go- 
ing to affect lumber demand. Some yards in 
Waco had water ten to twelve feet deep, and 
they will have to restock as soon as they 
get damaged lumber checked up. 


SOUTHERN 
the mills, with many items becoming scarce, 
and order files are good. While the yards 
are able to buy?all the dimension they re- 
quire, a small increase in demand would 
soon make immediate shipment impossible. 
No. 2 boards are more plentiful than other 
items, although stocks of No. 3 are increas- 
ing now that grain door buying is declining 
seasonally. Timbers are strong, and a num- 
ber of large railroad inquiries are out. Car 
siding is not as strong as formerly, but re- 
quirements promise to increase. The export 
market is showing signs of improvement, and 
mills have no surplus of export stock, the 
amount of timbers available being small. 


HARDWOODS—The market has been very 
good. Gum has advanced approximately $1. 
Most items, particularly in red gum, building 
oak and cypress, are scarce. 


(Continued on Page 76) 
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‘*‘KORRECT BRAND” 


HARD MAPLE FLOORING 


has a national reputation for superior quality 
and manufacture. Our most modern plant, 
years of experience, expert workmanship and 
desire to maintain ‘“‘Korrect Brand’ reputa- 
tion guarantees this superiority. 


Try a car now and always be 
a “Korrect Brand" customer. 


Kneeland - McLurg Flooring Co. 
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WEIDMAN _LNMBER COMPANY 
WER AN TROUT CREEK, MICH 
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Our new flooring plant is equipped 
with the most improved type machines. 
You'll appreciate the better manufacture 
and superior quality of WELLS Flooring. 
Try a car now at low prices. 


SJIWWELLAS 


LUMBER COMPANY 


MAN UEACTURERS 
MENOMINEE MICHIGAN. 
YO U | nee FOR 


HARD MAPLE — BIRCH 
BASSWOOD — SOFT ELM 
BROWN ASH — HEMLOCK 
SOFT MAPLE—WHITE PINE 
CAN BE PROMPTLY 
FILLED FROM OUR LARGE 
17 WELL BALANCED STOCKS 


VON PLATEN - FOX COMPANY 
IRON MOUNTAIN, MICHIGAN 
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LUMBER MARKET REVIEW 


Northern Pine and Hemlock Are Moving Less Actively; 
Eastern Spruce Market Strengthens 


Northern pine demand in the two weeks ended Sept. 26 
receded to a little above its average for the year to date. 
Country yard sales in the Northwest during August were 
18 percent below 1935, because some sections were ad- 
versely affected by drouth. In the Niagara area, there has 
been an encouraging gain in sales to builders and industrial 
users. Stocks at mills are larger than last year’s, but 
uneven as to assortment, and production has been fairly 
active, with sales prospects considered good and prices 
firmly held. 

Northern hemlock business is about even with last year’s 
for this period. While the mills have a little heavier stocks 
than last year’s, they also have better files of unfilled or- 
ders. Production has been rather active, especially as com- 
pared with its low volume for the corresponding period last 
year. There has been no change in quotations. 

Eastern spruce from the Maritime Provinces is available 
only at firm prices; and as the smaller New England mills 
are closing for the season, the market is gaining strength, 
except on clean-up lots of random from the smaller plants. 


Western Pine Shop and Selects Are Showing Strength; 
No. 2 Demand and Prices Steady 


The report of a decline of one percent in western pine 
orders as compared with last year is explained by a heavy 
bulge in bookings at that period last year. Eastern mar- 
kets are reported to be buying a nice volume of uppers, 
while middle West millwork plants have been actively in 
the market for shop. Selects have been in exceptionally 
good demand and are strong, with mill stocks becoming 
depleted. Current sales of shop are covering the output, 
especially of No. 1, and quotations are quite firm, on both 
this grade and No. 2. There is no surplus being accumu- 
lated in No, 2 commons, and prices continue steady. In 
No. 3 and 4 common, the wider stock continues in excess of 
market requirements, and price concessions are reported; 
but fair prices are realized on the narrower widths sold in 
mixed cars. In view of the increase in sales as compared 
with last year—17 percent to date at identical mills—stocks 
in producing territory must be considered moderate, and are 
likely to undergo considerable reduction during the winter 
period of curtailed operations. 


Northwest Fir Mills Report An Active Demand From 
Domestic Rail and Cargo Markets 


West Coast bookings in the two weeks ended Oct. 3 exceeded 
output by 3.25 percent, but were far behind shipments. Cargo 
markets are threatened by a strike, postponed by a truce. Buy- 
ers have been eager to secure deliveries and to order ahead, but 
mills are reluctant to commit themselves. 

There has arisen an active demand from the rail market for 
fall requirements, and shipments are heavy, with the result that 
stocks of yard commons have become depleted, and prices have 
been advanced. Local consumption in the Northwest has also 
been heavy. Volume of car material demand is good and pros- 
pects are for its increase. 

On the eastern seaboard, construction is active, and receipts 
are readily absorbed, while inroads have been made into stocks 
at storage terminals, with laid-down prices firm at $10 off list. 
Practically none of the business is being placed with British 
Columbia mills, which are kept busy supplying the United King- 
dom demand. California building consumption has been active, 
and, although shipments have been heavy, in view of a threat- 
ened tie-up of coastwise carriers, prices are fairly firm, with 


the building outlook encouraging. A gradual expansion in the 
Gulf coast demand is reported. 

The Oriental market is restricted because of fear of war 
between Japan and China, and there has been similar tension 
in Europe over the Spanish rebellion, business uncertainty 
being increased by devaluation of currencies. In August, Brit- 
ish Columbia booked two-thirds of the total foreign business. 


Export space is tight. 


Furniture Gums Are Scarce and Strong; Flooring 
Demand Increases and Prices Advance 


Domestic demand for hardwoods, especially from the furni- 
ture industry and for the gums, has been active. August book- 
ings of the furniture plants exceeded those of August last year 
by 48 percent, and unfilled orders Sept. 1 were 85 percent above 
last year’s, so there is every indication of sustained demand 
from this important consuming group. There has been a 
recent marked improvement in the demand for oak from floor- 
ing plants, for sales of flooring for fall building have been 
unexpectedly large. Quotations on oak flooring have been 
advanced $2@4. Dry rough@flooring stock is reported in lower 
supply, with hardwood mills asking higher prices. The building 
trades are sending in a correspondingly good volume of orders 
for millwork and trim. Automobile plants are doing more buy- 
ing, and at least part of this is for trailer manufacture ; and the 
railroads are also placing some orders. Foreign trade is the 
weakest section of the market. Oak has met severe Japanese 
competition in the United Kingdom and low and unacceptable 
offers are coming from there, but a slight recent growth of 
interest in the American product has been noted. Though south- 
ern production is active, good demand has prevented any 
accumulation of stocks, and early curtailment may be expected 
as a result of winter rains. 


Southern Pine Continues in Good Demand, and, With 
Stocks Depleted, Prices Are Stiffening 


Southern pine bookings in the two weeks ended Sept. 26 
were 26 percent above last year’s, and showed a gain over those 
for the first part of the month. Production, however, declined, 
partly because of severe floods in parts of Texas. These floods 
also damaged crops, and it is feared that there may be a corre- 
sponding decline in farm demand, but undoubtedly there will 
be considerable buying to repair recent damage to buildings. 
In the greater part of the South and Southwest, however, sales 
continue good as a result of building activity in rural areas 
especially, where cotton and other crops are bringing excellent 
returns. Some northern and eastern buyers are probably send- 
ing in orders that would normally go to fir, supply of which is 
threatened by a marine strike. The mills have not been able 
to accumulate yard items that have been in short supply, and 
they have had to limit shipments. Average prices have made 
further but fractional advances. The Nos. 3 and 4 grades are 
reported plentiful. Car material is in improving demand, and 
there has been an increase in inquiry for export sizes. 

North Carolina pine production has been much curtailed by 
bad weather, and as small mills are inactive, it has been difficult 
to keep shipments from falling behind orders. In the South- 
east, quotations on roofers have been stiffening, and Carolina 
millmen have been inclined to mark up their lists. 

Arkansas Soft Pine mills report a brisk demand from the 
South for both commons and uppers, for farm use especially. 
Large-mill stocks of commons are being depleted, despite the 
activity of small mills. Many orders for shed stock and trim 
have to be delayed because supplies of some items have been 
exhausted. There have been advances practically throughout the 
list of yard items. Active call for car material has resulted in 
greatly depleting mill stocks. 


Statistics, Page 62 — Market Reports, Pages 64-67— Prices, Pages 73-74 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


73 


East and west side mills have reported the following average f. o. b. mill sales prices on southern pine to the Southern Pine Lumber Ex- 


change, New Orleans, La., for sales made in the period Sept. 19-24, but where prices for this 


month to date have been inserted and starred (*): 


West East 





West East 














period were not a 


vailable, prices for the 








West East West East West East West East 
Side Side Side Side Side Side Side Side Side Side Side Side 
Flooring, Standard Partition, Standard Rough Finish Ceiling, Standard No. 2 Fencing & om No. 2 Shortleat 
Lengths Lengths 10-20 Lengths Standard Length Dimension 
B&better %x4&6— B&better— 1% x4— 2ee ocnens 17.18 16. 46|2x4 
Shortleaf.. 61.25 64.58|B&better.. 41.25 40.00)Inch thick— B&better.. 28.75 *28.19|1x6....... 18.74 17.83{12 & 14... 21.98 18. 
Rae 42.00 *45.00'No. 1. = *26.00 No. 2 Shiplap and ree 22.99 20.02 
No, 1— No. 1 Shiplap and = /¢ 44.14 *42.50\5%x4— Boards, Std. Lgth 
Shortleaf.. 49.75 *51.67 Boards, 10-20’ ene nannies 440 941,35 Tavetter.. 28.66 28.21|Shortleat— - [2x6 | ie . 
Wee sve 36.75 *87.20|1x8 ....... 35.53 36.921; .7¢10° °°" 40 841.35 B&better.. 28.66 28.21) 8he 19.19 18.21|12 & 14:-- 17-40 16.86 
1x5&10 37°70 38.02|1Xo&10 ... 48.50 *47.94)No. 1 ..... 27.37 26.64!'1X8 ....... 9. SOLU EG, sciad sos 18.48 17.96 
1x3 flat 1x12 * el ia4 Bese cote 72.00 *61.45 eee 19.56 18.53), 
ae Seasons 14 52.89/58 574 No. 1 Fencing, 10-20’ |1x12_....: $5.83 90.78/57". 14 . 19:90 137.78 
B&better.. 38.90 36.51) Surfaced Finish, thick— | SAGER 36.51 36.06|Longleaf— 7 we ee 
eS Pee 33.52 33.92 10-20’ OT pened 52.08 653.00|1x6....... 37.19 36.39|1x10...... PO: .cinaseern Sees aU.96 19.98 
No. 2 ..... 24.95 24.27|B&better 5&10 ..... 66.29 59.75 fo No. 3 Fencing, 2x10 
1x4 rift— Inch thick— 12 ........ 72.00 71.25 oe, 5 eee Standaré Lengthe _|12 & 14... 20.15 20.89 
B&bet 44.86 39.67 “ Dimension ere se ee 8 oy) eae 21.24 21.23 
3&better.. SORE a SS Oe ™ +'4,o|Timbers, 20 & Under, |2x4 BOO ccnains 15.72 15.13 2 
Shortleaf.. 62.19 62.25 é stew eee 46.45 45.43 N 12 & 14... 25.82 22.7? lane +: Soe =2|2x12 
Paes 47.07 43.13 o.1 cas 99201 x6, CM 15.72 14.54/42 & 14 19.86 20.00 
No. 1— ; ae ‘;,|Longleaf— = —_—sawijli ....... 25.83 22.821 No. 3 Shipl a > my as 
Shortleat. 45.38 52.30 nt orecee ear canis 3x4 & 4x4.*30.00 < Moardn Seamened | Sra 20.92 20.58 
> + 7 ae. y ‘ ee ae . 
ape sees 32.00) 397° “°° '** 64.82 65.00|txo—8%8 -- 27.00 ....112 & 14... 22.99 19.50 : Lengths Drop Siding, Standard 
1x4 flat 5&G hick Shortleaf— | GPa Sh1S $2.9412E8 2.6.04 16.74 15.17 Lengths, 1x6” 
<6/4 thic — -|3x4&4x4 .. 23.38 22.05 a 17.08 15.24 
grain— 4, 6, 8 60.58 57.25|,-e° cx 2 | 2x8 1x12 5.72|No. 117 
B&better.. 38.74 37.4915@10 65.94 65.75(44°, 9x8... 23.11 19.08/12 & 14... 23.97 22.16)'%*. 17.04 15.72 a ee ee 
No oo. 35 30 24°91 — eeaaeabels 73.63 7540 3&4x10 Les 26.60 26. 00 16 24.61 18.94 No. 3 Dimension, B&be 2tter 33.13 *32.36 
No. 3..... 19.47 18.87/47" 08 PSANGXLOTOX10 24.60 24-81 Jorg  loxg name Senge = [No.2 ..... 32.09 33.00 
; 3&4x12 ... 32.10 26.90] 2 na |X 1ort- No. — 
Casing, Base & Jamb |Inch thick— 5x12—-12x12 30.44 os + , 29.39 27.73) leaf .... 16.41 12.94 = 7 st -. 3 ee 
ee Ol ccecwces 40.77 39.00 cg 28.31 28.13|Shortl'f & Longl't— B&better.. 39.10 38.00 
parnetter, | ES 40.92 $9.38 Plaster Lath Pa 29.82 27.4319x6 ...... 13.68 12.76 No. 1..... 36.56 35.17 
“eae o> ae.) k Beeeeneee: 41.18 40.04/%x1%”, 4 2x12 oxe renee 14.50 12.82|}Assorted patterns 
1x668 e+. 54.17 52.50|1x5&10 ... 45.75 43.63|No.1..... 3.74 4.05/12 & 14... 31.99 28.82/2x10 ..... 14.08 14.00 B&better.. 37.67 36.14 
1x5&10 ... 56.17 55.26/12 ........ 61.61 57.88|No.2..... 3.31 3.25/16 ........ 32.79 30.81/2x12 ..... 17.75 14.00 | No. 1 ..... 36.13 34.81 
Seattle, Wash., Oct, 3.—Prices for red OAK FLOORING Speci : ; 
cedar siding in mixed cars, new bundling, 8 : [Special Air Mail to AMerican LuMBERMAN] 
to 18 foot, f. o.b. mill, are: Following are current quotations on oak . 
: ‘ fs Seattle, Wash., Oct. 3.— Current quota- 
Beveled Siding, 12-inch flooring in carlots, f.o.b. logical points of | tions f. 0, b. mill on Douglas Fir items in 
le “a” “RB” origin—Memphis and Johnson City, Tenn., mixed cars for rail shipment direct to the 
4-inch sa dedeen Gdaanll $25.00 $23. 00 $20. 00 | and Alexandria, La. fone oe er and aay, -~, s 
- OLS EIT RY. 7 e ng on e items, are from oO 
fe oo 27:50 $4.00 1x2%” 48x1%” %x2” %x1%” | less: 
Clear Bungalow Siding, %4-inch Clr. qtd. wht. - $85. 00 $70. 00 $60.00 $50.00 Vertical Grain Flooring 
8-inch : $42 00 Clr. qtd, red... 65.00 00 52.00 50.00 Bé&btr. Cc D 
Cee a et ee ne 52.00 aot pe wht eee 60. 4 17.00 ry Ye pry MO Dis aaie elie ee $42.00 $31.00 $18.00 
sce tata ci oe nisi steak Sia ica ele dha Y i aad. ved... ' . 
ee Se ee a er ee 62.00 Clr. pln. wht... 64.00 53.00 53.00 40.00 . Flat Grain Flooring 
Finish, B&better, S2 or 4S, 8-18’ Clr. pln. red... . 55.00 49.00 48.00 40.00 | 1X4 --+eeeeereeeeeee 6.00 = $22.00 = $16.00 
828 or 848 Sel. pln. wht.... 52.00 44.00 41.00 37.00 | 1X6 ---++seeeeeeeees 28.00 25.00 20.00 
a or hous Sel. pln. red.. 50.00 45.00 38.00 37.00 
1X 8” oo. se ee eeeees sececcencescceeress $50.00 | No. 1 com. wht:: 44.00 37.00 35.00 29.00 Cole 
1X10” wo. ceceecceees wanaiy aieceatmaeraeaeand 55.00 | No. 1 com. red... 43.00 36.00 34.00 30.00 | 9X4 .----seeeeeeees $24.00 $21.00 $16.00 
1x12° emedisds adit ieanaet ERC MR TSE ES $2.00 < < eae... |... 26.00 25.00 20.00 18.00 | 1X4 ---eeeeeeeeeeees 26.00 23.00 16.00 
BEE shiotbaschaccnntnekenasueceneeecs TE %x2” %x1%” f_ex2” Seep ne a8 : 
ixis” ip pangin iadek a ukdeente aka pinpiaeiaatelateation $2.00 Clr. atd. wht....$69.00 $67.00 ses cwidiee enero eee eee 125.08 $36.00 $00.08 
1x22&24” FN ee oe . 97.00 Cir. eté. red.... 61.00 Wied i «aaa: Aco oo ee ee eee . . : 
eccccoccce Cece rsreccsesesrecece . Sel. atd. wht.... 57.00 54.00 Common Boards and Shiplap 
1 
Ceiling or Flooring, B&better, 4-18’ Sel. qtd. red.... 57.00 54.00 1x6 1x8 1x10 1x12 
i=3* heendoawe Siekideuwadie sae taen ape 34.00 | Clr. pln. wht.... 60.00 eoae $60. 00 ee ere $18.00 $19.00 $19.00 $21.00 
UN tian pci rt aida ain aie aia aecein eine 36.00 | Clr. pin. red.... 55.00 2.00 52.00 TE sce anime 15.00 15.00 15.00 15.00 
Discount on Mouldings 6-20, Odd Lengths | 3°)" }1’- — ye 51. ro a1. = No. 3 ....++-- 10.00 11.00 = 11.00 11.00 
Series 8000— No. 1 com. wht.. 47.00 42.00 41.00 No. 1 Common Dimension 
jisting under $4... 0... cece seen renee 64% No. 1 com. red.. 45.00 42.00 38.00 12 14 16 18 20 
. ng Sag BI CUE soc tcicconsesservensn 59% Ne. 3 COM. is s<0 20.00 18.00 mare ae ox 4 sasce ats a $0.58 $22.00 $23.00 $33.50 
eries —- x seita ie ; ¥ f ‘ 
Listing under $8..............0ee0eees 60% New York delivered prices may be obtained | 2x 8 .... 19.00 20.00 20.50 22.00 21.00 
Listing $8 and over.................2.. 55% | by adding to the above the following differ- | 2x10 .... 21. oe 25:00 lo ee Me oe 
Clear Lattice, 5/16”, 4 to 16’ entials figured on Johnson City origin: For 2x4, 8, $307 ef, 10, q 
‘ 100 lin. ft. | #s-inch stock, $8; for %-inch, $4; for %- | Random—No. 2, 2x4, $16; No. 3, $10.50. 
i§- Mtnlennsaeiee’ Si eclecahisnatiaaee ea pineal ----- $0.32 | and ;-inch, $4.50. No. 1 Common Boose and/or Surfaced 
DR ee eee ee ee ee Chicago delivered prices may be obtained by epee, 
adding to the above the following differentials “—_, ys B® foot ewes _——/ —_ 50 
RED CEDAR SHINGLES _| Sted on Memphis origin: For if-inch stock, | 12x12 up to 30 feet. 20000000000 03199 
; for %-inch, $3; for %- and y,-inch, $3.50. | 12x1 to COb. wc ccccccccevcccccece . 
Seattle, Wash., Oct. 3.—Below are listed $ * te $8.68 


average prices received for red cedar shingles 
sold direct to the trade: 


Royals: 
ME ic sinninwaielene ean aeauee eee $3.70—3.75 
I i le Ser cetS: Drla aa sc 2.40—2.50 
hd: b snclarnl win he abl eran a ere eS Riase 1.55—1.65 
Perfections: 
2. Aer $2.90—3.00 
gra 6 dere ae pie em woe, wales 1.85—1.90 
REED os Sr Ge, Slorin 5h ah Sc tnlaces bee gb 1.40—1.45 
XXXXX: 
I eo ceb no nai aman el cote aa . -$2.65—2.70 
TI ea corer hi aval a ates eure aparaiae aeare 1.65—1.75 
dy | RR aap eee a eee 1.30—1.35 





MAPLE FLOORING 


Michigan and Wisconsin flooring mills 
report the following prices realized f. o. b. 
Me Pad mill basis, during the week ended 


First Third 
sere aise ie ama ed $69.72 $47.08 


Second 
$62.35 











TIDEWATER RED CYPRESS 


Jacksonville, Fla., Oct. 3—Following is a list of wholesale prices on tidewater red cypress, 








ft. o. b.. mili. 

Grades 4/4 5/4 6/4 8/4 10/4 12/4 16/4 
Tank, RW&L, rough. ; $100.00 $111.75 $135.00 $135.00 $142.00 
FAS, RW&L, rough... .$63.00 $73.00 82.00 98.50 116.00 116.00 120.50 
Select, RW&L, rough... 56.00 66.00 66.00 68.50 81.50 81.50 90.50 
No. 1 Shop, RW&L, rough 41.00 49.00 59.00 61.25 72.50 72.50 80.50 
Box, RW&L, rough..... 26.00 28.00 28.00 28.00 
Peck, RW&L, rough.... 26.00 28.00 28.00 28.25 CYPRESS or tn 
“A” Finish, RW&L, S4S. 70.00 80.00 84.00 101.00 Bests, 18”...$5.85 $7.10 
“B” Finish, RW&L, S48. 63.50 73.50 73.50 76.50 Primes, 18”.. 3.85 5.50 
“CO” Finish, RW&L, S48. 60.50 70.50 70.50 73.50 Economy, 18” 3.35 4.50 
“Dp” Finish, RW&L, S48. 55.50 65.50 65.50 68.50 CYPRESS Fong ye 4 . 
No. 1 com., RW&L, rough 44.00 49.00 49.00 52.00 %x1%)x48" . 3580 $5.30 
No. 2, com., RW&L, rough 35.00 37.00 37.00 37.00 $x1%4x32”" |. 3.00... 
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F.O.B. MILL PRICES OF SOUTHERN HARDWOODS 


Following are ranges of f.0.b. mill prices of rough, air dried southern hardwoods, from reports of sales made during the week ended Sept. 28: 


Plain Red Gum— Qtrd, Red Gum— Qtrd. White Oak— Plain Tupelo— 

4/4 No.1&Sels 37. 00@37. 3516/4 PAB .nccccccce 82.75) 4/4 FAS ......00- 28.50 
ph beg x pope Sept 5/4 No.1&Sels...... 00) 8/4 FAS os... 75.50|4/4 No.1&Sels...... 18.50 
/4 No.1&Sels 25.50@30.50 1674 No 1@Sels...... 39:0 6/4 No.1&Sels...... 52.75|5/4 No.1&Sels...... 22.50 
5/4 No.1&Sels 34.75 @ 38.60 1374 No.1&Sels 38.75 @48. oC Plain White Oak— Plain Poplar— 
are No. 3 Com Naat 11.96 Pisa Gap Gam 4/4 FAS ... 60,25@84.25| 4/4 No.1&Sels 26.50@28.25 
/4 No. 3 Com..... 18.50) 174 FAS 4/4 No.1&Seis 30.00@35.25| 4/4 No.1Com. 26.75@29.50 


27. “oe 25 
00 


. Pe penaeey: 
Qtrd. Sap Gum— yy PAs aasptatrey +: 34 “00 


4/4 No.1&Sels 19.75 @ 23.50 


ee 30.00 - 5 
te ag oo sia RLS Noga eae 
6/4 FAS .......... 34.50) 474 No.2Com. 11.00@12.25 
8/4 FAS ... 34.25@38.00/5/4 No.2Com. 12.75@13.50 
4/4 No.1&Sels 32:00927-60 6/4 No. 2 Com 12°25 
5/4 No.1&Sels...... 28.00 i rons eae - 
6/4 No.1&Sels...... 29.00 | Plain Black Gum— 

8/4 No.1&Sels 27.00@30.75 |5/4 FAS .........- 27.00 
10/4 No.1&Sels 35.25@35-50|4/4 No.1&Sels...... 20.00 








6/4 No.1Com. 30.00@31.75 


Plain Red Oak— 4/4 No. 2-A Com... 19.50 
2° 2a 50.25|5/4 No. 2-A Com... 24.00 
EE ivnccwnean 56.75|6/4 No. 2-A Com... 25.00 
a” Pat 74.00} 4/4 No. 2-B Com... 14.00 
4/4 No.1&Sels 24.50@28.50| 5/4 No. 2-B Com... 13.75 
5/4 No.1&Sels...... 45.00|6/4 No. 2-B Com... 14.75 
6/4 No.1&Sels...... 38.50 | Hackberry— 

8/4 No.1&Sels...... 60.00|5/4 Log Run ...... 19.75 
Mixed Oak— Hickory— 

4/4 Sd. Wormy.... 16.00}8/4 No. 2 Com..... 17.00 





Ash— Elm— 

gO err 54.50/12/4 FAS ......... 37.25 

BASE DAD wccccccce 80.50 4/4 No.1&Sels...... 21.25 

4/4 No.1&Sels...... 0.00|12/4 No.1&Sels..... 27.25 

&/4 No. 1&Sels 24. iv@ 3s. 50|12/4 No. 2 Com.... 17.35 
° Bele cces 60.50 Cottonwood— 

4/4 No. 2 Com..... 12.75 1474 No.1&Sels...... 24.00 

8/4 No. 2 Com..... 17.50} © 

Soft Maple, SWND— 1/4 FAS .... 33.00 

4/4 FAS .........- 34.001474 No.1&Sels....-- 23.00 

4/4 No.1&Sels...... 24.00 4/4 No. 2 Com.. 14.00 

4/4 No, 2 Com ee 14.00 5/4 No. 2 Com..... 15.50 

Soft Maple, WHND— Ma olia— 

Pe Me sens beawes 34.50 ase Pan 47.00 

4/4 No.1&Sels...... 24.50 5/4 FAS Spear eaeaies 45.75 

4/4 No. 2 Com..... 14.50|474 No.1&Sels...... 26.75 

Beech— 5/4 No.1&Sels...... 

OPO WO wcavcaccus 37.2514/4 No.2Com. 18. sp@z0. 00 








NORTHERN HARDWOOD 


Following are prevailing quotations f. o. b. 
Wausau, Wis., on northern hardwoods: 

No.1 No.2 No.3 

Brown Ash— FAS Sel Com Com Com 


4/4 cccccecce 48.00 39.00 32.00 25.00 17.00 
B/4 cccccede 53.00 44.00 35.00 27.00 19.00 
6/4 acccee .. 58.00 61.00 42.00 31.00 19.00 
8/4 .. e 63.00 66.00 45.00 33.00 20.00 
Bass wood— 
4/4 ccccce .- 63.00 63.00 44.00 27.00 19.00 
5/4 ....-++- 68.00 68.00 47.00 29.00 21.00 
GIG coneveoss 71.00 61.00 47.00 29.00 21.00 
FE covccece 78.00 68.00 57.00 31.00 21.00 
BOsE cccesece 93.00 83.00 67.00 44.00 eee 
12/4 .. -. 98.00 88.00 72.00 49.00 .... 
B/E ccccve -- 56.00 48.00 34.00 23.0 ° 


Key stock, 4/4, No. 1 ang A 1% $68; or on 
grees, FAS, $78; No. 1, $ ta 1 and 
etter, $73; or on grades, PAs, 83; No. 1, $63. 


No.1 No.2 No.3 
Hard Maple— FAS Sel Com Com Com 


8/4 eeeee 83.00 68.00 67.00 35.00 19.00 
9/4 weceee -- 93.00 78.00 62.00 36.00 ee 
0/4 weeee 93.00 78.00 65.00 36.00 

11/4 wccccees 113.00 98.00 77.00 41.00 ee 

12/4 ....++++-113.00 98.00 177.00 41.00 

16/4 ..eccees 153.00 138.00 117.00 


me. 3 OF Com No.2 #£«®No.3 


Birech— FAS Sel Com Com Com 
>See 63.00 63.00 44.00 30.00 19.00 
|, Lear 68.00 58.00 47.00 33.00 19.00 
ee -- 73.00 63.00 652.00 38.00 19.00 
me secnsene 83.00 73.00 62.00 41.00 20.00 

aa +4 75.00 70.00 41.00 .... 

Bere cocsase -. 95.00 80.00 75.00 46.00 +o% 

Ee: sasece “a 00 pS BLY eee 
a scnenaen 45.00 34.00 26.00 .... 


8/4 wccccece 87.00 47.00 37.00 27.00 .... 


Soft Maple— FAS Sel Com Com Com 
4/4 ........ 53.00 48.00 41.00 27.00 18.50 
5/4 .......-- 58.00 48.00 44.00 28.00 19.00 
6/4 ......+. 68.00 653.00 49.00 33.00 19.00 
8/4 ......-. 78.00 68.00 64.00 33.00 20.00 





ARKANSAS SOFT PINE 


ag at are average sales prices, these 

b. mill figures being based on _shortleaf 

ibe obtained by Arkansas Soft Pine 
mills during the week ended Oct. 3: 


Flooring 
Edge grain— 38-inch 4-inch 
DEE scececseecaneneoases $64.00 $63.00 
a: E gacseneeetueredes oeenweun 54.00 53.50 
El tnewe eds wen aanhaoeeeaneee 34.00 33.50 

Flat grain— 
PEO nactvhntesgureevueen $40.00 $39.00 
ih. E. ehevreees eka baedtanehba 36.50 36.00 
No. De eneatceedieecsocowswates 25.00 26.00 
Ceiling & Partition 
Bé&better No.1 
Ceiling, xt ieeetuereneeonenwer $29.00 $27.00 
PERI, TAME ccccceecccecesars 36.00 34.00 
Gaston Pertities: EE cancion 32.00 30.00 
Drop Siding, 1x6 

- © /*"No. 117. No. 116 
B&better ccbeawexthaveseenbeue $33.00 $37.00 
Be 2 éctexesvisanesosaneanesauns 31.00 35.50 
i erescatatastsetuvrwecsneuun 26.00 27.00 


Finish, Surfaced, B&better 

4 5 6 8 10 12 
4/4 ...$47.00 $54.00 $48.00 $50.00 $54.00 $76.00 
FO ox 


5 . 63.00 70.00 64.00 64.00 70.00 86.00 
Casing & Base, B&better 

4 5 6 8 
Ce ccdéaiteans ose. r+ $57.00 $52.00 $53.00 
TE: eceeweanina 57.00 52.00 53.00 
arian Discount 
Tiree wt GS Ge Gel bene se cecsrccecae 45% 
DO OE Kkccadueedgeceseeciusecinekine wet 40% 

Boards and Shi 

1x6 ix 1x10 1x12 
Boards, S4S, No. 1..$37.00 $35.00 $38.00 $52.00 
No. 2.. 20.00 20.50 21.00 26.00 
No. 17.00 17.00 17.00 17.00 
Shiplap, No. 37.00 35.00 38 +4 52.00 


3 

J a ‘ s 
No. 2.. 20.00 20.50 21. 26.00 

. 3.. 17.00 17.00 17. 00 17.00 
Démension, 848, ating 


0.1 No.2 
ere rT eT ere ee $27.00 $22.50 
OD ee ers 24.50 19.00 
Dt -ccevnwe hee ee ke wh eb wneaemee 26.00 22.00 
SE scoai' thi cy ciate ee ac ad ta A ae ae 27.50 22.50 
BEE d6s0tticbsrkebdadnecacediasaa 31.00 24.00 

Lath, %x1%, 4-foot 
SS Perr ee ere reer eee $4.00 
Pe ObS00bbSe Cde es beh wkbe bb dae ees Canes 3.35 





WESTERN PINES 


Following f. o. b. mill prices on actual 
sales were reported to the Western Pine 
Association by members during the period 
Sept. 15 to Sept. 30, inclusive. Averages in- 
clude both direct and wholesale sales, and 
are based on specified items only. Quota- 
tions follow: 


Ponderosa Pine 
5/4x8 6/4x8 


onpws, S2 or 4S— gente & wadr. & war. 
ia a eae .68 $58.65 59.65 
Er 35.58 42.00 tet 
SHop, S2S— No.1 No. 2 
De awknddwceeiecawteewsicane $31.46 $21.46 
De Sideetaindankiwe Geasncws 21.52 21.45 
Commons, S2 or 4S— No. 2 No. 3 
De cnkatwheedexsae ced $23.90 18.00 
oo See ieese 28.33 tat 
ee | ge: $13.45 
Idaho White Pine 
5-6/4 8 
SELEcTs, S2 or 4S— 1x8 & wdr 
OS ee $55.10 $76.25 
Quarey CP Bilas cc ivicccece 42.9 57 


Commons S2or4S 
Colonial Sterling Standard 
No. 1 No. 2 No. 3 


oO. 
os De .sneeeos naa $38 as $32.95 $22.09 
a 42.70 2 
Gualiiy ma. 4) 4/4 RWRL i ubvesweass $17.00 
— Pine 

x8 5/4x8 6/4x8 

Se.ects, S2 or 4S— P war. & war. pA 4 
Seer $75.25 $74.75 $75.00 
NS weil bia 5a alae arte 68.32 64.21 64.02 
DPE ¢é-cicnewacon 53.43 52.88 50.40 
Suop, 82S— No.1 No. 2 No. 3 
| SRS $44.22 24.8 18.73 
ir  dweks nathan 43.02 at 9 et 74 
al ssvteantannees 55.80 29.39 20.40 

Larch—Douglas Fir 

pe |S eee eee $21.72 
oo. a eS Y Reeeeaeoe 19.73 
Boards, No. 3, s2or4S SS ee 9.42 
Flooring, vert. or. C&btr. 4° Rk. cccce 36.95 





Tora. fatalities resulting from accidents at 
highway-railroad grade crossings were approxi- 
mately one-third less in 1935 than in the record 
year of 1928. 


WEST COAST LOGS 


Seattle, Wash. Oct. 3.—Average prices of 
logs are as follows: 

Fir: No. 1, $20-21; No. 2, $15- a6; No. 3, 
$10-11. Peelers: No. L $29-30; No. $25- 26. 
$1800 Shingle logs $12-15, et Et. logs 

Hemlock: No. 2@3, $8-9. 


HARDWOODS 
APPALACHIAN 


Cleveland, Ohio, Oct. 5.—Prevailing Appa- 
lachian hardwood quotations f. o. b. Cleve- 
land follow: 





Wuite AsH— 4/4 5/4-6/4 A 
Sod ss aaeaie $60.50 $65.50 $75.5 
No. 1 & Sel 46.50 51. goose. 50 54. 50a 65, 50 
No. rf Com. 37.50 38.5 38.5 


Prain Wuite Oaxk— 


ee 95.60 105.60 118. “4 

ee ee le cake ces 58.60 68.60 80.6 

No. 2-A com SW.... 46.60 47.60 52. 80 
Prain Rep Oaxk— 

(, ) aera 81.60 86.60 96.60 

a. 2 Oe Eieneons 57.60 61.60@65 75.60 
No. 2 Com & SW 44.60 50.60 52.60 
Bass woop— 

Se ee ee 75.60 78.60 88.60 
Sr 49.60 54.60 59.60 
ef. eee 41.60 42.60 43.60 

YeELLow PopLtar— 
ea dmdein oe. 90.60 92.60 
OS eee 60 65.60 67.60 
No. 2-A Com. 37. 60 39.60 39.60 @ 43.60 
CHESTNUT— 
, aa 87.60 87.60 92.60 
No. 1 & Sel.. 57.60 59.60 71.60 
No. 1 & 


tr 
sd wormy . 40@41 41@42 44@45 


EASTERN SPRUCE 


Following are prices on standard mer- 
chantable spruce delivered at Boston rate 
points by rail from Provincial or Maine mills. 
Lower range prices apply at the smaller or 
sub-standard mills. All prices cover lengths 
16 feet and under; over 16 feet, add $1 for 
each 2 feet or fraction: 

Dimension Sizes 





Sa 3 an® 64 MER covcess NE 000581. 00 
2x 6 and 7, 3x4, 4x4, 4x6....... 2.00 
Di cok eerivewesuterenasehekew 33. 00 
NN he ii aes, ale aos ane gh Oat 35.00 
a7 ee 37.00@ 38.00 
ae aio ak ait oh ima 39.00 
= 5, Oe Ge Bilbexeenaasscecicas 34.00@ 35.00 
oards 
Covering boards 5 Pane vo and up 
p. i. rs Lede cbenerecssasnocore $38.00 @ 639.08 
1x 4 pannel Vebehoeactebvadeus 28.00@ 29.00 
arr res Te 29.00 31.00 
Is 6 Gm FT mRteReG. .cccscevcce 31.00 33.00 
ae “aera rar rrr 32.00@ 33.00 
Oe aera eer 33.00 35.00 
SOE BOD  kcten ds ee reaveseuves 36.00 38.00 
If bended add fifty cents. 
Random Sizes 
et FS ne HE+y 4 29.00 
2x 6 and 7, 3x4 and 4x4..... --- 30.00@ 31.00 
2x 8 and 3x6 to 6x6.......... -»- 31.00@ 32.00 
= prada nedeeeweeks adiewae a aus 35.00@ 36.00 
ictal nal acaba ei ae a ccocesecee SE Bae 
4x 4 Sf eae 33.00 34.00 
Spruce Lath, 4 Foot 
| er er e Sas eate haamna hea aen 5.35 @ $5.50 
DU. choande de edaa el senwin bak welanee 5.60@ 5.75 
panes atemts 
Extra’s 6 men SS Oiiiieécwcaus $85.00 @$90.00 
Clears 6 inch x i fest. se i eecticie te 80.00 85.00 
Spruce Furring 
1x2 dressed..........- nveew name oth Sete 
1x3 IES cay ocne nce aeenaliced 28.00@ 29.00 
Eastern White Cedar Shingles 
Per Square Per M 
WANES onc ccc cccesees $3.65@$3.85 $4.25@$4.50 
CE coevccvecssess 3.20@ 3.30 3.75 3. 
Se CRORES. « cceveveces 2.70@ 2.85 3.25 3.35 
Clear Wallis .......- 2.55@ 2.65 3.00@ 3.10 
Extra No. 1.....--¢- 1.95@ 2.00 2.15@ 2.25 
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PETER F. AHRENS, 72, for many years 
one of the best known salesman in the lum- 
ber and sash and door trades, and a member 
of a notable family of lumbermen, died Sept. 
17, in his old home town, Staunton, Ill. Mr. 
Ahrens, who had been.in ill health for some 
time, had gone to Staunton to visit a sister, 
Mrs. Mayme Allen. He was one of four 
brothers, all lumbermen, and sons of a 
pioneer lumberman, J. M. Ahrens, who started 
a lumber yard at Staunton in the early ’60s, 
and who was ae charter member of 
the first national retail lumber dealers’ 
association, organized in 1877. The four 
sons learned the lumber business at the 
Staunton yard, and three of them later 
became associated with the True & True 
Co., of Chicago, one of the larger sash and 
door concerns. Peter Ahrens, while still a 
partner in the Staunton yard, was one of the 
organizers in 1890 of the Illinois Lumber 
Dealers’ Association, and was its first secre- 
tary, serving until 1899. In that year he 
entered the wholesale sash and door trade, 
traveling for the Muscatine Sash & Door Co., 
and later for Farley & Luetscher. He moved 
to Chicago in 1902 to join the sales staff of 
the True & True Co., of which his elder 
brother was then sales manager, and a 
younger brother was a salesman. In 1912, 
Mr. Ahrens went to South Bend, Ind., where 
he established the South Bend Door & Sash 
Co., which he operated until 1917, when he 
became associated with the Oliver Chilled 
Plow Works, and lived in South Bend until 
his death. Mr. Ahrens was a Scottish Rite 
Mason and a Knight Templar, and had served 
as secretary of South Bend Commandery No. 


13. He is survived by a widow, four sisters’ 


and three brothers—Albert E., of Decatur, 
Tll.; Henry A., of Dixon, Ill., and John Ahrens, 
of Los Angeles. 


WILLIAM J. TAYLOR, 69, widely known as 
a successful retail lumber dealer, of Ridge- 
town, Ont., passed away suddenly Sept. 20 in 
his room at a hotel in Windsor, Ont. Mr. 
Taylor had visited Windsor to attend the 
funeral of his brother, Neil Taylor, which 
had taken place on the previous day.. Mr. 
Taylor was a native of Mull, Ont., and had 
lived in Ridgetown for the past twenty-five 
yvears. He was a partner of the Watson & 
Taylor lumber firm, at Ridgetown. He took 
an active interest in trade association work, 
giving his valuable support to both the 
Southwestern Ontario Retail Lumber Dealers’ 
Association, and the Ontario Retail Lumber 
Dealers’ Association and was a _ frequent 
attendant at many of the Association meet- 
ings. Mr. Taylor is survived by his widow, 
one daughter, three sisters, and a brother. 


BENJAMIN THURMAN TOOMER, 59. died 
Oct. 3 in New Orleans. He was born in Pearl- 
ington, Miss., which 60 years ago was the 
center of southern pine manufacture in the 
vicinity of New Orleans, when all transpor- 
tation of lumber was by water. He entered 
the lumber business as a youth and later 
operated a mill near Hattiesburg He was a 
pioneer in introducing Douglas fir into New 
Orleans, being one of the organizers of the 
American Fir Lumber Corporation, New Or- 
leans, of which he was vice president and 
manager. Mr. Toomer is survived by _ his 
widow. two daughters, one of whom is Mrs. 
A. S. Boisfontaine (whose husband has been 
assistant secretary of the Southern Pine As- 
sociation for many years), and two sons. 


JOHN PETER WAGNER, 73. vice president 
and general manager of the Wagner Lumber 
Co., Dover. Ohio. died Sept. 29 in his home 
at New Philadelphia, Ohio, where he had 
been confined since early this year. Mr. 
Waener had been connected with the lumber 
industry of his city for forty-five years. He 
became associated with the Dover Planing 
Mill in 1891 when he bought some stock in 
the organization. In the same year it was 
incorporated as the Weible-Enck Co., with 
Mr. Wagner as an officer. In 1905. Mr. Wag- 
ner and his brothers, J. W. and W. A. Wag- 
ner, bought all the stock except the interests 
of Andrew Deis and formed the Wagner Lum- 
ber Co. Surviving are his widow, two daugh- 
ters, a son, Glen, who is secretary-treasurer 
pe — lumber firm, three brothers and two 
sisters. 


JOHAN L. WALLIN, 61, music critic and 
editorial executive of the Portland Journal, 
and for many years Portland correspondent 
for the AMERICAN LUMBERMAN, died Sept. 30 
at his home in Portland, Ore. Of him, an asso- 
ciate said: “An accomplished musician, ex- 
cellent news man and makeup man, he filled 
two important posts on this newspaper, as 
music critic and day makeup man. He could 
‘write symphony’ with the same ease that 
most of us write ‘city briefs. Highly edu- 
cated, a linguist, talented musician, a good 
writer, and always democratic he was indeed 





exceptional.” He had a wide acquaintance 
and many friends in the lumber industry of 
the West coast. He is survived by his 
widow, one son and four sisters. 


HERBERT BAUMAN, 47, former president 
of the Herbert Bauman Wholesale Lumber 
Co., Cincinnati, Ohio, was killed in an auto- 
mobile accident Sept. 30 near Cleves, Ind., 
when his machine collided with the skidding 
trailer of a truck which had become unman- 
ageable on wet pavement. Mr. Bauman was 
returning from a southern trip when the 
mishap occurred. He was representative of 
a number of hardwood mills in the South, 
and had liquidated his wholesale lumber 
business last spring to form a lumber sales 
agency. He was a member of the Cincinnati 
Lumbermen’s Club, and served as its treas- 
urer about twelve years ago. Mr. Bauman 
is survived by his widow and two children. 


BERT W. LAKIN, 56, general manager Mc- 
Cloud River Lumber Co., McCloud, Calif., 
died on the night of Oct. 1 in the timber 
near McCloud. Mr. Lakin’s body was discov- 
ered the following morning, badly burned by 
a forest fire. He had 
been directing forces 
fighting the fire and 
had gone out in the 
evening. It is pre- 
sumed he suffered a 
heart attack and fell 
in the path of the fire, 
which reached him 
later. Mr. Lakin was 
a highly respected 
leader in the western 
pine manufacturing 
industry. He was the 
first president of the 
Western Pine Associa- 
tion following amalga- 
mation of the Cali- 
fornia White & Sugar 
Pine Manufacturers’ 
Association with the 
Western Pine Manu- 
facturers’ Association. 
He had been a mem- 
ber of the board of di- 
rectors since that time 
and was active in in- 
dustry councils 
throughout the lumber 
code era. Mr. Lakin 
was born at Loyalton, 
Minn., and grew up in 
that community. He entered the employ of 
the Shevlin, Carpenter & Clarke Co. of Min- 
neapolis about 35 years ago, and ever since 
then had been a member of that organiza- 
tion, one of the most important pine produc- 
ing concerns in the country. His connection 
with the Shevlin interests included log buyer 
for the Shevlin, Carpenter & Clarke Co. at 
Minneapolis; personal representative of 
Thomas H. Shevlin at Bend, Ore., where he 
purchased much of the timber now compris- 
ing the holdings of the Shevlin-Hixon Co. 
at that place; logging superintendent for 
the Crookston Lumber Co, at Bemidji, Minn., 
for ten years; manager of the Shevlin-Clarke 
Co. (Ltd.) at Fort Frances, Ont., Canada; and 
finally general manager of the McCloud River 
Lumber Co., which position he had occupied 
since 1924. In this position he won national 
recognition for his ability as an industrial 
leader and executive. Following the general 
policy of the Shevlin organization, he was ac- 
tive in all movements for the betterment of 
the California pine industry, and since the 
amalgamation of the two associations had 
given the industry the benefit of much of his 
time, knowledge and ability. Funeral serv- 
ices were held at McCloud, Oct. 4, with burial 
at Berkeley, Calif., Oct. 5. Officials of the 
Shevlin Pine Sales Co. (Ltd.) from Minne- 
apolis, went to Berkeley for the services, and 
many western lumber operators attended the 
funeral at McCloud. He is survived by his 
widow and mourned by his associates and 
friends throughout the entire lumber in- 
dustry. 


HENRY GARDNER, 78, pioneer lumberman 
and saw mill operator, who conducted the 
Chisholm & Gardner Lumber Co., Spanish 
Fork, Utah, died last week following an acci- 
dent. Mr. Gardner served fourteen years in 
his State legislature, and twice was president 
of the State Senate. 


JOHN B. CHANNING, 70, well known saw- 
mill operator, died in Orange, Tex., his home, 
Sept. 26. Mr. Channing, who was born in 
Southampton County, Virginia, had been con- 
nected with the lumber industry in east Texas 
for more than forty years. For many years 
he was general superintendent of the Lutcher 
& Moore Lumber Co., in Orange, and when 
that concern exhausted its timber supply 
and ceased operating, he entered business 
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for himself, for several years operating the 
Channing Lumber Co. at Wiergate, Tex. He 
is survived by his widow, two sons, two 
grandchildren, a brother and a sister. The 
deceased was a brother-in-law of the manag- 
ing editor of the AMERICAN LUMBERMAN. 


CHARLES F. HENNING, 55, vice president 
and director of the United States Gypsum Co., 
Chicago, died Oct. 3 from injuries received 
in an automobile accident two days before. 
Virtually all of Mr. Henning’s business life 
was with the United States Gypsum Co. He 
joined it twenty-eight years ago as a con- 
struction engineer. In 1916, he was named 
manager of the firm’s contracting depart- 
ment; in 1920, he was appointed assistant 
general sales manager, and a year later be- 
came general sales manager. Not long after- 
wards he was elevated to his last position. 
He was personally acquainted with hundreds 
of dealers in the building industry. His 
widow and two daughters survive. 


JACOB RUMBOLD, 70, prominent in the 
lumber industry of North Tonawanda, N. Y., 
for many years, died Sept. . He was a 
senior partner in the Rumbold & Bellinger 
Lumber Co. in earlier life, later was North 
Tonawanda representative for the Weyer- 
haeuser Sales Co., and finally was manager 
of the Hanna Lumber Co., Rochester. More 
recently he entered the grocery business at 
Kenmore. He leaves his widow, three sons 
and a brother. 


RAYMOND J. COLVIN, 50, wholesaler of 
hardwoods and veneers in Buffalo, N. Y., for 
the last twenty years, died Sept. 26. He en- 
tered the lumber industry when young as 
yard employee and salesman for the Buffalo 
Hardwood Lumber Co. He later became a 
partner of Leo Fleming of Rochester as a 
member of the Colvin & Fleming Lumber Co. 
in that city. His widow and four children 
survive. 


_ FRANK CONGLETON, 77, retired purchas- 
ing agent for the Badger Lumber Co., Kan- 
sas City, Mo., died Oct. 1. After working 
for the lumber concern since 1896, Mr. Con- 
gleton retired two years ago because of poor 
health. His widow survives. 


MRS. GERTRUDE M. PFEIFER, 53, wife 
of Eugene M. Pfeifer, president of the Me- 
chanics Lumber Co., North Little Rock, Ark., 
died recently. In addition to her husband, 
she leaves a son, one daughter, two brothers 
and a sister. 


JAMES F. FRAVEL, 71, for many years a 
lumber inspector at Buffalo, died recently. He 
is survived by three sons, Clyde, Clarence and 
Dean Fravel, who have been connected with 
Buffalo lumber yards. 





Booklet of Log Cabin Plans 


There is a constantly increasing demand 
for log cabin plans, which shows how popu- 
lar this form of summer cottage and tourist 
camp cabin has become. Manufacturers of 
log cabin siding have done much to bring 
this about, as with this the real log effect 
can be obtained in a neat, weatherproof, 
easily constructed’ building. Aware of this 
growing popular interest in log cabins, the 
Shevlin Pine Sales Co., Minneapolis, Minn., 
has issued a second edition of its beautiful 
booklet, “Log Cabins Up to Date.” Included 
in it are plans for attractive summer cottages 
of from one to five rooms; for an auto lodge 
court constructed of logs; a small inn; way- 
side stands; filling station and club house. 
Instructions for building with Shevlin pine 
log siding are included, and any of the plans 
shown is sufficiently detailed to enable a 
builder to follow it. Complete plans of a 
number of the cottages can, however, be 
purchased from the company for the small 
price of 10 cents each. There have been 
many requests for plans for touring camps 
and for wayside market and refreshment 
stands. The designs shown in this booklet 
can be combined to form an attractive auto 
camp, including lunch-stand and filling sta- 
tion. The book may be obtained from the 
company for 10 cents. 





TREE’ SEEDLINGS to the number of more 
than 26 million were distributed last year to 
farmers for woodlot and shelter belt planting, 
under the Clarke-McNary forestry law, through 
Federal-State cooperating agencies. according to 
the report of the Forest Service. The trees are 
sold to farmers at cost. 
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(Continued from Page 71) i 


SHINGLES AND LATH—Shingle orders 
have shown a pick-up and prices have ad- 
vanced, some mills having marked up most 
items 10 cents a square. Orders are rather 
easy to secure if immediate shipment can be 
made. A number of the mills are oversold 
on certain items, so mixed-car orders are 
rather difficult to place for prompt loading. 
Lath continue firm, with supply low, but suf- 
ficient to take care of demand. 


Cincinnati, Ohio 


HARDWOODS—Scearcity of Appalachian 
mill stocks is making difficult the prompt 
filling of orders. This is especially the case 
in FAS and No. 1 common and select chest- 
nut and in thicker plain and quartered white 
oak and sound wormy oak, and FAS and 
common and select basswood. Good chest- 
nut is scarce, but sound wormy is more plen- 
tiful, but has advanced. Basswood has been 
in demand all summer for Venetian blinds. 
Furniture factories are taking five to ten 
carlot orders of FAS and common and select 
hard maple, Appalachian oak and some birch 
with gum for corewood and sound wormy 
chestnut. Truck dealers are buying ash, gum 
and oak for sills and supports, and there is 
a steady run of orders from custom makers 
of bodies and repair shops. Railroads are 
in the market for ash and maple for repairs 
to decking of cars, but their largest and 
steadiest demand is for Appalachian oak and 
maple. Oak and chestnut and some maple 
are being bought by interior trim mills for 
wainscoting and paneling. Prices on white 
oak, FAS poplar and basswood are up $3@5 


on 4/4, and $5@10 on 8/4 and thicker, and 
firm, 
SOFTWOODS—The principal call is for 


southern pine and cypress, for city and coun- 
try yards. Pine mills are holding prices 
firm. Full assortments of dry cypress are 
unobtainable; dealers say that mills are re- 
fusing to quote for prompt delivery. Shin- 
gles are strong to higher. Redwood, fir and 
other Pacific coast woods are very firm. 


New Orleans, La. 
SOUTHERN PINE 





Sales volume gained a 
little more than 9 percent the last half of 
September as compared with the first half. 
The totals for the month, ending with Sept. 
26, are: Orders, 144,699,000 feet; shipments, 
145,228,000 feet; production, 134,737,000 feet, 
which is 9,962,000 feet less than orders. Pro- 
duction decreased about 3,000,000 feet the last 
part, as compared with the total of the first 
12 days of the month. Orders on hand at 
121 mills on Sept. 26 were 82,875,000 feet, 
equivalent to 3,946 cars. This represents a 
decrease of one percent below the aggregate 
order file of the preceding week. Total stocks 
on hand at 103 reporting mills on Sept. 26 
were 342,109,000 feet, or 86 percent of normal 
and 4 percent above this time a year ago. 
The price realization average compiled by 
the: Southern Pine Lumber Exchange from 
mills reporting to it for September was $24.13, 
a gain of 12 cents. Items that have been 
in short supply since early spring are still 
difficult to obtain, and additional mills are 
making restrictions as to quantities they will 
load for shipment. In spite of the strong 
statistical position, complaints are heard of 
lower quotations than it justifies. 


HARDWOODS—Business is somewhat bet- 
ter in volume than in August. Gum and oak 
continue, as always, to be in strongest de- 
mand, but there is a proportionate demand 
for other species. Prices are strengthening. 
Exporters expect improved sales to Europe. 
There is apparent no tendency to increase 
mill output. 





CYPRESS—It is still difficult to obtain dry 


cypress in many items. Limitations of the 
quantities of dressed lumber that will be 
shipped in a car are still in force. Mills 


with dry kilns report that kiln dried lumber 
is called for in increasing quantities by cus- 
tomers who have used it, and calls are being 
received from others who are willing to give 
it a trial. 


DOUGLAS FIR—The yards that carry a 
stock are able to move it more freely than 
when they first tried out the experiment of 
carrying a few items. Stocks are not large 
in‘any of the yards, because it is not neces- 
sary to carry complete stocks, or assort- 
ments, for there is a wholesale supply just 
outside the city limits, that is available to 
fill any emergency orders. 


AMERICAN LUMBERMAN 











How to Figure Costs for Advertising 
In Classified Department 





-eeees-30 cents a line 








Two consecutive issues..........55 cents a line 
Three consecutive issues..........75 cents a line 
Four consecutive issues.......... 90 cents a line 

| Thirteen consecutive issues.......... $2.70 a line 


Twenty-six consecutive issues.......$5.40 a line 


Seven words of ordinary length make 
one line. 


Count in the signature. 
counts as two lines. 


No display except the heading is 


Heading 


permitted, 

Extra white space figured at line 
Tate. 

One inch space advertisement is 


equal to fourteen lines. 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 


October 10, 1936 
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Too Late To Classify 


READ 10 MINUTES—HEED 10 YEARS 


Seeley’s Figgerfast to speed up extending prices; 





and trial balance tips. Neat booklet, size 4x5%. 
Lumber primarily but adaptable any line. Price 
50c. Quantities 25 or more half price. Men of 
vision use these to build good will. 

They have lasting value, 


Cc. S. SEELEY, Madison St., Chicago 


9799 
wtvoe 





CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CO. Inc. 
Minneapolis, Minn. 


Employees 


WTD.: COMPETENT MGR. FOR RETAIL YARD 


Town of 1,500. Keen competition. Good living con- 
ditions. If you can deliver the goods, apply; other- 
wise forget it. 


Address “‘Z. 94," care American Lumberman. 


OFFICE MAN—SALES DESK—WHOLESALE LBR. 


Must have experience placing orders, handling cor- 
respondence, etc. Good opportunity for right man 
—location Cleveland, Ohio. 

Address “Z. 80,’ care American Lumberman. 











Salesmen 


WTD.: WHOLESALE SASH & DOOR SALESMAN 

With car—experienced—for Illinois and Wisconsin 

territory. Drawing account and commission. 
Address “A. 27,” care American Lumberman. 








Employment 


SALESMAN OR BUYER 


Practical all around lumberman with eighteen 
years experience from stump to market. Salesman, 





industrial buyer and wholesaler. Accustomed to 
big sales to industries. Married, age 41, college 
graduate, Protestant. Prefer sales connection or 


manager of wholesale department. 
Address ‘‘Z. 70° care American Lumberman. 


SITUATION WTD.: RETAIL LBR. YD. MANAGER 


Age 36. Fourteen years experience. Married. Moder- 
ate salary. I can guarantee you an efficient and 
profitable yard. 








Address “Z, 71” care American Lumberman. 
ALL AROUND OFFICE MAN 
Available October Ist, 15 years experience in 


Washington sawmill and wholesale offices. Cap- 
able of handling all details from loading platform 
to the bank. Have had entire management sub- 
stantial shingle mill for past year. Age 37, mar- 
ried, two children, best of references. 

Address “Z. 78’ care American Lumberman. 





POSITION WANTED AS TRAFFIC MANAGER 
Long experience with large lumber concern oper- 
ating southern and west coast mills. 

Address “Z. 92," care American Lumberman. 





WANTED 











A-1 CIRC. SAWYER & FILER WANTS JOB 
On small hard or soft wood mill; tractor or steam; 
10 yrs. exp.;: A-1 ref. 

Address ‘“‘Z. 76” care American Lumberman. 





Employees 


WANTED—4 YOUNG MEN 


In Retail Lumber & Building Material Yards Near 
Chicago. 


BOOKKEEPER AND OFFICE 
A SALESMAN 
Prefer man who can draw simple house plans and 
remodelling sketches; who can list from plans a 
complete list of building materials and estimate 
same, 
WE CAN USE A YOUNG MAN STENOGRAPHER 
A TALLY MAN 
Capable of assisting yard foreman in handling 
yard and yard sales; must know grades, and be 
capable of handling men. 
Answer in own handwriting, giving full particulars 
in detail covering: age, education, experiences as 
to length and kind, names of firms worked for 
during past ten years, salary expected. Oppor- 
tunity for advancement with each position. 
Address “Z. 99,”" care American Lumberman. 


MAN 





WANTED 


Foreman for moulding and cutting depart- 
ment by a Mid-South Sash, Door and Mill- 
work factory manufacturing both special 
and stock items. Applicants must have had 
such experience, otherwise cannot be con- 
sidered. In your reply give complete out- 
line of experience, references and salary 
required. 

Address “Z. 93,’’ 
berman. 


WTD: EXPERIENCED DETAILER & BILLER 
On special mill-work. 


care American Lum- 








HYDE-MURPHY COMPANY, Ridgway, Pa. 





FACTORY SUPERINTENDENT AVAILABLE 


Wide experience in special and stock sash, doors, 

cabinet and interior trim. Capable estimator, de- 

tailer and biller. A low cost production expert. 
Address “Z. 84,”" care American Lumberman. 


WTD.: POSITION BY YOUNG MARRIED MAN 


Age 28, now employed as order clerk and asst. to 
bookkeeper. Willing to go anywhere. 
Address “Z, 95,’ care American Lumberman. 


SALES MANAGER 


Now employed by large Northern Wholesaler de- 
sires connection with Southern mill, excellent rea- 
sons for leaving. Will furnish references from 
present and past employers. Twenty years expe- 
rience, can sell your stocks to highly rated con- 
sumers at top market prices. Capable of handling 
any operation. 

Address ‘A. 








26," care American Lumberman. 





ACCOUNTANT, AUDITOR, OFFICE MANAGER 


Is open for position. Wide experience in public 
and private accounting; specializing in accounting 
and income taxes for lumber manufacturers. High- 
est references. 


Address ‘*V. 95,” care American Lumberman. 





WANTED: POSITION AS MANAGER 


40 years old. university and business college grad- 
uate. 18 years experience in all branches of the 
lumber business. 
references. 

Address 


Nationally known lumberman as 


“Z. 89,’ care American Lumberman. 





EXPERIENCED DETAILER & BILLER 


On special mill work wants a position as superin- 
tendent, detailer and biller for small sash and door 
plant; plenty of practical experience. 

Address “Z, 55,” care American Lumberman. 
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(Continued from Page 71) 


SHINGLES AND LATH—Shingle orders 
have shown a pick-up and prices have ad- 
vanced, some mills having marked up most 
items 10 cents a square. Orders are rather 
easy to secure if immediate shipment can be 
made. A number of the mills are oversold 
on certain items, so mixed-car orders are 
rather difficult to place for prompt loading. 
Lath continue firm, with supply low, but suf- 
ficient to take care of demand. 


Cincinnati, Ohio 


HARDWOODS—Scearcity of Appalachian 
mill stocks is making difficult the prompt 
filling of orders. This is especially the case 
in FAS and No. 1 common and select chest- 
nut and in thicker plain and quartered white 
oak and sound wormy oak, and FAS and 
common and select basswood. Good chest- 
nut is scarce, but sound wormy is more plen- 
tiful, but has advanced. Basswood has been 
in demand all summer for Venetian blinds. 
Furniture factories are taking five to ten 
carlot orders of FAS and common and select 
hard maple, Appalachian oak and some birch 
with gum for corewood and sound wormy 
chestnut. Truck dealers are buying ash, gum 
and oak for sills and supports, and there is 
a steady run of orders from custom makers 
of bodies and repair shops. Railroads are 
in the market for ash and maple for repairs 
to decking of cars, but their largest and 
steadiest demand is for Appalachian oak and 
maple. Oak and chestnut and some maple 
are being bought by interior trim mills for 
wainscoting and paneling. Prices on white 
oak, FAS poplar and basswood are up $3@5 
on 4/4, and $5@10 on 8/4 and thicker, and 
firm. 


SOFTWOODS—The principal call is for 
southern pine and cypress, for city and coun- 
try yards. Pine mills are holding prices 
firm. Full assortments of dry cypress are 
unobtainable; dealers say that mills are re- 
fusing to quote for prompt delivery. Shin- 
gles are strong to higher. Redwood, fir and 
other Pacific coast woods are very firm. 


New Orleans, La. 


SOUTHERN PINE—Sales volume gained a 
little more than 9 percent the last half of 
September as compared with the first half. 
The totals for the month, ending with Sept. 
26, are: Orders, 144,699,000 feet; shipments, 
145,228,000 feet; production, 134,737,000 feet, 
which is 9,962,000 feet less than orders. Pro- 
duction decreased about 3,000,000 feet the last 
part, as compared with the total of the first 
12 days of the month. Orders on hand at 
121 mills on Sept. 26 were 82,875,000 feet, 
equivalent to 3,946 cars. This represents a 
decrease of one percent below the aggregate 
order file of the preceding week. Total stocks 
on hand at 103 reporting mills. on Sept. 26 
were 342,109,000 feet, or 86 percent of normal 
and 4 percent above this time a year ago. 
The price realization average compiled by 
the Southern Pine Lumber Exchange from 
mills reporting to it for September was $24.13, 
a gain of 12 cents. Items that have been 
in short supply since early spring are still 
difficult to obtain, and additional mills are 
making restrictions as to quantities they will 
load for shipment. In spite of the strong 
statistical position, complaints are heard of 
lower quotations than it justifies. 


HARDWOODS—Business is somewhat bet- 
ter in volume than in August. Gum and oak 
continue, as always, to be in strongest de- 
mand, but there is a proportionate demand 
for other species. Prices are strengthening. 
Exporters expect improved sales to Europe. 
There is apparent no tendency to increase 
mill output. 


CYPRESS—It is still difficult to’ obtain dry 
cypress in many items. Limitations of the 
quantities of dressed lumber that will be 
shipped in a car are still in force. Mills 
with dry kilns report that kiln dried lumber 
is called for in increasing quantities: by cus- 
tomers who have used it, and calls are being 
received from others who are willing to give 
it a trial. 


DOUGLAS FIR—The yards that carry a 
stock are able to move it more freely than 
when they first tried out the experiment of 
carrying a few items. Stocks are not large 
in any of the yards, because it is not neces- 
sary to carry complete stocks, or assort- 
ments, for there is a wholesale supply just 
outside the city limits, that is available to 
fill any emergency orders. 





AMERICAN LUMBERMAN 








| How to Figure Costs for Advertising 
. In Classified Department 








Seven words of ordinary length make 
one line. 

Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted, 

Extra white space figured at line 
rate. 


One inch space advertisement is 
equal to fourteen lines. 


Heading 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 











Too Late To Classify 


READ 10 MINUTES—HEED 10 YEARS 


Seeley’s Figgerfast to speed up extending prices; 

and trial balance tips. Neat booklet, size 4x5%%. 

Lumber primarily but adaptable any line. Price 

50c. Quantities 25 or more half price. Men of 
vision use these to build good will. 

hey have lasting value, 

Cc. 8S. SEELEY, 2732 Madison St., 





Chicago 





CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CO. Inc. 
Minneapolis, Minn. 


October 10, 1936 
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Employees 


WTD.: COMPETENT MGR. FOR RETAIL YARD 


Town of 1,500. Keen competition. Good living con- 
ditions. If you can deliver the goods, apply; other- 
wise forget it 


Address “7. 94," care American Lumberman., 


OFFICE MAN—SALES DESK—WHOLESALE LBR. 


Must have experience placing orders, handling cor- 
respondence, etc. Good opportunity for right man 
—location Cleveland, Ohio. 

Address “Z. 80," care American Lumberman. 




























Salesmen 


WTD.: WHOLESALE SASH & DOOR SALESMAN 

With car—experienced—for Illinois and Wisconsin 

territory. Drawing account and commission. 
Address “A. 27,”’ care American Lumberman. 








Employment 


SALESMAN OR BUYER 


Practical all around lumberman with eighteen 
years experience from stump to market. Salesman, 
industrial buyer and wholesaler. Accustomed to 
big sales to industries. Married, age 41, college 
graduate, Protestant. Prefer sales connection or 
manager of wholesale department. 

Address “‘Z. 70” care American Lumberman. 


SITUATION WTD.: RETAIL LBR. YD. MANAGER 


Age 36. Fourteen years experience. Married. Moder- 

ate salary. I can guarantee you an efficient and 

profitable yard. 
Address “Z, 71” 








care American Lumberman. 


ALL AROUND OFFICE MAN 


Available October ist, 15 years experience in 
Washington sawmill and wholesale offices. Cap- 
able of handling all details from loading platform 
to the bank. Have had entire management sub- 
stantial shingle mill for. past year. Age 37, mar- 
ried, two children, best of references. 

Address “Z. 78’ care American Lumberman. 


POSITION WANTED AS TRAFFIC MANAGER 


Long experience with large lumber concern oper- 
ating southern and west coast mills. 
Address “Z. 92,” care American Lumberman. 














WANTED 








A-1 CIRC. SAWYER & FILER WANTS JOB 
On small hard or soft wood mill; tractor or steam; 
10 yrs. exp.; A-1 ref. 

Address ‘‘Z. 76” care American Lumberman. 





Employees 


WANTED—4 YOUNG MEN 


In Retail Lumber & Building M 
Chicago. & Material Yards Near 


BOOKKEEPER AND OFFICE MAN 
A SALESMAN 
Prefer man who can draw simple house plans and 


remodelling sketches; who can list from plans a 


complete list of building materia] 
compl als and estimate 


WE CAN USE A YOUNG MAN STENOGRAPHER 
A TALLY MAN 


Capable of assisting yard foreman in handling 
yard and yard sales; must know grades, and be 
capable of handling men. 
Answer in own handwriting, giving full particulars 
in detail covering: age, education, experiences as 
to length and kind, names of: firms worked for 
during past ten years, salary expected. Oppor- 
tunity for advancement with each position. 
Address “Z. 99," care American Lumberman. 


WANTED 


Foreman for moulding and cutting depart- 
ment by a Mid-South Sash, Door and Mill- 
work factory manufacturing both special 
and stock items. Applicants must have had 
such experience, otherwise cannot be con- 
sidered. In your reply give complete outt- 
line of experience, references and salary 
required. 

Address “Z. 93,’ 
berman, 


WTD: EXPERIENCED DETAILER & BILLER 


On specia] mill-work. 
HYDE-MURPHY COMPANY, Ridgway, 





care American Lum- 





Pa. 





FACTORY SUPERINTENDENT AVAILABLE 


Wide experience in special and stock sash, doors, 

cabinet and interior trim. Capable estimator, de- 

tailer and biller. A low cost production expert. 
Address “‘Z. 84,” care American Lumberman. 


WTD.: POSITION BY YOUNG MARRIED MAN 
Age 28, now employed as order clerk and asst. to 
bookkeeper. Willing to go anywh 

Address “Z. 95,” care American 





ere. 
Lumberman. 


SALES MANAGER 


Now employed by large Northern Wholesaler de- 
sires connection with Southern mill, excellent rea- 
sons for leaving. Will furnish references from 
present and past employers. Twenty years expe- 
rience, can sell your stocks to highly rated con- 
sumers at top market prices. Capable of handling 
any operation. 
Address ‘A. 26,” care American Lumberman. 


ACCOUNTANT, AUDITOR, OFFICE MANAGER 


Is open for position. Wide experience in public 
and private accounting; specializing in accounting 
and income taxes for lumber manufacturers. High- 
est references. 
Address ‘’V. 95,” 








care American Lumberman. 


WANTED: POSITION AS MANAGER 


40 years old, university and business college grad- 
uate. 18 years experience in all branches of the 





lumber business. Nationally known lumberman as 
references. 
ddress “Z. 89,” care American Lumberman. 





EXPERIENCED DETAILER & BILLER 


On special mill work wants a position as superin- 
tendent, detailer and biller for small sash and door 
plant; plenty of practical experience. 

Address “Z, 65,” care American Lumberman. 
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